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and your profits by adhering steadfastly to a tradition of high qual- 
ity. At all times, expert workmanship and the best materials available 
are combined to produce carbon papers and typewriter ribbons warrant- 


ing the complete confidence of your customers. 


? ASSISTING YOU 
* 


through a progressive policy of merchandising to help you sell 
more carbon papers and typewriter ribbons. A modern packaging pro- 
gram is now under way to bring new eye-appeal and easier identifica- 
tion to Webster products. Folders, and window displays are available, 
too. 


$ 3. SUPPORTING YOU 


with national advertising — by far, the most aggressive and con- 
sistent in the field. Millions of WEBSTER sales messages during 1941 
will appear in the Saturday Evening Post, Newsweek, Purchasing, 


school and insurance publications. 


WHAT YOU CAN DO 


Dealers who cooperate fully with Webster will enjoy greater volume 
and profits now and in the future. Make full use of every Webster aid. 
Display Webster products in your store. Put them in your windows at 
frequent intervals. Talk up to your customers the value of using Multi- 
Kopy carbon paper and Star Brand typewriter ribbons. Tell them, too, 
about the exclusive features of Micrometric carbon paper. Remember, 
these quality products will back up all the good things you say about 
them. And don’t forget to call upon your Webster salesman for mer- 


chandising assistance. 


F.S. WEBSTER CO. 


* 13 Amherst Street, Cambridge, Massachusetts x 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directiv connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D.C. 
{COPYRIGHT. Contents 
covered by Copyright, 1941, 
by the Office Appliance 
Company. 
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ADVERTISEMENTS 








These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 


A 
Acco Products, Inc 
Ace Fastener Corp. 
Aeme Visible Records, Inc 
Adams, Henry T., Mfg. Co 
Aigner, G. J., Co 
Allen & Co. 
Allen Calculators, Ine. 
Allen-Wales Add. Mach. Corp 
Allied Carbon & Ribbon Corp 
All-Steel-Equip Co 
American Can Co. 
Amer. Number. Machine Co 
American Passbook Co 
American Photo Laboratories 
Amer. Writing Machine Co 
Ames Supply Co 
Anderson-Hickey Co., Inc 
Art Metal Construction Co. 74, 
Art Steel Co. 
Automatic File & Index Co 


Automatic Pencil Sharpener 


Co 
B 
Bankers Box Co 
Barkley, C. L., & Co 
Barrett Adding Machine Div., 
Lanston Monotype Mach. Co 
Bassick Company 
Bentson Mfg. Co 
Better Packages, Inc 
Blaisdell Pencil Co 
Bolens Mfg. Co. 
Bright Chair Co 
Bristow, Stanley R 
British Stationery Exporter 
Brown, L. L., Paper Co 
Browne-Morse Co. 
Brush-Punnett, Ine 
Buckeye Ribbon & Carbon Co 
( 
Carter's Ink Co., The 
Clarotype Co., The 
Codo Mfg. Corp 
Cole Steel Equipment Co 
Collier-Keyworth Co 
Columbia Rib. & Car. Mfx. Co. 
Columbia Steel Equipment Co 
Continental Ink Co 
Cook, The H. C., Co 
CopyRight Mfg. Corp 
Corona Typewriter 
Corry-Jamestown Mfg. Corp 
Cotterman, I. D 
Cramer Posture Chair Co 
Cushman & Denison Mfg. Co. 
D 
Daco Card & Index Co. 
Darnell Corp., Ltd 
Dawn Mfg. Corp., The 
Dick, A. B., Co 
Dixon, Jos., Crucible Co 
Domore Chair Co., Inc 
Doppelt, Charles, & Co 
Downey, C. L., Co. 
Duplicator Paper & Supply Co 
Dura-Flex Co. 
EK 
Eaton Paper Corp 
Ehrlich Upholstery Works 


110 


166 
165 
163 
166 


154 


145 


through the journal. 


Elliott-Fisher Back Cover 
Esterbrook Pen Co., The 155 
Fk 
Fair Furniture Co 140 
Fulton Specialty Co. 159 
G 

General Fireproofing Co., 

The 64. ¢ 
Globe-Wernicke Co., The 85, 99 
Graff, Geo. B., Co 146 
Grand Rapids L, L. Binder Co.147 
Gregory Fount-o-Ink Co. 135 
Guide System & Supply Co. 126 


W. H. Gunlocke Chair Co., The 95 


H 
Hanson Scale Co. 164 
Harding, Milo, Co. 142 
Harriman-Welts Products Co..161 
Harter Corporation, The 61 
Heyer Corporation, The 169 
Higwins, Chas. M., & Co 144 
High Point Bendg. & Chair Co.140 
Hileo Corp. 148 
Hotchkiss Sales Co. 161 
I 
Imperial Desk Co. 131 
Imperial Mfg. Co. 66, 76 
Imperial Methods Co RR 
Indiana Cash Drawer Co 98 
Industrial Tape Corp 86, 8 
Inkograph Co, 16 
Ink Specialties Co 106 
J 
Jasper Chair Co. 100 
Jasper Office Furniture Co 133 
Jasper Seating Co. 156 
K 
Keen Mfg. Co., Inc. 144 
Kellogg, A. W., Sales Co 162 
Kidwell, R. M. 147 
Kilian Mfg. Corp. 148 
Kiseo Co., Ine 108 
L 
Leopold Co., The 135 
Loose Leaf Metals Co 15 


aw- 


162, 


M 
Macey Co., The 
Manifold Supplies Co 
Markilo Co 
Master-Craft Div., S 

Walker 

Meilicke Systems, Inc. 
Meilink Steel Safe Co. 
Melind, Louis, Co 
Metal Arts Craftsmen Co 


Metal Office 


Metalstand Co, 


Meyer & Wenthe, 
Midwest 


Naturlite 


Mimeograph, The 


Mitchell 


Binder Co. 


Mittag & Volger, Ir 


Monroe C 


ale. Machi 


Inc 


Co. 


ic 


ne 


Cc 


Furniture Co 


oO 


66, 7 


Moore Push-Pin Co 
Mosler Safe Co., The 
Multipost Co 
Murphy Chair Co 
Mutschler Bros. Co. 
N 
National Blank Book Co. 
Nat’! Brief Case Mfg. Co. 
Nat'l Lighting Equipment Co. 
New Indiana Chair Co. 
Norcor Mfg. Co 
Northwest Metal Products Co. 
0 
Oakville Co., Div. Scovill 
Old Town Ribbon & Carbon Co 
Oxford Filing Supply Co. 
Pr 
Pac Mfg. Corp 
Pacific Cb. & Ribbon Mfg. Co 
Peerless Key-Imperial Mfg. 
Co 
Peerless Steel Equip. Co 
Pelouze Mfg. Co. 
Phillips Process Co. 
Prevue-Radsell Co. 
Print-o-Matie Co., The 


onto File Corp 





THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 


use of subscribers and advertisers. 
commissions 


of its various 


this 


bureau Calls 


In the execution 
upon 


practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 


pares advertising copy, 


furnishes 


list of 


desirable 


agents and dealers in nearly every country, aids for- 


eign dealers in securing U. 


S. A. lines, and in many 


other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 

turers, 





129 


146 





They do, however, offer their services in resolving any disagreements which result from relations established 


Q 
Quality Park Envelope Co. 96 
RK 
Rand MeNally Co. 140 
Red Feather Products Ltd 156 
Regal Typewriter Co 116 
Remington Rand Inc. 27 
Rex-O-Graph, Inc. 130 
Rite-Rite Mfg. Co. 104 
Rivet-O Mfg. Co. 165 
Roberts Numbering Mach. Co...150 
Rockwell-Barnes Co. 121 
Ross Laboratories 164 
Royal Metal Mfg. Co. 168 
Royal Typewriter Co. 59 
s 
St. Johns Table Co. 160 
St. Louis Hardware Mfg. Co.....161 
Scat, Dr., Chemical Co. 167 
Schwab Safe Co. 148 
Shaw Walker Co. 91, 93 
Sheaffer, W. A., Pen Co. 92 
Sheppard, C. E., Co 4 
Sherman-Manson Mfg. Co. 155 
Shipman-Ward Mfg. Co. 147 
Sikes Co., Ine., The 78, 79 
Sloane, W. & J. 141 
Smith, L. C., & Corona Type- 
writers, Ine. 57 
Speed Key Mfg. Co. 164 
Speed-O-Print Corp 151, 152 
Speed Products Co. 139 
Spurgin Mfg. Co., Inc. 144 
Standard Office Products Co.....130 
Standard Record Co. 159 
Star Products Corp. 159 
Stein Bros. Mfg. Co. 118 
Storms, H. M., Co. 132 
Sturgis Posture Chair Co. 133 
Sun Rubber Co., The 160 
Sundstrand Back Cover 
1, 
Technygraph, The 144 
Toledo Metal Furniture Co. 143 
Triner Scale & Mfg. Co. 154 
Tru-Lite Co., The 134 
Trussell Mfg. Co. 167 
t 
Underwood Elliott Fisher 


Back Cover 


Union Rubber & Asbestos Co...164 
U. S. Typewriter Ribbon Mfg. 
Co 153 
a 
Vail Manufacturing Co. 109 
Van Dyke Industries 138 
Varat, Murray Co 165 
Victor Safe & Equipment Co. 82 
Vogel-Peterson Co., Ine. 148 
Ww 
Warshaw Mfg. Co 156 
Webster, F. S., Co. 2 
Weis Mfg. Co. 67, 68, 69, 70 
Welch, W. W., Co 83 
Wiggins, John B., C« 167 
Wolber Dupl. & Supply Co. 125 
Wrenn Paper Co., The 155 
Y 
Yawman and Erbe Mfg. Co. 77 














For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


Adding Machine Parts 


Amer. Writing Machine Co 62 

Ames Supply Co 12 

Shipman-Ward Mfg. Co 147 
Adding Machine Rolls & Paper 

Rockwell- Barnes Co 12 


Adding Machines 
Allen Calculators, Inc 
Allen-Wales Add. Mach. Corp 
Surrett Adding Machine 


Lanston Monotype Machine ¢ 10 
Monroe Cale. Machine Co 119 
Remington Rand, In 127 
Sundstrand Sack Cover 


Adding Machines, Rebuilt & Used 
Shipman-Ward Mfg. Co j 


Adding Typewriters 
Underwood Elliott Fisher Co 


Adhesives 
See Inks 
Air Circulators 
Kiseo Co Ine | 
Welch, W. W., Co. 8 
Arch and Clip Board Files 
Cushman & Denison Mfg. Co 161 
Globe-Wernicke Co., The S ” 
Rockwell- Barnes Co l 
Shaw-Walker Co ‘] 
Yawman and Erbe Mfg. Co 
Atlases 
Rand MeNally & Co 1 
Ball Bearings for Drawer Slides, ete 
Kilian Mfg, Corp 148 


Adhesives, ete 


Banker's Note Cases 
Art Steel Co 60 
General Fireproofing Co The 64 


Globe-Wernicke Co., The 85, 99 
Victor Safe & Equip. Co 82 
Billing Machines 
Remington Rand, Ine 127 
Underwood Elliott Fisher Co 
sack Cover 


Binders, Catalogue and Periodical 
Acco Products, Ine 1 
Aigner. G. J., Co 14 
Grand Rapids L. L. Binder ¢ l 
Master-Craft Div. of Shaw-Walker. 
Mitehell Binder Co 1ét 
National Blank Book Co lt 
Sheppard, The C, BE. Co 8} 

Binders, Permanent Storage 
Adams, Henry T., Mfg. Co 167 
Bankers Box Co ) 
Master-Craft Div. of Shaw-Walker. 9 
Sheppard, The ¢ t Co 4 

Binders, String 
Bankers Box Co » 

Blank Books 
National Blank Book Co lt 
Rockwell-Barnes Co 12 


aD) 


i 
; 


Blotting Paper 
Wrenn Paper Co., The 


Blue Print and Plan File Cabinets 
All-Steel-Equip. Co 0 
Anderson-Hickey Co 164 
Art Metal Construction Co t 
Art Steel Co 160 
sSrowne-Morse Co 
Columbia Steel Equip. Co 10 
Corry-Jamestown Mfg. Corp 7 
General Fireproofing Co., The 64 
Globe-Wernicke Co The a5. 9 
Peerless Steel Equip. Co 13 
Shaw-Walker Co 1, | 
Yawman and Erbe Mfg. Co 


Bond Boxes 
Art Steel (« lt 
General Fireproofing Co rhe 
Globe-Wernicke Co The a5 on 


Book Cases 
All-Steel-Equip C¢ 
Art Metal Construction (¢ "¢. 4 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp ’ 
General Fireproofing Co The #64 
Globe-Wernicke Co The ‘ 
Macey Co., The 2 





Peerless Steel Equip. Co 
Shaw-Walker Co 1.9 
Weis Mfg. Co G7. 68 - 
Yawman and Erbe Mfg. Co 

Book Rings 


Adams, Henry T., Mfg. ¢ 


Bookkeeping Machines 


Inderwood Elliott Fisher Cc 


Back ¢ 
Box Letter Files 
Art Steel Co 
Globe-Wernicke Co.. TI Q 
Rockwell-Barnes Co 9 
Weis Mfg. Co 67. 68 - 


obligation. 


Brief and Zipper Cases Downey, CC, L., Co 159 
Doppelt, Charles, & Co. 145 Spurgin Mfg. Co., Ine 144 
National Brief Case Mfg. Co 120 
Master-Craft Div. of Shaw-Walker. 93 Copyholders 
Sheppard, The C. E. Co 8 Acco Products, In 110 
Stein Bros. Mfg. Co 118 CopyRight Mfg. Corp 145 
Varat. Murray. Co 166 Dawn Mfg. Corp., The 164 

Shipman-Ward Mfg. Co 147 

Calculating Devices 
Meilicke Systems, In 164 _Costumers 
Shipman-Ward Mfg. Co 147 Fair Furniture Co 140 

Globe-Wernicke Co... The B85, 90 

Calculating Machines Peerless Steel Equip. Co 136 
Allen Calculators, Inc 7 Royal Metal Mfg. Co 168 
Allen-Wales Add. Mach. Co 167 Shaw-Walker Co 91, 93 
Barrett Adding Machine Vogel-Peterson Co 148 

Lanston Monotype Machine Co 105 
Monroe Cale, Machine Co 119 Crayon 
Dixon, Jos... Crucible Co 7 


Sundstrand Back Cover 


Calculating Machines, Used Cushions and Pads, Chair 


Shipman-Ward Mfg. Co 147 Shipman-Ward Mfg. Co 147 
. Sun Rubber ¢ 160 
Carbon Papers 
See Ribbons and Carbons) Dating Stamps 
Card Index Boxes and Trays Amer. Number Mach. Co 167 
All-Steel-Equip Co 107 Fulton Specialty C¢ : 159 
Art Metal Construction Co 74. 75 Melind, Louis, Co 162, Lit 
Art Steel Co 180 Meyer & Wenthe, Inc 161 
Bentson Mfg. Co 147 Rivet-O Mfg. Co 165 
Cole Steel Equipment Co 120 Desk Lamps 
Columbia Steel Equip, Co 108 Dawn Mfg. Cort 164 
Corry-Jamestown Mfg. Corp 97 Midwest Naturlite Ce 140 
General Fireproofing Co., The 64, 6 Nat'l Lighting Equipment Co 14¢ 
Globe Wernicke Co The 85 49 Standard Office Products Co 130 
Guide System and Supply Ce 124 Tru-Lite Co The 14 
Imperial Methods Co NN Van Dyke Industries 138 
Metal Office Furn, Co 124 
Norcor Mtg. Co 134 Desk Mechanisms, Typewriter 
Peerless Steel Equip. Co 13 St, Louis Hardware Mfg. Co 161 
Shaw-Walker Co 91, 9 
W a ' Mi ‘ Desk Pads & Tops 
urshaw g. Co Lie ahccmane a 7 ¢ 14 
Weis Mfg. Co 67. 68. 69. 7A “6 ed . 
Yawman and Erbe Mfg. Co 7 Desk Pending-Letters Holders 
Cards, Business (Beok Form) Acco Products, Im oat 
Wiggins, John B., ¢ 167 Desk Pen & Ink Sets 
' Gregory Fount-O-Ink Co 135 
Cash Boxes 
Art Steel Co 160 Sheaffer, W. A., Pen Ce 92 
General Fireproofing Co The 64. ¢ Desk Trays 
n Aigner, G. J cs 14 
sg kg a ita nae Art Metal Construction Co 74, 75 
Hana shi é e o 
Art Steel Co 160 
Casters, Caster Bearings, Slides Automatic File & Index Co 130 
tassick Co 12 Cole Steel Equipment Co 120 
Darnell Corp ind Corry-Jamestown Mfg. Corp 9 
Kilian Mfg. Corp 14s General Fireproofing Co The #64, ¢ 
Globe-Wernicke Co The a5, oo 
Celluloid Envelopes Imperial Methods (« SS 
Markilo ¢ lt Peerless Steel Equip ¢ 13 
Shaw-Walker Co 91, 93 
~— — Weis Mfg. Co 67, 68, 69, 70 
issick ¢ 123 . - 
iene Site. Cn 142 Yawman and Erbe Mfg. Co 
Collier- Keyworth Co 132 Desk Work Distributors 


Art Steel Co 160 




















Chairs, Office m Bristow, Stanley KR lt 
Srignt Chair Co. 137 Globe-Wernicke Co., Th 85, 99 
Cramer Posture ( hair Co 162 Victor Safe & Equip. Co a? 
Domore Chair Co., Inc 81 Weis Mfg. Co 67. 68. 69. TO 
Ehrlich Upholstery Works 145 
General Fireproofing Co., The. 64, 65 Desks 
Gunlocke, The W. H. Chair Co. 95 All-Steel-Equip. ¢ 107 
Harter Corp 61 Art Metal Construction Co 74, 7 
High Point Bending & Chair Co 140 Art Steel Co 160 
jasper Chair Co 100 Automatic File & Index Co 139 
Jasper Seating Co 1h Bentson Mfg. Co 147 
Metal Office Furniture Co 124 srowne- Morse Co 163 
Murphy Chair Co 149 Columbia Steel Equip. Co 10 
New Indiana Chair Co 15 Corry-Jamestown Mfs Corp a7 
Royal Metal Mfg. Co 168 General Fireproofing Co., The 64, 6 
Shaw-Walker Co 91. 98 Globe-Wernicke ¢ The a5. a9 
Sikes (r Inec., The 78, 79 Imperial Desk (« l 
Sturgis Posture Chair Co 3 Jasper Office Furn. Co ] 
Toledo Metal Furn. (¢ 14 Leopold Co., The 13 

Macey Co rhe 112 

Chairs, Folding Metal Office Furniture Co 124 
Norcor Mfg. Co 134 Peerless Steel Equip, Co 13 
Royal Metal Mfg. Co 168 Roval Metal Mf Co 16% 

5 Shaw-Walker (« 91. 93 

Chairs (Posture) ‘ Snes Wo & TT 
gright Chair Co 133 
Cramer Posture Chair Co 162 Victor Safe & Equip. Co oe 

= Yawman and Erbe Mfg. ¢ 
Domore Chair Co., Inc RI 
General Fireproofing Co 64, ¢ Dietating Machines, Used 
Gunlocke, The W. H., Chair Ce ’ Shipman-Ward Mfg. ¢ 
Harter Corp t 
High Point Bending & Chair Co 140 Dictating Machine Records 
Jasper Chair Co bon Standard Record Co 159 
laener Se 1 
aioe oe ns 149 Display Hooks 
Rawat Detet bitw. 16s Oakville Co. Div, Seovill 
Shaw-W vo. 91, 98 Duplicating Machines & Supplies 
aimee The 78 Amer. Writing Machine Co 62 
Sturgis Posture Chair ( I Columbia Ribbon & Carbon Mfg 
Toledo Metal Furn. Co 14 Co 1 

Check Covers and Passbooks es a oe a4 

American Passhook (Co 162 Duplicator Paper & Supply Co 122 
= Dura-Flex Co 2 

Checks, Stamped Metal Harding, Milo Co 2 

Meyer & Wenthe, Inc lf Heyer Corporatior The 
Hileo Corp 

Coin Bags, Trays and Wrappers Ink Specialties ¢ 104 

Art Steel Co 160 Keen Mfg. Co., Inc 144 


Manifold Supplies Co 53 
Mimeograph, The 53 
Mittag & Volger, Inc 101 
Pac Mfg. Corp a0 
Print-O-Matice Co., The 102 
Red Feather Products, Ltd 156 
Rex-O-Graph, Ine 130 
Ross Laboratories 164 
Shipman-Ward Mfg. Co 147 
Smith, L. C., & Corona Typewr 57 
Speed-O-Print Corp 151, 152 
Technygraph, The 144 
Victor Safe & Equipment Co 82 
Wolber Dupl. & Supply Co 125 
Duplicating Machines, Used 
Shipman-Ward Mfg. Co M47 
Envelope Openers 
(See Letter Openers) 
Envelope Sealers 
Multipost Co., Ine ma 
Envelope Seaier-Cancellers 
Multipost Co., Inc ino 
Envelopes 
Globe-Wernicke Co., The &5, 99 
Quality Park Envelope Co. An 
Envelopes, Celluloid 
Markilo Co 163 
Eradicators, Ink 
Carter's Ink Co., The 113 
Heyer Corp. The 169 
Erasers, Rubber 
Automatic Pencil Sharpener Co 128 
Blaisdell Pencil Co. 158 
Dixon, Jos., Crucible Co 157 
Eyelets & Eyelet Fasteners 
Oakville Co. Div. Scovill 163 
Rivet-O Mfg. Co 165 
Fans, Electric 
Welch, W. W., Co 83 
File Boxes, Collapsible Corrugated 
Bankers Box Co 72 
Barkley, C. L. & Co o4 
Globe-Wernicke Co The g5. oO 
Guide System & Supply Co 126 
Oxford Filing Supply Co 115 
Pronto File Corp 120 
Weis Mfg. Co 67. 68, 69. 70 
File Boxes, Metal 
Adams, Henry T., Mfg. Co 167 
Art Metal Construction Co 74, 75 
Art Steel Co 160 
Corry-Jamestown Mfg. Corp 97 
Globe-Wernicke Co., The 85, 90 
Peerless Steel Equip. Co 36 
Pronto File Corp 120 
Rockwell- Barnes Co. 121 
Shaw-Walker Co 91, 93 
Victor Safe & Equip. Co 82 


_ 


iling Cabinet Ball & Roller Bearings 
Kilian Mfg. Corp 148 


Filing Cabinets, Insulated 
Meilink Steel Safe Co 128 
Mosler Safe Co., The ao 
Shaw-Walker Co 91, 93 
Victor Safe & Equip Co xo 
Filing Cabinets, Metal 
All-Steel-Equip Co 107 
Anderson-Hickey Co. 164 
Art Metal Construction Co 74, 75 
Art Steel Co. 160 
Automatic File & Index Co 139 
Bentson Mfg. Co 147 
Browne- Morse Co. 163 
Cole Steel Equipment Co 120 
Columbia Steel Equip. Co 103 
Corry-Jamestown Mfg. Corp 97 
General Fireproofing Co., The 64, 65 
Globe-Wernicke Co., The 85, 90 
Macey Co., The 112 
Metal Office Furn. Co 124 
Northwest Metal Products Co 167 
Peerless Steel Equip. Co 136 
Pronto File Corp 120 
Remington Rand Ine 127 
Shaw-Walker Co 91, 9 
Victor Safe & Equip. Co 82 


Yawman and Erbe Mfg. Co 


Filing Cabinets, Wood 


Globe-Wernicke Co., The 85, 99 
Imperial Methods Co XN 
Weis Mfg. Co 67, 68, 69, TO 
Yawman and Erbe Mfg. Co 77 


Filing Supplies 


Acco Products, Ine 110 
Aigner, G. J. Co 143 
Art Metal Construction Co 74, 75 
tarkley, C. L.. & Co 94 
Browne-Morse Co 165 
Corry-Jamestown Mfg. Corp 97 
Daco Card and Index Co 163 


THE CLASSIFICATIONS 


(Continued on page 6) 





THE CLASSIFICATIONS 


(Continued from page 5 


General Fireproofing Co The 64, 65 
Globe-Wernicke Co rhe 5, 99 
Guide System & Supply ¢ 1 2¢ 
Imperial Methods Co KR 
Macey Co., The 112 
Metal Office Furn. Co 124 
Oxford Filing Supply Co ] 

Pronto File Corp “ny 
qluality Park Envelope (« " 


Kockwell-Barnes Co 
Shaw-Walker Co i] ’ 


Victor Safe & Equip. Co x? 
Warshaw Mfg. Co 15 
Weis Mfg. Co ‘ iN », 7 
Yawman and Erbe Mf ‘ 7 
Filing Tables 
Toledo Metal Furniture Co i 
Finger Pads 
Speed Products (¢ 12 
Folders (See Filing Supp 
Fountain Pens 
The Carter's Ink ( 
Esterbrook Pen Co 
Sheaffer, W \ Pen Ce ; 
Gummed Cloth Rings 
Graff, Geo. B., 14 
Warshaw Mfg. ¢ 7 
Gummed Tape 
Industrial Tape Corp st 8 
index Card Signals 
Cook, H. ¢ ( 13s 
Graff, Geo. B Co j 
Victor Safe & Equip. ¢ x 
Index Tabs 
Aigner, G. J Co j 
tarkley, «. I & « "4 
Globe- Wernicke ¢ The 85, 99 
Guide System & Supply ¢ a 
Markilo Co li 
Master-Craft Div. of Shaw-Walker } 
Melind, Louis, Co i62 
Shaw-Walker ¢ ' ’ 
Sheppard, The C. I ‘ x1 
Victor Safe & Equip. ¢ x 
inks, Adhesives, Ete 
Carter's Ink Co., The 
Continental Ink Co ( 
Harriman-Welts Prod. Co lil 
Higgins, Chas, M., & 14 
Ink Specialties Co 0 
Melind, Louis, ) it 
Rivet-O-Mfg. Co 
Sheaffer, W \ Pen Co ” 
Union Rubber & As! tos ¢ 
inkstands 
Cushman & Denison Mfg. ¢ 
Labels 
Imperial Methods Co SN 


Oxford Filing Supply C¢ 
Warshaw Mfg Co 

Ladders, Library, Store & Vault 
Cotterman, I. D 

Leads for Mechanical Pencils 
Dixon, Jos Crucible ¢ 
Rite-Rite Mfg ‘ o4 


Sheaffer, W. A., Pen ¢ ” 
Leather Goods 

Doppelt, Charles, & Co j 

Nat'l Brief Case Mfg. ¢ oy 

Stein Bros. Mfg. Co S 

Varat, Murray, ¢ 6 


Leather Upholstered Furniture 


Bright Chair Co 
Ehriich Upholstery Works i 
Gunlocke, The W. H. Chair ¢ ' 
lasper Chair Cc ") 
New Indiana Chair ¢ 
Letter Openers 
Multipost Co., Inc 
Oakville Co. Div Seovill t 
Letter Trays (See Desk Trays 
Letterheads 
Wiggins, John B or lf 
Library Equipment 
All-Steel-Equip (C« 07 
Art Metal Construction Co 74, 7 
Art Steel Co 160 
Corry-Jamestown Mfg. Corp 97 
General Fireproofing Co., The 64, ¢ 
Globe-Wernicke Co The hI ”) 
Macey Co., The 112 
Peerless Steel Equip, Co ] 
Shaw-Walker Co 1, 9 
Yawman and Erbe Mfg. (« rv 
Lockers and Storage Cabinets 
All-Steel-Equip Co 10; 
Anderson-Hickey Co 14 
Art Metal Construction (¢ 4, 7 
Art Steel (« 160 
Browne-Morse Co lf 
Corry-Jamestown Mfg. Corp 7 
General Fireproofing Co The 64, ¢ 
Globe-Wernicke Cx The 8 99 
Macey ( The 112 
Metal Office Furn. C« 124 
. Shaw-Walker Co 1 ’ 
Yawman and Erbe Mfg. ¢ 
Loose Leaf Books & Systems 
Adams, Henry T., Mfg. Co 
Aigner, G. J Co ld 
Grand Rapids L. L. Binder Co 14 
Master-Craft Div Shaw -Walker ' 
National Blank Book ¢ lt 


Sheppard, The C. E., Co 84 Mitchell Binder ¢ Sentson Mfg. Co 
Trussell Mfg. Co 167 National Blank Book Co Browne-Morse Co 


ole Steel Equipment Co 
Equip. ¢ 
orry-Jamestown Mfg ¢ 


Loose Leaf Sheet Covers, Celluloid Push Pins 
Markilo Co Moore Push-Pin ¢ 


(bak le Co. Di st 


lumbia Steel 


‘ 
‘ 
‘ 
(ener 
‘ 
{ 
I 














Loose Leaf Metals and Devices s Siicneeiiaaas 4 
dams » TT» eproofing Co 
A oom eee %y tk - Ribbons and Carbons ilobe-Wernicke Co., The 
tram ’ s ‘ ler j 
ran api s tin Allen & ( 9 ; es em & Supply ¢ 
Loose Leaf Metals Co 
+ : TY Allied Carbon & Ribbon ¢ ' ods Co 
heppard we C.F Co 8 a one Writing Machine ¢ } ) The 
Mail Distributors Ames Supply Co a rn. Co 
Bristow, Stanle K Buckeye Ribbon & Cart ( ul Prod r 
Globe -Wernick Co The x v4 Carter's Ink Co rhe Equip. ¢ 
Victor Safe & Equipment ¢ ‘ ( Mfg. Corp wp 
Map Tacks ‘ imbia R. & ¢ Mfg. ¢ arnes ¢ 
Graff. George B ‘ Manifold Supplies (*¢ 
Moore Push-Pin Co M 4 & Volger Ine 67 
» Old Town Rib. & Carb. Co Yawmar nd Erbe Mfg. ¢ 
Maps, Globes, ete Parifie Car. & Ril arte 14 ae rbe M 
Rand MeNally & (*« leaeelied Ke te ieaiel Site ¢ Strong Boxes, Fire Protected 
Matched Office Suites I ips Process Co Meilink Steel Safe Co 
Art Metal Construction ¢ 74 Kemingt Rand, I: Tables 
General Fireproofing ¢ The i Kova rypewriter Co 1 \ll-Steel-Equip Co 
Globe-Wernicke Cr The s ’ Shipman-Ward Mfg Co j Art Metal Construction ¢ 
Macey ¢ The Smith, L. ¢ & Corona Tws Browne-Morse Co 
Royal Metal Mf ( X 1 H. M. Co Corry-Jamestown Mfg. Corp 
Shaw-Walker Co ’ I erwood Elliott Fisher General Fireproofing (« 
Sloane Ww & J Back ¢ Globe-Wernicke (C« The 
Memorandum Books U.S. Typewriter Ribbor Mfg. ¢ Macey (o., " 
Master-Craft Di Shaw-Walke “ ter, F. 8., Co Mutschler Bros. ¢ 
National Blank Book ¢ Rubber Stamps Pot aon Steel Equip. Co 
Rockwell-Barnes Co ? Melind, Louis, Co \-Walker Co 
rrussell Mfg. Co ‘ Meyer & Wenth ty s Johns fable Co 
Victor Safe & Equipment 


Memorandum Devices 
Bristow, Stanley RK sg ont Type 
Prevue-Radsell Co l 


Specialty ¢ 
pecia t 


Re ngton Rand Ir 





Mending Tape Safes ey ee = Telephone Accessories 
Industrial Tape Corp a6, 8 b _— ae uctl H Victor Safe & Eauipment 
Warshaw Mf a Brush -Punne In 

motes Z General Fireproofing Co The Telephone Stands 
a Giobe-Wernicke Co., The 8 Art Metal Construct ( 
eel 3 ackages, Im Macey ( The Art Steel Co 
Xellogg, A W Sales ( \ link Steel Safe ( rr 98 General Fireproofing ( 
Rivet-O-Mfg. Co Mosler Safe Co., The Globe-Wernicke Co The 

Numbering Machines Remington Rand I Peerless Steel Equipment 
Amer. Numbering Mach. Co Schwab Safe Mhe 8 Shaw-Walker C 
Melind, Louis, Co 162 Shaw-Walker ( ’ ’ Yawman and Erbe Mfg. ¢ 
Roberts Numberir Mach. Ce \ Safe & Equip. ¢ RS 

ye ering Ma ) iets ate . y huge ee 

Office Partitions and Railings . [oo , Graff, George B., ¢ 
Globe-Wernicke Co., The x Scrapbooks Moore P ‘ 

Office Printing Outfits Globe — ke ¢ Phe... ‘ Oak e ¢ D s 
ylt : W fg. ‘ 

Fulton Specialty ( Ticket Holders 

Pads, Figuring Secretary Desks Oakville Co. Div. Sc« 

National Blank Book Co All-Steel-Equip Co : 4 Vail Manufacturing ¢ 
ockwe farnes ( Art Metal Construction ¢ , 
Rockwell- Bart Co enmeal Wirenrosfins Co. The..64. Trimming Boards 

Paper Globe-Wernicke Co., The @ Amer. Photo Laboratories 
Brown, I I Paper « 

, Peerless Steel Equip. ¢ 
Eaton Paper Corp Se ceiextutiees a Type, Typewriter 
Rockwell-Barnes ( 1 ee Writing Mach. Co 
Shelving mes Supply ¢ 

Paper yee All-Steel-Equip Co Shipman-Ward Mfg. 
Acco Products, Ine \ Metal Construction Co T 
Automatic Pencil Sharpener ¢ os R sage + Heke ypewriter Cleaning Material 
Cushman & Denison Mfg. Ce Cor or sagen Mfy. Corr ‘ Amer. Writing Mach. Co 
Esterbrook Pen Co., In General Fireproofing Co., The......64. | ames SUppy |S 
Oakville Co. Div, Scovi Globe-Wernicke Co., The 8 en ae 

aor Mittag & Volger, Ir 

Paper Clips Macey Co., The Rivet-O-Mfg. Co 

Acco Products In Shaw-Walker ( , Seat D cl ! ( 
. ca T hemi al 
Cook, H.C. 8 Smoking Stands, Office Shipman-Ward Mfg. ¢ 
-_ — A ey Mix. ¢ if R Metal Mfe ¢ ‘ Webster, I Ss ‘ 
raft ret 0 

Oakville ¢ Div. See | Sorting Devices : Typewriter Cushion Keys 
Vail Manufacturing Co Br ¥, Stanley R An Writing Mach. ¢ 

Paper Fastening Machines Stamp Affixers, Postage Ames Supply Co 
Ace Fastener Corp 1 Multipost ¢ I Peerless Key-Imperial Mfg 
Automatic Pencil Sharpener 2s Stamp Pads = pn : a ne ‘ 
Hotchkiss Sales Co ‘ Carter’s Ink Ce rhe et Key g ‘ 

Speed Products Co Fulton's Specialty ¢ Typewriter Cushion Knobs and Bases 
Victor Safe & Equip. ¢ . Melind, Louis, Co 2 Amer. Writing Mach. Co 
Paste (See Inks. Adhesives, } Meyer & Wenthe, Ir An Supply Co 
, P ps Process Co lt Peerless Key-Imperial Mf 

Pencil Sharpeners Rivet-O-Mfg. Co ‘ Shipman-Ward Mfg. Co 
Automatic Pencil Sharpener ¢ 128 Rockwell-Barnes (« 1 E 
a tien te Ce 146 Sis aaa Tear ociee : Typewriter Parts and Tools 

\ r a & Equip. ¢ 
Amer. Writing Mach. Co 

Pencils, Mechanical ; Stands for Office Machines Ames Supply ¢ 
Carter's Ink Co The 4 Steel-Equip ¢ Shipman-Ward Mfg. ¢ 
Rite-Rite Mfg. Co 4 Ames Supply ¢ : 

Sheaffer, W. A.. Pen ¢ ’ ‘cdi nt ow Typewriters, Mfrs. of 
‘ t “ypew te 
Pencils, Paper Wound Art Steel ¢ a Typewr 
Blaisdell Pencil Co . Cor Jamestown Mfg. Cort ) “ee it _ Rand Ir 
val pewriter ¢ 
Pencils, Stylo Ink General Fireproofing ¢ The......64 Smith, L. C. & Corona Tws 
( t Wernicke ¢ rT? 8 " > we 
Inkograph Company, In« f H . ernicae LO ‘ I'nderwood Elliott Fishe 
ter { rp ‘ 

Pencils, Wood Cased Lead Kidwell, R. M 
Blaisdell Pencil Co 158 Me Arts Craftsmet Typewriters, Rebuilt and Used 
Dixon, Jos., Crucible ¢ 157 Metalstar Co f Amer. Writing Ma Co 

Penholders Ie ss Steel Equip. Co Regal Typewriter ¢ 
Dixor los Crucible ¢ Sherman-Manson Mfg. ¢ Shipman-Ward Mfg. Co 

* Shir an-Ward Mfg ( 

Pens, Steel a Senn Wiles Rete in Visible Systems Equipment 
Esterbrook Pen (« ater Py eee bch “ Aeme Visible Records, Inc 

Picture Hooks Sturgis Posture Chair ¢ \ X r. G i 
Moore Push-Pin Co 7 I io Metal Furniture Co \ Metal Construction Co 

Automatic File & Index ¢ 

Pins and Pin Containers Staple Extractors Globe-Wernicke Co., The 
ge a Div, Scovill Ace Fastener Corp Master-Craft Di f Sha 
al fg. Co National Blank Book ¢ 

Staples and Stapling Machines : «Sat % 

Platens, Typewriter “a Boece deat y zed . Remington Rand In 
Amer. Writing Machine Co Hotchkiss Sales c St Walker Co 
Ames Supply Co Oakville Co. Div. S eppar ‘ } ( 
Shipman-Ward Mfg. Sneed Products ( \ w Safe & Equipme ( 

Postal Scales Vail Manufacturing ( Yawman and Erbe Mfg. ¢ 
Hanson Scale Co Wardrobe Racks 
Pelouse Mfc. Co Stenographer's Note Books Vogel-Peterson ¢ 

; ' National Blank Book ( 


Waste Baskets 


Shipman-Ward Mfg. Co 
a 7. 4 7 Rockwell-Barnes ¢ ; ; 


Americar 








Triner Scale & Mfg. ¢ ar 
Trussell Mfg, Cx 
Price & Sign Markers : Art Steel Ce 
Fulton Specialty C« Storage and Transfer Cases Cole Steel Eq ( 
Adams, Henry T.. Mfg. ¢ Corry -Jamestor gt 
Publishers All-Steel-Equip Co General Fireproofing Co 
British Stationery Exporte 4 Met Const wm ¢ ; Globe-Wernicke C« The 
Punches \ Steel Co Metal Office Furn. ¢ 
Acco Products In Rankers Box (<« ; Peerless Steel Eq 
Globe-Wernicke Co The ‘ Barkle ( I & ( Shaw-Walker ¢ 


The 


Tabulating & Statistic Machines 











WANTS AND LOR SALE 


The rate for classified advertisements is 


SITUATIONS WANTED 


SALESMAN, NOW SALES MANAGER for established dealer, seeks 
connection with manufacturer, preferably in South or Southwest. 
Thoroughly familiar with systems lines of leading manufacturers of 
filing equipment and loose leaf, also other stationery lines and office 
furniture. Experience is both wholesale and retail. Thoroughly ag- 
gressive. Equipped to do a complete sales job. Address D-162, care 
Office Appliances, Chicago. 


ALL AROUND TYPEWRITER and adding machine mechanic now 
employed, for reasons of family health wants to make change. Would 
like to locate in Oklahoma, Texas, Arkansas or Missouri. Over 20 
years’ experience there and in Calif. Expert on Royal, L C Smith, 
Underwood and Remington. Holds high civil service rating. Address 
D-161, eare Office Appliances, Chicago 


A CAPABLE WOMAN with 25 years experience in the typewriter, 
adding machine, duplicating and office equipment business wishes to 
make a change. Her executive, advertising, selling and buying ability 
has proved very profitable. Can give excellent references. Address 
D-163, care Office Appliances, Chicago. 


SALESMEN WANTED 


IF YOU ARE NOW selling to offices, we have a product that will 
prove to be a very profitable sideline. It quickly becomes a major line. 
Exclusive territories are available. Box R-200, care Office Appliances, 
Chicago. 


SALESMEN WANTED for New York State and other desirable terri- 
tories. Representatives with a following amongst stationer and office 
equipment dealers will find a splendid opportunity in representing the 
outstanding manufacturer of fluorescent desk lamps and fixtures in 
the U. S. Address R-193, care Office Appliances, Chicago. 


NOW! there's an opening for an experienced office equipment or 
systems salesman. SENSATION at recent show. Lucrative, non-com- 
petitive. Full cooperation Address R-202., Office Appliances, 
Chicago. 





care 


REPRESENTATIVES AVAILABLE 


SALES ORGANIZATION with headquarters in New York desires to 
eastern representative for manufacturer of some stationery 
product. Will operate on straight commission or will buy merchandise 
outright and distribute from New York warehouse. Well established 
for many years and in constant close touch with dealers from New 
York south to Washington, as well as north into New England. Send 
care Office Appliances, Chicago. 


act as 


particulars to D-165, 


NEW DISTRIBUTOR wants Additional High Grade Machine Lines. 
Now Contacts all Types of Firms in Detroit Area, Including Banks, 
Public Utilities. Many years experience in Office Equipment line, 
Familiar with all Types of Systems. Address D-167, care Office Ap- 
pliances, Chicago. 


SALES REPRESENTATIVE with wide acquaintance among dealers 
is seeking a line of wood office desks and chairs, and a line of metal 
chairs, tables, typewriter stands, etc., for the St. Louis, Mo., territory. 
Address [D)-166, care Office Appliances, Chicago. 


SALESMAN DEVOTING ENTIRE TIME to office furniture trade 
Metropolitan New York desires line of wooden modernistic office furni- 
ture. Box D-160, care Office Appliances, 100 E 42nd St., New York 
City. 


Dealer Distribution, 
equipment line. Ad- 


SALES ORGANIZATION, excellent Worldwide 
seeks one additional meritorious specialty, office 
dress [)-164, care of Office Appliances, Chicago. 


REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED various open territories coast to coast 
by manufacturer fast-moving office machine that sells daily 
at big unit profits: nationally known corporations and 
smaller firms already our customers. Prefer Specialty Men or Dealers 
now selling similar article direct to consumer Write for details and 
please state present sales setup. Address R-198, care Office Appliances, 


Chicago 


unique 
thousands 


TRAVELING REPRESENTATIVES for various sections of the United 
stationers and office equipment 
1¢ Office Appliances 


States for fast selling office specialty t 


dealers Trade established Address R-196, care 


Crlicago. 


COMPLETE LINE of Duplicator Supplies and Typewriter Ribbons. Very 
liberal discount Protected Write, stating experience. 
Pengad Mfg. Co., Pengad Bldg., Bayonne, N. J. 


territory 


STORE EXECUTIVES WANTED 


supply store in Utah 
managing and 
Appliances, Chicago 


WANTED for stationery and office 
ung man with successful 
199, care Office 


MANAGER 
Excellent opportunity for 
operating record Address R- 


eight cents a word, minimum charge, $1.60. 


MECHANICS WANTED 


ELLIOTT FISHER MECHANIC, Permanent Position, Leading Book- 
keeping Machine firm in So. California. State Experience and Full 
Details. Address R-197, care Office Appliances, Chicago. 





CAPABLE MECHANIC thoroughly experienced on typewriters. Knowl- 
edge of adding and other office machines with some sales ability de- 
sirable but not so essential. Permanent position with long established, 
financially responsible, typewriter and office supply store, city 30.090, 
near Detroit, Michigan. Answer fully stating references, experience 
and salary expected Applications confidential. Address R-192, care 
Office Appliances, Chicago. 


SALES LETTERS 


LETTERS WILL BUILD SALES~—For years I have built letters that 
pull sales. You need them more than ever now. Send me your data 
for new letters, or unsuccessful letters for reshaping. Particulars on 
request. Address H. M. Goldthwait, 1659 Broadway, Denver, Colo. 


QUICK-ACTION SALES LETTERS, Mail campaigns, selling plans, 
direct-mail merchandising. A complete service. Hutzletter, 41 to 44 
Davies Building, Dayton, Ohio. 


FOUNTAIN PEN REPAIRING 
WELTY'S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens. 
Pencils, etc. Repaired at standard prices. We especially feature 
“CONKLIN”, SWAN, WATERMAN, WAHL, PARKER, WELTY, 
SHEAFFER, MOORE, etc., but can repair all other makes. We fea- 
ture Gold Pen Points and Repairing. Mail all makes to ONE place 
for better service. (Est. 1904) Welty Pen and Repair Co., 38 S. 
State St., Chicago. 


RETAIL BUSINESS FOR SALE 


STATIONERY OFFICE SUPPLY BOOK AND GIFT STORE—Re- 
cently remodeled. 41 years in same location. Town of 30,000 in East 
Texas. Reason for selling--Have other interests that require my time. 
Box R-195, Office Appliances, Chicago. 


FOR SALE LONG ESTABLISHED COLLEGE STORE, Books, Athletic 
& Office Supplies, Wholesale, Retail, Mail order. $150,000 annual 
average. 1500 students, State building campaign. In North Central 
State. Little competition. Inquire R-194, care Office Appliances, 
Chicago. 


FOR SALE: Book, Gift and Office Supply Store in Kansas town of 
over 130,000. Over forty years in same location. Must sell to settle 


estate. Address R-190, care Office Appliances, Chicago. 


BUSINESS OPPORTUNITIES 


BECAUSE THE PRINCIPAL stockholder of Valley Stationers, Inc., 
Merced, Calif., is accepting a commission in the United States Army, 
which will call him to active duty as soon as the business is sold, one 
of California's oldest and finest combination stationery and office 
equipment stores is for sale at an attractive figure. Located in the 
heart of Merced, the store draws from 12,000 people residing within 
a two mile radius A new, especially attractive front waa recently 
put on the store. A profitable soda fountain in the store draws trade 
for other departments. Both commercial and gift sections are well 
equipped and functioning profitably. An air conditioning system main- 
tains cool comfort in the summer time. For further particulars, write 
Bill Hall, president, Valley Stationers, Inc., 551 Seventeenth street, 
Merced, Calif 


WANTED TO BUY: Stationery store. Actual location not particularly 
important, but partial to Michigan. Alternative will be to establish 


new store. Send particulars to R-201, care Office Appliances, Chicago. 


DEALERS WANTED 


DISTRIBUTORS, Handle 


line of mimeograph supplies, 
Exclusive distribution Eco. Co., 39 ’ 


Adams 5t., 


DEALERS, 
Type cleaner 


Chicago Ill 
DICTATING MACHINE PARTS 


COMPLETE AND VARIED STOCK. No order too small. When you 
need parta, Central Dictating Service, 2632 N. Western Ave., 
Chicago. Management G. Koep. 


write 


ADDING MACHINE PARTS, TYPE, ETC. 


LARGE STOCKS of new and used Adding and Calculating Machine 
Quotations furnished on specific parts upon request 
1643 101st Ave., Oakland, Calif. 


Parts available 


I A Dehn, Jr 


WANTS AND FOR SALE—Continued on page 8. 





WANTS AND FOR SALE—Continued from page 7. 


DUPLICATING MACHINE PARTS 


NEW 
able. 
Write for catalogue and price list 
New York City 


Special attractive prices on all rubber parts for the Mimeograph 
Mimeo Repair Co., 5 


DUPLICATOR SUPPLIES 


MULTIGRAPH RIBBONS remanufactured. Duplicat r inks and type 


writer ribbons Established over ten years Write us, save money 
Lewis Co., 413 W. State St.. Milwaukee, Wis. 
FOR SALE AND WANTED TO BUY, USED EQUIVMENT 


‘ddinz 
Chicago 


-Calculating 
Office 


Burroughs h.oon 
Ediphones, 
Wells St... 


ELLIOTT-FISHER, 
.achines, Dictaphones, 
/ppliance Co., 529 S 


Hopkirs 
bought and sold 
Chicago 


ELLIOTT-FISHER Machines, Adding Machines, 
roughs and Monroe Calculators, Typewriters and all 
bought and sold Teeter-Warsh Co., 849 North 3rd 
kee, Wis. 


Comptometers, Bur 
office machines 
Street, Milwau- 


ELLIO T-FISHER machines, calculating 
all office equipment. bought and sold ws. @ 
134 Caswell Bldg., Milwaukee, Wis 


machines, adding machines 
Crowley Company 


BURROUGHS, MOON HOPKINS, Elliott Fisher Bookkeeping Ma 


chines, Comptometers, all makes calculators Bought and Sold Dor 
rell-Markel, 93 S 11th, Minneapolis, Minn 
) URROCUGHS-_ Duplexes, Moon Hopkins, Bookkeeping Machines 


Kardex All types office machines bought and sold. Fort Pitt Type 
writer Co., 644 Liberty Avenue, Pittsburgh, Pa 
BURROUGHS, MOON-HOPKINS, Elliott-Fisher, Remington Account- 


ing Machines, and everything in the office machinery line 
serial number and we will quote highest cash prices 
Office Appliances, Inc., 326 Broadway, New York City 


State model 
International 


PRICE LIST of parts for the Mimeograph machine now avail- 


Broadway, 





OFFICE APPLIANCES 


EDIPHONES, SUPPLIES 
Wholesale, Retail--Write us. 
Wells St., Chicago. 


headquarters. machines 
Chicago Dictating Ma- 


DICTAPHONES, 
bought and sold 
chine Co., 28 S. 


Largest stock and lowest prices 
American Dictating Machine Co., 


DICTAPHONES~ ENIFHONES 
write for information and catalogs 
Fifth Ave., New York, N. Y 


\DDRESSOCRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 


Folders, Typewriters, Adding Machines Write for FREE Money 
aking Circula) Pruitt, 527 Pruitt Bldg., Chicago 

ADDRES-OCRAPH FRAMES Style, W 500.000, Nice Condition. 

Low l rice on quantities. Service (o., 122 S. Eutaw St., Baltimore, Md 


WA?TED TO BUY FOR CASH~— 'nternational Payroll Machines. Ad- 


care Office Appliances, Chicago 


iress R-19 


KARDEX, ACHE, POSTINDEX, et visible filing equipment of all 
types bought and sold Wwe specialize in this field and offer full 
cooperation to dealers. Commercial Card System, °95 Broadway, New 
York City 

KARDEX. ACME, all makes used visible filing equipment. Thousands 


hand. Special 
quotations. 


of reconditioned cabinets, books, always on 


service and prices to dealers for purchase or sale. Get our 
Chas. S. Nathan, Ine., 548 Broadway, New York. 


panels, 


VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in 


rebuilt Kardex, Acme and International Visible Factograph cabinets, 
as well as other makes. We supply new improved brass shift rods (that 
will not break}, for International cabinets, also cards and card holders. 


Have available credit authorization equipment in one line tube panels, 
Write and tell us what 
Special prices to Dealers. 


and 5x1 pocket panels, for reasonable prices 
Visible Equipment you need or have for sale 


E. H. Heineman, 4 N. Eighth St., St. Louis, Mo 

WANTED TO BUY FOR CASH, adding and calculating machines 
all makes and models. typewriters, wide carriages 14” and larger 
Burros 13-13-02 ~23-13-02-—Moon Hopkins 72A-71A-78A-50M and higher 


Remington Accounting Machines Models 121-123-125 Elliott-Fishers 


Direct Subtractions and cross footers.-Hand Addressographs—* B’ 
frames long clip and late style also ‘*E” frames Shipman-Ward 
Mfg. Co 325 N. Wells St Chicago 

WANTED a 14 and an 11 Pica type Woodstock Electric, with 
helt drive Quote, Mason Typewriter Exchg., Almond, N 4 


Export Statistics by United States Department of Commerce 


The stat’stics here presented are preliminary and subject to revision in the annual published reports. 








Advance Official Data of Exports for January 1941 
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BUSINESS OPPORTUNITIES. Searsethicnse’ bait 





Dealer Seeks Catalogues...After operating for several years from his 
home, William I. Hull, Columbus, Ind., has recently opened a moder 
typewriter and office machine store at 416 Fifth street, under the name 
of William Hull, Typewriters. As part of the new organization Mr. Hul 
is establishing a complete catalogue file and for that reason desires t 
receive catalogues and other literature from manufacturers in the industry 

New Firm Wants Catalogues. Formerly connected with Cast Office Sup 


plies, Inc., Wichita, Kans., Ralph V. Bauman has recently opened a store 
of his own under the name of the Bauman Othce Equipment Company 
137 North Market street, same city He desires catalogues and other 
literature from manufacturers in the industry with which to establis! 
complete file for his office 

Supply Lines Wanted by Ohio Dealer. Sel!'s Printery, Eldorado, Ohio, is 
expanding in the sale of office and school suplies Harold V. Sell, the 
proprietor, writes that he wants to hear from manufacturers of pencils 
pens, pencil sharpeners, crayons and other school and office iten rh 
concern engages in commercial printing, publishes a weekly newspaper 
sells advertising specialties, in addition to stationery activities 

Houston Company Wants Catalogues. W. A. Fredricks, 229 Shell Build 
ing, Houston, Yexas, a broker in printing, envelopes, and other line is 
branching out and would like catalogues from manufacturers of office 
supplies and equipment Plans to sell on dealership basis or as direct 
factory sales agent. R. H. Folkman is the general sales manager 

Albany Dealer Seeks Catalogues. James H. Raleigh after fifteen year 
with two prominent upstate dealers recently opened a business of his ow! 
at 7 South Hawk street, Albany, N. \ He has another location at 149 
River street, Troy. Mr. Raleigh sells office, bank and factory equipment 
ind supplies. He wants catalogues from manufacturers 

+ 
Current Corporation Reports 

Burroughs Adding Machine Company (parent company only) today 
reported 1940 net profit of $3,146,245, or 63 cents a share these earning 
included the parent company profits on sales to customers of foreigt 
subsidiaries received in dollars and $654,159 in dividends from foreign 
subsidiaries 4 comparable basis for 1939 earnings was not available 
but in that year the parent company and subsidiaries reported net profit 
of $2,200,814, or four cents a shar Excluding the dividends from foreign 
subsidiaries, the 1940 net profit was $2,493,089 compared with $1,209,24 
in 19389. (Chicago Daily News, March 5, 1941.) 


The Globe-Wernicke Co., Cincinnati, Ohio, for the 
1940, reveals earnings of $175,146.12 after 
Total taxes, federal, state and local, amounted 


The annual report of 
vear ending December 
ment of federal income tax 


pay 


to $110,886.97, as compared to $29,615.74 five years ago. Interest on out 
standing six per cent first mortgage bonds was $43,786.53. During the 
year quarterly dividends of $1.75 a share were paid on seven per cent pre 
ferred stock The annual statement issued by President J. S. Sprott 


informed the stockholders that the production of pre-fabricated steel build 
ings, started little more than a year ago, was showing great progress 
month reported for 
after deducting 
taxes is cor 

taxes i 


Machines Corporation last 
1940, net income of $9,431,015 
States federal and Canadian 
United States federal and Canadian 
1939 of $9,092,692, being an incre of $338,320. The 1940 earnings 
equivalent to $10.50 a share on 898,178 shares outstanding December 
1940, which shares include the 42,770 shares issued as a_ stock 
April 1, 1940 As in previous years, a for the full amount 
the blocked foreign net profits has been deducted in arriving at the net 
profit for the year 1940, Thomas J. Watson, president, stated in the 
innual report stockholders, During the year 1940 the company’s bonded 
indebtedness was reduced by $2,000,000 There was invested during 194 
$10,259,539 in rental machines, plant and equipment and land and building 
Dismantled and obsolete equipment amounting to $2,415,517 was writter 
off and charged agdinst reserves provided out of prior and current years 
earnings rhe company has under construction at its Endicott, N. \ 
factory an additional building which will provide about 200,000 square fee 
of floor space for manufacturing facilities, Mr. Watson stated An am 
of $2,000,000 transferred from surplus to reserve for contingencie 
which December 31, 1946, amounted to $5,300,000 \ 
dividend of $17 received in December i940 on the 
holdings of 100,000 the Class B capital stock of 
Manufacturing 


international Business 
the year ended December 31, 
$38,666,000 estimated United 
pared with earnings, after 


Ase were 


dividend 


reserve 


to 


t 
our 

wis 
reserve, as of t 
5 0 


cas 


was companys 


shares of the Hobart 


Company 


In its pamphlet for 1940, Marchant Calculating Machine Company an: 


its wholly-owned Canadian subsidiary discloses consolidated net profit 
ifter taxes of S741,88 in increase of $66,925 over the preceding year 
These earnings for 1940 were equivalent to $3.27 per share on the out 


standing capital stock, compared with $2.94 per share in 1989. According 





to Edgar B. Jessup, president, an unprecedented domestic sales volume 
resulted in a new record for the company in 1940, despite some 
suffered in export volume as a result of the international situation. Gr 
profit from sales, rentals and services totaled $3,404,484, compared wit! 
$3,078,675 in 1939. While net income before taxes was $213,251 more than 
in 1989 this gain was offset to a large extent by an increase in Federa 
taxes of $146,326, making a total of 207,455 paid by the company in 1940 
for income, defense and excess profits taxes Dividends for the year 
totaled $396,638, equal to $1.75 per share 1s against $339,965 or $1.50 pe 
share paid in 1989. Net working capital in the current report shows 
increase of $83,020 over the 1989 figures, after replacement of $149, 
in fixed assets and the transfer of $200,000 to a plant replacement fund 
The balance sheet reports total current assets of $2,602,569, with cas} 
$926,005, as compared t total current liabilities of $571,5s The stock 
holders’ investment as shown in the current report reflects an increase 





$346,268 over the equity at Dec sl, 19389 

Quality Park Envelope Company. Iilustreting and describing a 

of added items, a new catalogue and price list—the No. 41-—has beet 
issued to the trade by the Quality Park Envelope Company, St. Pau 
Minn. An unusually attractive, stiff cover, plastic binding and high-grade 
paper are special features of the book which contains fifty pages. Among 
the new items shown are one-piece Badger foldover, attorney's ‘‘\ cut 
filing wallet Casebinder metal tabbed vertical file pockets ingu 
celluloid tabbed vertical file pockets, pressboard uilding and loan file 
und Duo-Tang brief and report covers. Copies of the catalogue and pr 
list are available to dealers on request 





OFFICE APPLIANCES 


Royal Typewriter Company and subsidiaries, excluding foreign, earned 
15 a common share in the quarter ended January 31 as against $2.22 a 
News, February 27, 1941.) 


Directors of L. C. Smith & Corona Typewriters, Inc., Syracuse, N. Y., 
yesterday doubled the dividend on the common stock with the declaratioi 
of a 25 cent payment The ompany disbursed 124% cents in previous 
quarter (Chicago Tribune March &, 1941.) 


Underwood Elliott Fisher Company—Following are statements taken from 


the annual report to stockholders, released February 11, 1941: ‘‘The results 
for the year ended December 1940, show increases in both sales and 
profits over the year 1939, despite the fact that as a result of war in 
Europe Asia and the Near East, our international business decreased 

iterially. Included in the following pages are tne consolidated balance 
heet and statements of income, surplus and reserves, together with it 
dependent auditors’ report. Consolidated net income for 1940 was $2,226 


080.00 for 1989, after provisions for deprec ia- 
other This is equivalent to $3.05 


17 with S1,857 


compared 
tion, all taxes, re 


ion and all 
per share on 734, 


serves 


charges 


00 shares of outstanding common stock, compared with 
$2.53 per share for 1939 Cash was 86,202,579.76 on December 81, 1940 
rhis compares with $6,080,301 96 on December 1, 1939 Dividends on 
the common stock of 31 652,1 00 were paid during the vear Notes and 
sccounts receivable were net $5,758,379.99 on December 31, 1940, compared 
with net of $4,947,718.47 on December s1, 1939 Inventories have been 
valued on the basis of cost, or market if lower than cost, and were net 
$7,.903,846.75 on December 1, 1940, compared with $8,404,905.05 on Decem 
ber 31, 1939. Net current assets were $17,810,462.48 at December 31, 1940, 
compared with $17,765,798.61 on December 31, 1939 Fixed assets less 
depreciation reserves are carried at the net figure of $5,466,373.10 \ 
hange has been made in the financial statements submitted herewith to 
exclude from consolidation all subsidiary companies located outside of 
the Continental United States. Reserves created out of earned surplus, 
ipplicable to investments in and advances to subsidiary and affiliated 
companies not consolidated, applied directly to the assets, are sufficient 
to cover all investments in all foreign countries, including those in the 


Dominion of Canada. Although this policy may be extremely conservative, 


it seems desirable because of the unpredictable conditions of international 
trade In December, 1940, the 120th quarterly dividend was paid, the 
total dividends for the year being $2.25 per share. Your company has 

preferred stock, funded debt or notes payable. During the year, one 
or more new models were introduced in each one of our Sales Divisions 
including the completely Electrified Elliott Fisher Writing, Simplex and 
Accounting Machines, a new quiet, Streamlined Adding Machine, and an 
additional Streamlined Master Model Typewriter. Our General Research 


Laboratory is contributing 
the forefront of mechanical 
the year to avoid possible 


reguiarly toward keeping your company in 
Special care has been exercised during 
shortages of raw materials. The additional 
commitments which have made, however, will have little effect 
the company’s fiscal position. There has been frequent coéperation during 
1940 with officials of the United States Government, in contemplation of 
your company being of assistance in the National Defense Program. No 
special defense materials were manufactured during 1940, but we were 
to coéperate in meeting extraordinary government needs for 
ur regular products. At times during the year, of our manufacturing 
facilities have been taxed to the utmost, and have continued modern 
ization and improvements, with resulting economies and increased produc 
tion. We have continued throughout vear to build increasingly strong 
and Service divisions 


design 


been on 


ible some 
some 


we 


Thi 


Sales 





MISSING MACHINES 


to be 
the firm’s name 

Information conce rning the 
forwarded to the 





The 


office 


following companies ask dealers everywhere 
machines described and 
reported lost, stolen or 


abouts of these 


lookout for 
which 


on the 


numbered beside 


are strayed. where- 
I hould t andl i 
machine shoud ve company concernec 






at the earliest opportunity 

Doster hospital, Columbus, Miss.--Corona silent, medical keyboard, seria 
No. 2871431. Information should be sent to Dr. A. E. Brown at the above 
iddress 

High School, Lockhart Tex Royal typewriters, serial Nos. 1863341 
1863358, 1977162, 1979318, 1931525 1995488, 1964643, 1998319, 1977908, 2003925 


2102281, Remington typewriters, serials Nos. Z600829, 7602349 


WORTHY 





NEW TRADE LITERATURE — 


‘atalogues, pamphlets, 





~ 


broadsides, folders and other publicity 


material recently released 











Atlas Stencil Files, Inc. A new series of mailing pieces entitled “Atlas 
Flashes’’ and containing a number of interesting and humorous items has 
recently been introduced to the trade by the Atlas Stencil Files, Im 
Cleveland, Ohio It is issued monthly At the same time the company 
has prepared a neat advertising piece describing and illustrating its line 
of stencil files The folder is of envelope size and bears a generous space 
f the dealer's imprint 

H. 0. Atwood & Associates. Fur the use of dealers who wish to increas« 
their sales of leather goods and products of the G. J. Aigner Company, 
H. O. Atwood & Associates, 280 Broadway, New York City, has made 
ivailable a number of attractive and well-illustrated catalogues The 
eather products described and illustrated are made by Frank Mashek 
& Company Various styles of brief cases and sales kits are shown 
together with the Aico brand of celluloid envelopes, easel books, Zipkits 
t ind prices are indicated with each number The catalogues are 
vailable to the dealer in lots of 1000 at four and one-half cents each 

Boorum & Pease Company.—(Catalogue No. 41, accompanied by Dealers 

tying Price List “‘H,’’ has recently been published and issued to the 
rade by the Boorum & Pease ( pany, New York, N. Y. The catalogue 

ymmplete in every detail and vers the company’s entire lines includ 
ng loose leaf, bound books and visible equipment. In addition it lists 

ny new items such as Glide A ring binders, larger zipper cases and 
ther numbers The catalogue and price list together supersede and 
annul all previou The italogue measures 11 by ss inches 
hile the price list is 7% by inches 

Interstate Metal Products Company, Inc. Demonstrating the firm’s entire 
ne of office and kitchen equipment, a new, fifty-six page catalogue has 
been issued to the trade by the Interstate Metal Products Company, In 


(Turn to page 158, please) 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,232,680. Standard Typewriter Type Cleaner. Robert 
B. Foster, Los Angeles, Calif., assignor to John B. 
Smiley, Los Angeles, Calif. Application August 16, 
1939, Serial No. 290,424. Granted February 25, !94}. 

2,232,684. Typewriter Keyboard. Gaston Raimundo 
Poirot, Villa Smithfield, Argentina. Application 
September 15, 1939, Serial No. 295,144 in Argentina 
August 8, 1939. Granted February 25, |941. 

2,232,904. Copyholder. Nazario Lomboy Doria, San 
Francisco, Calif. Application July 12, 1940, Serial 
No. 345,229. Granted February 25, 1941. 

2,232,975. Transparent Filter Unit for Loose Leaf 
Books. Frank Stanley Schade, Holyoke, Mass., assignor 


to National Blank Book Company, a corporation of 
Massachusetts. Application june 7, 1940, Serial No 
339,346. Granted February 25, 194! 


2,233,022. Index Memo Pad. Harry M. Mathers, 
Portland, Oregon, assignor to L. L. Adcox, Portland, 
Oregon. Application January 15, 1940, Serial No 
313,939. Granted February 25, 1941. 

2,233,028. Locking Device. John B. O'Connor, Aurora, 
ill., assiqnor to Lyon Metal Products, Incorporated, 
Aurora, I1!., a corporation of Illinois. Original applica- 
tion December 12, 1936, Serial No. 115,595. Divided 
and this application July 28, 1938, Serial No. 221,726 

2,233,092. Spacing Control for Typewriter Characters 
Harry H. Bernhard, Oakland, Calif. Application May 
17, 1938, Serial No. 208,432. Granted February 25, 


1941. 

2,233,149. Counting Machine for Counting Record 
Cards, Checks, Coupons, and the Like. Nelson S. Welk, 
Athens, Ohio, assignor to The McBee Company, Athens, 
Ohio, a corporation of Ohio. Application July 26, 1939, 
Serial No. 286,570. Granted February 25, 1/941. 

2,233,204. Multiple Carbon Holder for Continuous 
Forms. Lester K. Fleischmann, Chicago, Ill. Application 
August 17, 1940, Serial No. 353,051. Granted February 
25, 1941. 

2,233,361. Adhesive Sheet Dispenser. Arthur A. An- 
derson, Rose Township, Ramsey County, and Ralph H 
Munson, St. Paul, Minn., assignors to Minnesota Mining 
& Manufacturing Company, St. Paul, Minn., a corpora- 
tion of Delaware. Application January 10, 1941, Serial 
No. 373,954. Granted February 25, 1941. 

2,233,472. Duplicating Device. Russell S. Demarest, 
River Edge Manor, N. J. Application Seotember 7, 1939, 
Serial No. 293,673. Granted March 4, 1941. 

2,233,480. Filing Cabinet Shell. Frank D. Jonas, East 
Williston, N. Y., assignor to Oxford Filing Supply Co., 
Brooklyn, N. Y., a partnership comprising Richard A 
Jonas, Richard A. Jonas, Jr., Robert P. Jonas, Frank D 
Jonas and Edward F. Jonas. Application September 1|4, 
1938, Serial No. 229,810. Granted March 4, 1941. 


2,233,497. Envelope Opener. Austin F. Teigen, 
Georgetown, Minn. Application August 24, 1939, Serial 
No. 291,745. Granted March 4, 1941. 

2,233,512. Loose Leaf Binder Lock George W 
Brownlee, Sr., Atlanta, Ga.. assignor to Ekonomie 
Binder Compary, Atlanta, Ga... a corporation § of 
Georgia. Apntication December 6, 1939, Serial No 


307,923. Granted March 4, 1941. 
2,233,560. Binder for Books. Carl E. Skoog, War- 


wick, R. 1., assignor to J. C. Hall Company, a corpora- 
tion of Rhode Island. Application June 1{4, 1939, 
Serial No. 279,017. Granted March 4, 1941. 

2,233,681. Pencil Sharpener. Nils H. Swanson, Chi- 
cago, lil. Application April 8, 1938, Serial No. 202,- 


615. Granted March 4, (941 
2,233,694. Chair Seat and Bumper Guard Roy A 
Cramer and Jesse F. Cramer, Kansas City, Mo. Ap 


plication January 22, 1940, Serial No. 315,104. Granted 
March 4. 1941. 
2,233,758. Margin Indicator for Typewriters. Justin 


Arnold Varney, West Los Angeles, and George Hannan 
Van Brunt, Los Angeles, Calif. Application February 
4, 1939, Serial No. 254,698. Granted March 4, 1941 

2,233,775. Writing Machine Attachment Raymond 
Dow, Flushing, N. Y Application March 3, (939, 
Serial No. 259,505. Granted March 4, (941. 

2,233,846. Fountain Pen. Eldie E. Packard, Lomira, 
Wis. Application Aoril 20, 1940, Serial No. 330,757 
Granted March 4, 1941. 

2,233,895. Duplicating Machine. Luis Mestre, New 
York, N. Y., assignor to Style Duplicator Corporation, 


New York, N. Y., a corporation of Delaware. Applica- 
tion August 14, (939, Serial No. 290,103 Granted 
March 4, 1941. 

2,233,898. Multiple Unit Loose Leaf Book. Frederick 
D. Pitt and Roy T. Jones, Kansas City, Mo., assignors 


by mesne assignments, to Wilson-Jones Company, Chi- 
cago, Itl., a corporation of Massachusetts. Application 


July 2, 1937, Serial No. 151,634. Granted March 4, 
1941. 

2,233,912. Caleulating Machine George C. Chase. 
South Orange, N. J.. assignor to Monroe Calculating 
Machine Company, Orange, N. J.. a corporation of 
Delaware. Application November 24, 1937, Serial No 
176 156. In Sweden November 25, 1936. Granted March 
4, 1941 

2,233,942. Fountain Pen Filling Adapter Paul 


Reheard Frey, Fort Collins, Colo. Application February 
14, 1940, Serial No. 318,875. Granted March 4, (94! 

2,233,949. Typewriting Machine. Alfred G. F. Kurow- 
ski, Brooklvn, N. Y., assignor to Underwood Elliott 
Fisher Company. New York, N. Y.. a corporation of 
Delaware Application March 25, 1939, Serial No 
264,094. Granted March 4, 1941. 

2,233,958. Combination Stapling Machine and Tacker 
Lou Obstfeld, Brookivn, N. Y., and John Fancher, 
Chatham, N. J., assigrors to Lou Obstfeld, Brooklyn, 
N. Y., and Abraham |. Obstfeld, New York, N 


Application February 1{4, 1938, Serial No. {90,400 
Granted March 4, 1941 
2,234,256. Pen Filling Ink Bottle. Richard Freder- 


ick Iverson, New York, N. Y. Aoplication June 10, 
1940, Serial No. 339,613 Granted March I{1, 1941 


2,234,294. Loose Leaf Binder Sheldon Van Buren 
Chicago, Ill Anplication July 29, 1940, Serial No 
$48,147. Granted March I1, (94! 

2.234.304. Desk Set. Carey G. Gregory, Los An 
geles, Calif. Original application June (0, 1938, Serial 
No. 213,056 Divided and this application October 2! 
1939, Serial No. 300.635 Granted March Ii, 1941 

2,234,669. Calculating Machine. Arthur J. Fettig 


Detroit, Mich., assianor to Burroughs Adding Machine 
Company, Detroit, Mich., a corporation of Michigan 
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2,235,778 125,415 
125,784 
125,905 

Appiication November 22, 1936, Serial No. [12,197 Ky., and Franeis F. Braun, Cincinnati, Ohio, assignors 
Granted March Ii, 1941. to The Globe-Wernicke Company, Norwood, Ohio, a 

2,234,812. Fountain Pen. John A. Snodgrass, Prescott, corporation of Ohio. Application June 10, 1938, Serial 
Ark. Application August 15, 1940, Serial No. 352,683 No. 213,018. Granted March 18, 1941. 
Granted March ti, i941. 2,235,736. Rotary Card Index. George C. Bruen, 


2,234,942. Combined Writing Implement and Mag- 
nifying Device. Edgar B. Nichols, Moorestown, N. J 
Aplication July 24, 1939, Serial No. 286,072. Granted 
March I1, 1941. 

2,234,973. Duplicating Machine. Alfred Marchev, 
La Grange, II1., assignor to Ditto, Incorporated, Chi- 
cago, Ill., a corporation of West Virginia. Application 


May 13, 1938, Serial No. 207,729. Granted March 
18, 1941. 

2,235,170 Duplicating Mechanism Augustus P. 
Rutherford, Houston, Tex. Application November 2!, 


1938, Serial No. 241,520. Granted March 18, 1941 


2,235,257. Dietating Machine. William F. Feyer, 
Norwalk, Conn., assignor to Dictaphone Corporation, 
New York, N. Y., a corporation of New York. Original 
application March 25, (931, Serial No. 525,172, now 
Patent No. 2,152,585, dated March 28, 1939. Divided 
and this application February 23, 1939, Serial No 
257,882. Granted March 18, 194 

2,235,416. Typewriting and Like Machines. Herbert 


E. Bridgwater, Syracuse, N. Y., assignor to Remington 


Rand iInc., Buffalo, N. Y., a corporation of De'aware 
Anplication September 15, (938, Serial No. 230,117 
Grarted March 18, 1941 

2,235,709. Letter Tray. Thomas A. Hearn, Ludlow, 


Chicago, II1., assignror to Rotary Index Co., Ine., Chi- 
cago, IIl., a corporation of Illinois. Application Octo- 
ber 14, 1937, Serial No. 168,993. Granted March 18, 
1941. 

2,235,778. Stencil Duplicating Machine. Abe Samuels, 
Chicago, IIl., assignor to Speed-O-Print Corporation, 
Chicago, I1., a corporation of Illinois. Application 


February |, 1939, Serial No. 254,062. Granted March 
18, 1941. 
DESIGN PATENTS 
125,415 Design for a Letter Tray. Charles D. 


Freligh, Bethesda, Md. Application November 26, 1940, 
Serial No. 96,837. Granted February 25, (941. 

125,560. Design for a Gummed Taze Dispenser. 
Lyle A. Cheney, Minneapolis, Minn. Application May 
31, 1940, Serial No. 92,700. Granted March 4, 1941. 

125.784. Design for a Duplicator. William B. Petzold, 
Pittsfield, Mass., assignor te General Electric Company, 
a corporation of New York. Application November |, 
1940, Serial No. 96,253. Granted March II, 1941. 

125,905. Design for a Typewriting Machine. Russell 
G. Thompson, Elmira, N. Y., assignor to Remington 
Rand tInc., Buffalo, N. Y., a corporation of Delaware. 
Application July {!, 1940, Serial No. 93,572. Granted 
March 18, 1941 
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WORKING CAPITAL WORKING FOR YOU 


Note. Appended is the first ar- 
ticle in a series dealing with spe- 
cific problems of retail manage- 
ment as particularly related to 
stationery and office equipment 
enterprises. In view of business 
conditions now developing, a thor- 
ough understanding of the prin- 
ciples of management and opera- 
tion is highly important. This and 
subsequent discussions present the 
basic factors of business control 
clearly and concisely. 


ECENTLY we worked on the 

books of an office equipment 
retailer who had gone into receiv- 
ership. Local business men were 
greatly surprised. From the out- 
side looking in, this dealer seemed 
to be prospering but a study of his 
balance sheet compiled as of the 
date of receivership, showed that 
he had gone blitzkrieg because he 
lacked working capital, which is 
the excess of current assets over 
current liabilities, a condition 
prevalent in too many retail or- 
ganizations. 

Too many retailers focus atten- 
tion on profits, sales and net 
worth, disregarding working capi- 
tal requirements entirely. Give 
equal consideration to the ade- 
quacy of working capital, the 
funds needed for current obliga- 
tions, payroll, taxes, interest, 
stock, advertising, installment 
payments or cash payments on 
new trucks and showroom mod- 


By FRED MERISH 
¥ 


ernization, as the need arises. Try 
to keep enough cash on hand to 
meet all bills for at least sixty 
days. 
Working Capital Defined 

Working capital consists of two 
parts: cash assets, comprising 
cash and receivables, and trading 
assets, comprising inventories. 
When cash assets equal current 
liabilities, your financial condition 
may be considered satisfactory. 
Try to approximate this ratio at 
all times. If cash and receivables 
exceed inventories, the working 
capital may be lower than if in- 
ventories exceed cash and receiv- 
ables because there is more confi- 
dence in the liquidity of cash 
assets than in inventories, which 
are subject to market fluctuations 
and customer acceptance, where- 
as, cash and receivables are defi- 
nite sums. There is no fixed ratio 
between cash and the other ac- 
counts but it is generally expected 
that the bank balance will run 
from twenty to twenty-five per 
cent of current loans. For this 
contingency alone, this dealer in 
office equipment and _ supplies 
should have had about $1,800 in 
the bank. His balance sheet, a 


copy of which is shown on page 
14, disclosed a cash totai of $347.51 
on hand and in banks. 


The working capital may fluctu- 
ate with seasonal demands. The 
office equipment retailer should 
see that working capital is high 
before heavy seasonal purchases 
so that he can stock up amply and 
take discounts. Lack of adequate 
working capital is the reason why 
many dealers pass discount dates. 
They invest too heavily in fixed 
assets or in other ways impair 
working capital. Often the lack of 
funds isn’t noticed until creditors 
press or business drops or other 
reverses. 

Merchandising efficiency, credits 
and collections affect working 
capital Where merchandising 
management is efficient, the work- 
ing capital is usually in better 
condition than where the reverse 
is true. Where credit is granted 
promiscuously and collection pro- 
cedure is below par, working capi- 
tal is likely to be unsatisfactory. 
The capable merchant keeps sales 
moving so that cash keeps stream- 
ing into the till in consistent flow. 
Adequate credit and _ collection 
procedure keeps receivables paying 
up promptly. After stocking up 
heavily for a busy season, the cash 
may be relatively low temporarily 
but the current assets will be con- 
verted into working capital fast 
enough to meet all obligations 
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promptly if sales and collections 
are managed efficiently. 


Some authorities contend that 
working capital should be twice 
the current obligations. The office 
equipment retailer cannot accept 
this as a hard and fast rule. The 
ratio will fluctuate with credit 
terms on receivables, paying 
methods of customers, the number 
of slow pays on the books, terms 
of suppliers, season of year, ade- 
quacy of inventory to current de- 
mands, the inter-relationship of 
cash to receivables and inven- 
tory. If receivables pay promptly 
and inventory turns satisfactorily, 
the dealer will need less working 
capital than if the reverse were 
true. If inventory is adequate for 
current demands, current pur- 
chases will be low, necessitating 
less working capital than if large 
purchases must be made to stock 
up adequately. Such factors vary 
with the business and must be 
considered when appraising work- 
ing capital. Probably fifty per 
cent more working capital than 
current liabilities is a good aver- 
age to approximate. 

This office equipment retailer, 
for identification in this article we 
shall call him Phillips, possessed a 
working capital of $930.14, the dif- 
ference between $17,676.81 current 
assets and $16,746.67, current li- 
abilities. If receivables and inven- 
tory were of ready liquidity, his 
working capital should have been 
around $15,000. 

Phillips bought heavily on cred- 
it, was weak on Sales promotion, 
couldn’t pay his bills, borrowed 
from banks and others, bought his 
business property, paid off $15,000 
on same in six years, drew a larger 
Salary than circumstances war- 
ranted, freezing his working capi- 
tal in over-expenditures in fixed 
assets and personal withdrawals 
instead of maintaining a _ safe 
margin to meet current obliga- 
tions. It is all right to buy business 
property or acquire holdings for 
future expansion of business but it 
is dangerous to obligate yourself to 
tie up so much money in fixed 
assets or slow-moving stock that 
you impair working capital. 


The successful office equipment 
retailer knows how to make profits 
and what to do with them after- 
ward. On the surface, it seemed 
as though Phillips’ business was 
prospering but each additional 
month brought it nearer to insolv- 
ency as creditors pressed harder, 
as upkeep on fixed assets mounted. 
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upkeep, and the like, which keep 
working capital low. When cur- 
rent liabilities are larger than 
current assets, the difference rep- 
resents a floating debt. This is too 
close to the line. 

The successful office equipment 
retailer works for his money. He 
also makes money work for him. 





C. J. PHILLIPS 
OFFICE OUTFITTER 
Financial statement as of March 1940 when receiver was appointed. 


ASSETS 


Cash on hand 

Cash in First National Bank 

Cash in Commercial Trust Company 
Accounts receivable 

Notes receivable 

Notes receivable discounted 


Inventory—merchandise and supplies 


Total current assets 
Land and buildings 


$ 22.56 
161.43 
163.52 
3,281.80 
$2,256.00 


2,100.00 156.00 


13,891.50 


$17,676.81 
19,200.00 


Store fixtures and merchandising equipment, such as 


cash register, office typewriters, etc. 


Delivery truck 


(less depreciation) 


Total fixed assets 
Other assets 
Deferred assets 


Total assets 


2,255.00 
1,050.00 
22,505.00 
240.00 240.00 


$40,421.81 


LIABILITIES 


Accounts payable 
Notes payable to banks and others 


Deferred liabilities, including wages, interest and taxes 


Total current liabilities 
Fixed liabilities—mortgage payable 


Total liabilities 
Net worth 


Total liabilities and net worth 


7,078.92 
9,100.00 
567.75 


$16,746.67 
5,000.00 


$21,746.67 
18,675.14 


$40,421.81 





His fixed assets exceeded his cur- 
rent assets and although there is 
no definite ratio recommended, 
nevertheless, we have found work- 
ing capital to be in a more desir- 
able condition when fixed assets 
did not exceed two-thirds of cur- 
rent assets. High fixed assets 
mean high fixed charges for taxes, 


Phillips don’t work the system 
both ways. That’s why he went 
with the wind. Consider working 
capital when appraising your fi- 
nancial status and your mana- 
gerial efficiency. It is an important 
phase of business management too 
often overlooked in retailing office 
equipment and supplies. 


FRANK FARRINGTON SAYS: One of my business acquaintances has gone in for speed boat 
racing. He spends all his spare time tinkering with his boat and its power plant. His methods with 
his boat are the same methods that have made him successful in business. His boat is always ready 
for its race. He brings it to the race meet on a truck. He puts it into the water and as soon as 
the engine is warmed up, it is ready to go. 

He is ready for what comes when it comes—usually before it comes. He does not have to make 
boat repairs or adjustments during a race and he does not have to change business methods during 
a business crisis. He is always a few jumps ahead of what happens. 
about the future in boating or in business is that something different will happen, something that 


should be met with preparedness. 


He knows the only certainty 
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PRESENT STATUS INTERPRETED 


Note.—The writer of this article 
points out that the whole tax 
structure is subject to radical al- 
teration. The tentative setup indi- 
cates the trend and reveals the 
necessity for making adjustment 
to meet increasing tax costs. 


is certain in April or May 
to exact more taxes from the 
smaller business man, and on the 
other hand it is almost certain to 
make a law by which he can 
secure loans with liberal terms. 
The tax expansion is the inevit- 
able product of many pressures 
and of many ideas; and the easier 
loans will be the result of per- 
sistent efforts by Hon. James M. 
Mead, the junior senator from 
New York. 

Around about March 1 Official 
sources told us that the defense 
outlay, actual and potential, to- 
talled $31,000,000,000. A little later 
they told us that since June, 1940, 
appropriations, authorizations, 
and pending appropriations have 
roughly reached a total of $40,- 
000,000,000. It is reasonable to ex- 
pect there will be more commit- 
ments than are embraced in these 
totals. Speaker Sam Rayburn of 
the House tells us that everybody 
wants to pay more taxes. He 
thinks most of the community of 
the United States wants to clean 
up the defense debts, whatever 
they may eventually turn out to 
be, in the next seven and one-half 
to ten years. He quotes the words 
uttered by the president in which 
Mr. Roosevelt urges heavier taxa- 
tion quickly. The prevailing idea 
seems to be that at least two- 
thirds of the necessary amount 
Should be raised by taxation and 
one-third by borrowing. 

In all likelihood the tax goal 
for the next fiscal year will be 
at least $12,000,000,000. They warn 
us the collection of this amount 
means we must contribute out of 
our national income at least 
double the sum total of the high- 
est previous tax receipts in our 
history. In the immediate future 
something between one and two 
cents out of every dime, or $1 and 
$2 out of every $10 will go towards 
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national defense expenditures 
The next comprehensive revenue 
bill may be brought into Congress 
late in April or early in May, and 
it will involve a huge sum. The 
details will not be clarified until 
the returns of March 15 have been 
analyzed and studied. It is pre- 
dicted over 15,000,000 individuals 
made returns, and that 3,500,000 
corporations made normal tax re- 
turns while over 100,000 corpora- 
tions filed excess-tax returns. 


Personalities Behind Tax Laws 


It will interest you to know that 
these tax laws are prepared under 
the general supervision of Mr. 
Roosevelt by Treasury Secretary 
Morgenthau, Undersecretary of 
Treasury Daniel W. Bell, Assistant 
Secretary of the Treasury John L 
Sullivan, Budget Director Harold 
D. Smith, in casual consultation 
with Marriner Eccles, head of the 
Federal Reserve Board, and Jesse 
Jones, head of the Federal Loan 
Agency. The most direct and im- 
mediate inspiration for tax laws 
undoubtedly comes from. the 
Treasury. From the Treasury, for 
instance, comes the idea for the 
drive which starts some time be- 
tween April 1 and May 1 to sell 
Government securities through 
the 250,000 Post Offices of the 
country. Mr. Morgenthau believes 
in retail methods. He thinks more 
funds can be raised by selling 
stamps and bonds to the “little” 
people than by other means. The 
plan is to sell special defense 
postal savings stamps for 10c, 25c, 
50c, and $1. Every man, woman, 
and child, through neighborhood 
retail stores, through schools, 
churches, neighborhood welfare 
clubs, by means of motion picture 
appeals, by voluntary appeals 
through your advertising, is ex- 
pected to be moved to buy these 
stamps. 

Another type of person is ex- 
pected to be reached by an appeal 
to buy Postal or Treasury “de- 


fense savings certificates” of $1 
and more. And you and your 
customers are to be asked to buy 
Baby Bonds in denominations of 
$25 to $1,000 each. These bonds 
are sold at twenty-five per cent 
discount, but are redeemed at face 
value in ten years. They will be 
sold at U. S. Customs Houses, and 
at Post Offices. Another defense 
bond is in preparation which will 
bear two per cent interest and will 
mature in forty years. And finally 
the public will constantly be urged 
to buy the special Treasury bonds, 
notes, bills, on shorter or longer 
terms, which come intermittently 
from the Treasury. Thrift, natu- 
rally, will be emphasized as a 
patriotic duty. On the other hand, 
there may be some confusion in 
the public mind because Mordecai 
Ezekiel, agricultural economist and 
one of the president’s most trusted 
advisers, has already told the 
Monopoly Committee of Congress 
that idle savings spell danger for 
the post-war period. Mr. Ezekiel 
opposes savings and accumula- 
tions of any kind beyond funds 
actually required for investment. 
He has urged means to force the 
spending of income, and asked 
actually required for investment. 
Congress to tax into circulation 
all savings. 


Twenty-Five Per Cent Tax Level 
Suggested 


Secretary Morgenthau thinks 
there should be a general increase 
in taxation equivalent roughly to 
a level of twenty-five per cent. He 
wants higher rates, higher indi- 
vidual taxes, lower exemptions, 
higher surtax rates, higher in- 
heritance taxes, higher corpora- 
tion taxes, and he wants a gen- 
eral manufacturers’ sales tax. If 
there were not such active oppo- 
sition in some Administration cir- 
cles it is very likely a general re- 
tail sales tax would also be on 
Mr. Morgenthau’s schedule. 


There is another idea, very pop- 
ular among the Treasury group, 
which may be enacted as law if 
the public reaction is not too stub- 
bornly in opposition: that is the 
proposal to put a 5 per cent tax 
on every wage or salary of more 
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than $25 per week. It is to be 
_ collected weekly at the source. 

The pay envelope would carry a 
receipt for the sum deducted. The 
Treasury people think this method 
of taxation might yield from 
$3,500,000,000 to $4,000,000,000, an- 
nually. 

Another idea that is expected 
to bring considerable ready cash 
is the proposal to levy a five per 
cent tax on all prime contractors 
doing defense work of any de- 
scription. This is to be called the 
“dismissal wage tax.” The fund 
collected eventually is to be used 
to support workers after they have 
been separated from their defense 
jobs. They would be paid from 
this fund for a stipulated period, 
and then they would go on the 
Social Security insurance rolls. 

The Treasury also has started a 
series of suits to determine 
whether or not it is justified in 
taxing income from state and mu- 
nicipal securities. Mr. Morgenthau 
takes the stand that since the 
Congress has not responded to the 
appeal for legislation, he may be 
able to get clarification and au- 
thority by winning supporting ad- 
judication from the Supreme 
Court. He followed this procedure 
in taxing state and municipal em- 
ployees’ salaries and wages. If he 
manages to secure approving rul- 
ings from the court it would place 
$20,000,000,000 worth of securities 
under taxation, and it would, in 
all likelihood, make the taxes ef- 
fective retroactively. 


Big Increase in Number of Those 
Taxed 


It is assumed that new taxes 
and new tax boundary limits will 
place approximately 9,000,000 
more persons and units under 


Federal taxation. There may be 
some hint of the future expansion 
in the figures of the past. In 1938, 
the last figures reported, corpora- 
tions with less than $50,000 indi- 
vidual income assets, made 227,491 
returns, with total collective assets 
of $4,139,843,582; corporations with 
assets under $100,000 each num- 
bered 59,582, and had collective 
assets of $4,237,628,000. Under 
$250,000 each there were 57,733 
units having total collective assets 
of $9,111,971,000. There may also 
be illumination in the _ recent 
Treasury report that in theory 
every Man, woman and child in 
the United States possesses $527, 
there being in the banks $34,000,- 
000,000 in demand deposits, $28,- 
000,000,000 in time deposits, and 
$7,500,000,000 in coin and currency. 
It also is an index of some- 
thing that we went into the World 
War 1 with a national debt of 
$2,975,000,000, and came out with 
a debt of $25,484,000,000, our taxes 
then totalling 10 per cent of our 
income while now they total over 
30 per cent. This may explain why 
it is reported that the increase in 
1940 taxes absorbed most of the 
effect of the budding prosperity. 
A survey of 120 industrial units 
revealed that the Federal income 
and excess profits taxes rose 141 
per cent which cut thirty-seven 
per cent gain in profits to four- 
teen per cent after taxes had been 
paid and deducted. In one case 
profits rose twenty-eight per cent 
and Federal taxes 200 per cent. 
The amendments to the new 
Revenue law early in March gave 
some slight relief to those who 
were obliged to pay excess-profits 
taxes, but were of little signifi- 
cance to others. For instance, cor- 
porations with $30,000 capitaliza- 
tion, doing an annual gross busi- 





OFFICE APPLIANCES 


ness of $100,000, having net profits 
of $2,780 continued to pay nine- 
teen per cent normal-income tax, 
plus the ten per cent national 
defense tax. This would amount 
to $528.20, plus ten per cent of the 
normal-tax (National Defense 
Tax) which amounted to $52.82, 
thus making a gross total of 
$581.02. Partnerships, and  per- 
sonal business units, obviously, 
paid the four per cent on the first 
$4,000 net-profits, another four 
per cent on the next $2,000, and 
Six per cent on the next $2,000, 
and thus increasingly expanding 
until it reached seventy-five per 
cent of the income of those ex- 
traordinary beings who had a net 
income of $5,000,000. All these 
categories naturally are also sub- 
ject to the complicated taxes im- 
posed on the various transactions 
and parts of a business. 


Two Methods of Tax Computation 


The U. S. Chamber of Com- 
merce tax experts hold that the 
greatest benefit the smaller busi- 
ness man may derive from the re- 
cent amendments lies in the 
modification which permits the 
taxpayer to choose the basis of tax 
computation from year to year. 
He may choose the earnings base 
or the capital base as he finds it 
will diminish his taxes. It may be 
useful to know that the taxpayer 
must pay the face of the tax claim 
regardless of abnormalities of in- 
come or capital. For relief he 
must make claim to the Commis- 
sioner of Internal Revenue, In- 
come Tax Unit, Records Division, 
Washington, D. C. He must State 
the nature of the relief desired, 
extent of the relief, particulars, 
and all facts. If the commissioner 
rules against him, he may appeal 
to the Board of Tax Appeals. 


LITTLE BIOGRAPHIES OF OFFICE APPLIANCE MEN 


WHO WENT TO LAW 
By Norris L. Hayward 
PAYING IN ADVANCE 


eey ET’S SEE—carbons and cards, filing cases and fire extinguishers, erasers and elastic 
bands, sealing wax and stamp cases, ink and index books. 


"No. I’ve ordered too much now,” 


“*How’'ll we ship your order?” the salesman queried. 

“Oh, just ship in the usual way, and you can draw a 30 day draft as usual,’ the dealer 
told him, and the draft arrived at the bank before the goods reached the station. 

“Might as well pay now and save interest—I’ve sold over half of the order for cash out 
of the catalogue,” the dealer assured himself, paid the draft, had it stamped “paid.” The next 
day the order arrived, and the precipitate dealer found that the goods were not as represented. 

"They're not worth lugging home,” he told the freight agent, and instructed his attorney 
to sue the wholesaler for damages—which he (the attorney) promptly did. 

"You might have had a cause of action once, which we do not admit, but you’re too late 
now. When you paid the draft to the bank you waived any right that you had of suing us 
for damages,” the wholesaler contended. 

However, the Ohio courts in the case of Creighton vs. Comstock, 27 O. St. 548, decided 
that the dealer by paying the draft before he had an opportunity to examine the goods had 
not lost the right to sue for damages for a breach of the original contract of sale. 


Any—” 
the appliance dealer demurred. 
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Entrance to B & P Office Supply Company Store in East St. Louis, IIl.—The signs 
effectively reveal the nature of the business, which covers the three basic divisions 
of the office equipment field—furniture, machines and stationery. 


Cilia O a ewrtters 
f IP 


INDICATE SALES POTENTIAL 


UCCESS with typewriter and 
business machine merchandis- 
ing in a peculiar field—one thor- 
oughly gone over by competitors 
in past years—is a Surprising fea- 
ture with the B & P Office Supply 
Company of East St. Louis, Ml. 
Since office machines were added 
to the company’s merchandise 
line-up several years ago, it has 
done an excellent job through 
merchandising of typewriters ex- 
clusively to small businessmen. 
“We believe that there are 
plenty of opportunities of selling 
a typewriter in any metropolitan 
area,” F. Peters, co-partner, 
stated, “if the office supply firm 
will realize that all small business- 
men wish for a good typewriter 
in their offices, but cannot see 
their way clear to paying $110 to 
$130 for a new machine at once. 
Of course, there are time payment 
and installment ideas which have 
been used to circumvent the price 
objection, but on the whole, the 
small businessman is distrustful 
of such ideas. Our theme is sim- 
ply to check the potential pros- 
pects closely enough that when 
the opportunity arrives, we can 
meet it swiftly with a payment 


CToew CHische on the 
Tlachines in the 
Territory Help 
Kaiten Ucilnine 


By BERT MERRILL 


% 


plan simple enough that the busi- 
nessman can hardly argue against 
it.” 

B & P has three outside sales- 
men who maintain “Personal 
Check,” as the plan is known, 
through hundreds of offices in 
East St. Louis. Part of their job 
is to watch the condition of pros- 
pect’s typewriter equipment—not- 
ing this down on a file card kept 
for the purpose. To check condi- 
tion most effectively, salesmen un- 


obtrusively type a few lines of 
words on the businessman’s ma- 
chine, repeating this often enough 
so that they can unhesitatingly 
say when the machine is due for 
replacement. A complete file sys- 
tem on all machines in the area 
has been kept up for over eight 
years—and the majority of cards 
bear a penciled notation “Sold” 
some time during that period. 

Cards are combed _ through 
weekly for notice of machines 
which are due for replacement. 
At this time Mr. Peters himself 
visits the prospect, carrying fig- 
ures and catalogues on the type- 
writer deemed best for the cus- 
tomer—and the store’s own in- 
stallment-payment plan, which 
has been arranged by B & P with 
its bank. Making a nominal charge 
of $5 for each $100 sale of pay- 
ments for twelve months, Mr. 
Peters offers guarantee, perpetual 
service, and the reputation of his 
firm behind the deal. The sim- 
plicity of the idea, plus the fact 
that the store knows to the day 
the condition of his previous ma- 
chine, has smoothed the way for a 
highly profitable typewriter vol- 
ume for this Illinois store. 
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“GET ‘EM WHILE THEY'RE HOT’ 
Adopting Sait Dog jae me ' Shagan Wins ae 


HE TITLE of this story sug- 

gests a sales slogan which is 
probably without equal, either in 
popularity or frequency of use. It 
refers to the lowly hot dog, steam- 
ing between a Sliced bun, smoth- 
ered with relish and spicy mus- 
tard. In this case, however, the 
slogan reverts to the consumer, 
Sweltering and burning on a hot 
summer day between doors and 
windows of business places and 
homes throughout the country. 
Heat may mean a headache for a 
lot of people, but it’s money to the 
wide-awake stationer who makes 
a concentrated effort to sell air 
circulating equipment. 

The fellow selling hot dogs is 
taking advantage of the most 
potent factors known to selling: 
point-of-sale advertising, excellent 
timing, enthusiasm, convenience 
in buying, and personal demon- 
stration. It sounds simple, and it 
is simple. The purveyor of hot 
dogs knows that the fans at the 
ball game exert a lot of energy in 
the course of an afternoon; they 
breathe fresh air deep into their 
lungs, which makes their stomach 
howl for attention; it’s several 
hours since they had any food 
and the poor souls are just plain 
hungry. So, up he comes and gets 
the gravy. 


Sales Resistance to Air Circulators 
Low on Hot, Humid Days 


Conditions, of course, are not as 
ideal as that in all fields of selling. 
However, the opportunity pre- 
sented on a hot summer day, with 
humidity so thick you can slice it 
with a knife, comes close to being 
the ideal situation every salesman 
is constantly looking for in mov- 
ing air circulating equipment. 

This does not mean that it is 
necessary to wait for a hot sum- 
mer day before attempting to sell 
air circulators. On the contrary, 
the way should be paved by dram- 
atizing the coming season through 
suggestions, either by word of 


By WILLIAM P. KELLY 


President 
Office Equipment Company 
Louisville, Ky. 
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mouth or by direct mail, and fol- 
lowing right through the season 
until the objective is accom- 
plished. 


Specialized Selling 


Since the need for air circu- 
lators is generally accepted by 
consumers, we confine all our ef- 
forts in the presentation of one 
particular type of air circulator, 
which, in our opinion, best serves 
the conditions of our trade. Every 
stationer is privileged to select a 
specific type to suit his own pref- 
erence and those of his customers. 
This method of specializing has 
many advantages, and is just as 
true in selling air circulators, as 
it is in all the various products 
handled in our organization. 

The trade name of the air cir- 
culator we happen to feature does 
not matter in the discussion of 
the methods followed in selling 
the idea. Our plan of selling will 
find equally reasonable success 
with any good type of air circu- 
lator. Naturally, we believe the 


particular brand we feature is the 








MR. KELLY 


best type on the market for our 
particular purpose, and the re- 
sults we have had for the last 
several years prove that we were 
correct in our selection. 


Selling Air Circulators 


Our salesmen are instructed noi 
to sell an air circulator as a me- 
chanical specimen of perfection. 
Naturally, we point out certain 
mechanical advantages, but only 
in a secondary sense. The custo- 
mer is buying “comfort” in air 
circulation. He wants a quiet cir- 
culator, as free from draught as 
possible. One which is convenient 
to handle, free from excessive 
servicing, and one, perhaps, which 
is reasonably pleasant to look at. 
It’s these buying motives that we 
emphasize in our presentation. 
So we Sell the “sizzle” and not the 
Steak. 

We begin our selling program 
about April 1 by introducing our 
summer plans to our entire Sales 
force. We prepare a mailing cam- 
paign to some 8,000 customers and 
prospects, and release it about 
April 25 (this date can be adjusted 
in accordance with the weather in 
a particular territory). Each one 
of our thirty salesmen is given a 
sample circulator for demonstra- 
tion purposes. A circulator is left 
with the prospect not longer than 
two or three days, and, in most 
instances, a sale results. We do 
not promiscuously place demon- 
trators for trial. We select our 
prospects, and for that reason our 
pick-up problem is very small. 


Advantages in Specialization 


Specialization in circulators 
pays its dividends as follows: 

1. It simplifies the process of 
buying and inventory. 

2. It enables our salesmen to 
learn more about the product. 

3. It eliminates the problem of 
servicing too many types and 
models. 

4. It identifies the circulator 
more closely with our institu- 
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tion, because the product is 
handled exclusively. 

5. It invites closer cooperation 
from our manufacturer in 
furnishing advertising helps 
and promotion material. 

6. It simplifies the matter of 
guarantee. 


Summarizing our methods of 
merchandising air circulators, we 
find that the following are prin- 
cipal factors: 

1. Confidence in the particular 
type of air circulator we 
handle. 

2. Planning our program far in 
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advance of the warm season 

3. Large number of demonstra- 
tions. 

4. Special contests for prizes 
among our salesmen. 

5. Concentrated direct mail fol- 
low-up. 

6. Weekly executive supervision. 


Siti Cui Vo a on in 


THE AIR CONDITIONING FIELD 
Sales Techniques Ewulied from Experience 


HE climate in our market area 

is particularly adapted to the 
washed air type of air condition- 
ing equipment. For cities that 
have a lot of humidity, it would 
be the worst kind of conditioners 
that could be used. Our expe- 
rience, however, leads us to the 
conclusion that the refrigerator 
type of air conditioning unit is 
equally effective in a wet or dry 
climate. While it is rather expen- 
sive, proper installation reduces 
come-backs to almost nothing and 
the service provided by manufac- 
turers assures users of satisfaction 
and trouble-free functioning of 
the equipment. 

From our experience with por- 
table air conditioners, we would not 
recommend them as genuine air 
conditioning instruments, which 
we interpret as providing means 
to cool, clean and humidify or de- 
humidify air. In purchasing air 
conditioning equipment, like ev- 
erything else, a customer gets ex- 
actly what he pays for. 


Stationer Can Sell Air 
Conditioner If— 


We believe that the stationer 
can be an important factor in the 
air conditioning field providing he 
is willing to do a decent selling 
job, forget price, and see that his 
customer gets real air condition- 
ing, adequate to his needs, if he 
is willing to pay for it. Unless the 
Stationer is willing intelligently to 
sell air conditioners, he should 
forget them entirely 

For instance, we will not spon- 
sor any sales plan for small, por- 
table air conditioners this year 


By GEORGE A. THOMPSON 


Sales Manager, 
The W. H. Kistler Stationery 
Company, 
Denver, Colo. 
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Our experience in 1940 convinces 
us that instead of extending the 
acceptance of air conditioning, 
portable units only make it more 
difficult to sell complete condi- 
tioning equipment. 


Specialist Needed to Sell Air 
Conditioning Units Properly 


In the matter of training gen- 
eral line men to sell room coolers, 
we have about given up hope that 
general salesmen will ever be suc- 
cessful in this field. We merely 
ask them to find prospects. From 
there on we engineer the job and 
make specific recommendations 
that we know will give comfort 
and satisfaction. If a customer 
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insists that he knows more about 
it than we do, we simply pass the 
order and let our competitor have 
the grief. 

We have used both newspaper 
and direct mail advertising to 
good effect. Satisfactory results 
in the way of returns assures our 
continued use of these media. 


An important consideration in 
advertising promotion is the char- 
acter of the copy. One piece we 
found resultful was distinctly in- 
formal in style. Accompanied by 
an illustration of the air condi- 
tioner on one side and a sketch of 
a dancing girl on the other, the 
copy read as follows: 


Advertising That Sold Goods 


“NOT PROMISING TO MAKE 
AN ARTHUR MURRAY DANCER 
OUT OF YOUR SECRETARY... 
but we'll certainly put some pep 
in the boys and gals in your office 
this summer with an efficient new 
portable air conditioner and hu- 
midifier we’ve discovered ... and 
that’s a promise! 

“It weighs just 21 pounds, yet 
delivers about 400 cubic feet of 
cool air per minute. Holds just 
14% gallons of water and requires 
no plumbing connections. Rust- 
proof, trouble-proof, and _ fool- 
proof. Economical, too, costing 
less than a half-a-cent an hour 
for electricity. (You may not be 
interested in this bit of news at 
this particular time of the year 
... but this unit is an ideal heater 
in the winter.) 

“Let us show you the equipment 
in action in your office.” 

Our intensive sales campaign 
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starts early in the spring and 
continues at high speed until 
about August 1. Of course, there 


are always commercial prospects 
discoverable throughout the year. 
We cultivate them all the time, 
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justifying our handling of air 
conditioning equipment as a year 
‘round proposition. 


2 © es Suggestions on 


AIR CIRCULATORS AND FANS 


MPROVEMENTS in the _ con- 

Struction and design of air 
circulators and fans have greatly 
enlarged the market for these 
battlers against summer heat 
problems. Obsolescence has made 
many owners of fans into live 
prospects for new equipment. Op- 
erating quietness, efficiency, ap- 
pearance, economy—all enhance 
appeal and contribute to extension 
of numbers of potential buyers. 

The business office is an espe- 
cially lucrative field because work 
must be done regardless of tem- 
perature. Efficient relief from the 
effects of heat will be accepted 
avidly by summer workers, who 
are willing to pay for good equip- 
ment. 

How to reach the air circulator 
and fan market profitably is a 
problem that manufacturers will 
be glad to help dealers solve. Pro- 
motion material, plans for sales 
campaigns and personal confer- 
ences are always available. Some 
general suggestions from manu- 
facturers are given in the follow- 
ing paragraphs: 

M. E. Havlick of the W. W. Welch 





The No. 30 Air-Flight Circulator 
Model in the Line of the W. W. 
Welch Mfg. Co., Cincinnati. 


Company, Cincinnati, Ohio, says, 
“We have found that one of the 
most important points is the divi- 
dend-paying value of getting 
Started early with this type of 


merchandise. Untold sales accrue 
when the heat DOES make its 
appearance, if the dealer and his 
salesmen took the units and made 
demonstrations far ahead of this 
time, when the weather was cool. 
Sometimes it is difficult to under- 
stand the importance of this ad- 
vance demonstration idea because 
immediate sales are not in evi- 
cence. Yet, early demonstrations 
count! And, from all indications, 
they are going to count this year 
more than ever. We find that the 
buying public will remember the 
fellow who had nerve enough to 
get out early and show what he 
had that was new for keeping 
cool a long time before the heat 
actually arrived. The calls, tele- 
phone requests and orders come 
in surprisingly large numbers.” 


Fans Are Ideal Items for 
Sale in the Summer 


S. R. Ellis of the General Elec- 
tric Company, Bridgeport, Conn., 
Says, “Certainly there is a very 
definite reason why good office 
equipment and stationery outlets 
should carry fans. In the first 
place, sales by such dealers usually 
drop off in the summer time and 
in most cases outside salesmen are 
left without much that they can 
promote. Fans offer a real promo- 
tion item at this time of the year. 

“From the time the electric fan 
was introduced the office market 
has been a primary consideration 
in its capacities and styling. This 
market always has and undoubt- 
edly for many years will be ca- 
pable of absorbing a large per- 
centage of the total fans manu- 
factured each year. 

“We have many office appliance 
retailers included in our list of 
dealers. They have been particu- 
larly successful in promoting the 
sales of fans by making mailings 
(depending on the territory) the 
first of May, the first of June and 
the first of July.” 

From the Kisco Company, St. 


Louis, Mo., comes the following: 
“In the horse-and-buggy days few 
men bought another horse-and- 
buggy after an automobile demon- 
stration. But, and this is most 
important, had demonstrations 
never been made, hitching-posts 
would still line the curbs of Main 
street. An early start, with plenty 
of demonstrations will reflect most 
strikingly in your sales volume and 
profits. The modern, air-minded 
American’ desires comfortable, 
healthy living conditions, appre- 
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“Majestic’’ Cool-Cir- 

cle-Ator Made by The 

Kisco Company, St. 
Louis, Mo. 


ciates smart designs and efficient 
yet economical performance. The 
primary step in making the most 
of your time is to organize. That 
means putting yourself on a daily 
schedule of working hours. The 
next step in successfully using 
your time is to route your calls so 
that you move from one prospect 
tc another just like a mailman de- 
livering his daily mail. He loses 
no motion and makes every min- 
ute count. You can do the same. 
It just takes a little extra time 
for planning. 

“Profit from the successful ex- 
perience of others and you will 
also pyramid your sales and earn- 
ings. Each sale you make will 
lead to many other profitable 
Sales.” 
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(Wiice Outfitters and the 


AIR CONDITIONING BUSINESS 


HE fact seems to be definitely 

established to the satisfaction 
of the reliable air conditioning 
manufacturers that there is a 
rapidly increasing interest of of- 
fice managers and business execu- 
tives in air conditioning. Especial- 
ly in the self-contained units of 
the plug-in type, that require no 
piping or permanent wiring. 

The extent, however, to which 
the office equipment outfitters will 
become successful distributors of 
air conditioners remains to be de- 
termined by the individual dealer. 
Experience of the office appliance 
retailers thus far seems variable 
in both their volume of sales and 
satisfactory set-up for servicing. 

In considering the handling of 
air conditioning equipment, the 
dealer must know the benefits air 
conditioning can produce; he must 
be in a position to prove these 
benefits to the prospect, and han- 
dle equipment that will produce 
the benefits. 


Reasons for Increasing Interest 


It is well known that air condi- 
tioning definitely increases ef- 
ficiency and productive capacity 
of office personnel. Air condition- 
ing is not just a luxury, but is 
finding its rightful place in office 
operations as an investment that 
pays dividends, provided the prop- 
er type and quality of equipment 
is selected. 

The benefits in personal produc- 
tivity to a commercial firm and to 
those in the professional fields 
when units which include cooling 
and dehumidifying are installed is 
a much stronger reason for air 
conditioning than mere comfort. 

Business men and professional 
people are therefore seriously in- 
terested in these units as a means 
of enabling office staffs to operate 
at peak efficiency in the summer- 
time. Favorable temperature and 
humidity conditions reduce to a 
minimum the loss of time and dis- 
ruption of routine because of ill- 
ness and early closing on account 
of the heat. 

As these so-called package air 
conditioners are particularly suit- 


Various factors which 
the dealer must con- 
sider in the handling 
of self-contained units 
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ed to executive offices and con- 
ference rooms, their contribution 
to management efficiency is a 
strong argument in their favor. 

One manufacturer states that 
the appeal of these units is now 
enhanced by the need for relief 
from “management fatigue” re- 
sulting from the pressure on busi- 
ness management due to the world 
situation and the national defense 
program. This company indicates 
that it had a substantial increase 
in business last fall which was at- 
tributable largely to officials of 
companies that installed air con- 
ditioning for the relief of their 
hay fever, so they would not be 
compelled to leave their businesses 
during the hay fever season, as 
they were in the past. 

Relief from street noise, drafts, 
and dirt from open windows, are, 
of course, added reasons for air 
conditioning. 


Possibilities for Dealers 


Typical of conditions in newly 
developed fields, there is a wide 
variety of equipment on the mar- 
ket—some of which is competing 
on a price basis. It has been 
pointed out that as in other 
things, “you get what you pay 
for.” Hence, an interested dealer 
is advised thoroughly to inves- 
tigate the reputation of the equip- 
ment and the company behind it, 
to make sure the conditioner he 
handles will enhance the reputa- 


tion of his business, rather than 
react against it. 

To the user, the purchase of 
air conditioning equipment is, by 
and large, a long range invest- 
ment—a capital investment on 
which the purchaser should ex- 
pect to get a net return. There 
can only be a net return if the 
equipment purchased will produce 
the result at an overall low own- 
ing and operating cost. 


A certain amount of special 
training is necessary to make 
proper installations, even of these 
self-contained units. Such factors 
as the number of individuals oc- 
cupying the room, size, height ot 
ceiling, windows and outside wall 
exposure, wall insulations, light 
wattage, output of conditioned air 
from the unit, etc., must be taken 
into consideration to obtain 
proper results. 


Consequently, some manufac- 
turers and dealers advocate de- 
pendence upon trained air con- 
ditioning engineers to make the 
survey, prepare the estimates, and 
install the equipment. The deal- 
ers thus serving as sales repre- 
sentative on a commission basis. 


One of the leading manufactur- 
ers of air conditioning equipment 
declares that most of the office 
equipment dealers selling its 
products are operating on this ar- 
rangement as sub-dealers of its 
distributors. This manufacturer, 
however, splits its franchises for 
its broad line of air conditioning 
equipment in some territories and 
indicates an interest in office 
appliance dealers in those local- 
ities where it would be desirable 
to split the franchises. Obviously, 
the dealer who accepts a fran- 
chise assumes responsibility with 
it. 

Another well-known air condi- 
tioning appliance manufacturer 
declares that its distributor in a 
large city is planning a very in- 
tensive activity this coming sum- 
mer through office equipment 
dealers, and that the distributor 
is most optimistic as to the results 
it will bring. 








RETAILERS’ OPERATING COST SURVEY 


FOR OFFICE 

EQUIPMENT 

and SUPPLY 
STORES 


Prepared by 
Research and Statistical Division, 
DUN & BRADSTREET, INC., 
New York, N. Y. 


Note.—The survey at the right, 
released under date of March 5, 
1941, is an informative document 
worthy of careful study by office 
equipment dealers. Comparison of 
the figures presented with indi- 
vidual firm records will be of 
material aid in charting the oper- 
ations of the local enterprise. 
Necessarily the comparison process 
must be tempered with the under- 
standing that no one store faces 
exactly the same circumstances as 
any other store even in the same 
field or the same business com- 
munity. Techniques for applying 
the figures presented are indicated 
in the following paragraphs from 
the report that accompanied the 
survey. Copies of the detailed re- 
port may be obtained by writing 
to the Research and Statistical 
Division of Dun & Bradstreet, Inc., 
290 Broadway, New York, N. Y. 


HE SURVEY has been planned 

and published with full reali- 
zation that no twe retail stores 
are surrounded by exactly the 
same obstacles and advantages. 
Its application to the individual 
store must be governed by a bal- 
anced mixture of caution and op- 
timism. The survey is not a means 
for regimenting all the retailers 
of each trade under a uniform 
gross margin, nor is it intended 
to fit out every retailer with 
matched sets of expense items 
guaranteed to improve his busi- 
ness game. 

But something may be learned 
from a comparison with other 
similar enterprises, much as there 
is sense in comparing the height 
and weight of a growing child 
with the averages for his age. A 
departure from the average does 
not require that the child be 








ANALYSIS OF 1939 OPERATIONS 


Typewriters, adding machines, calculators, 
mimeographing equipment, cash registers and office supplies are the 
major lines of the reporting concerns. Most concerns obtain a larger 
part of their income from the sale of equipment than from supplies. 

The reporting concerns vary widely in size; half of them achieved 
sales volumes between $50,000 and $300,000 for 1939. About the same 
proportion is located in large cities and metropolitan centers. 

Almost every reporting concern extends some credit; the average 
amount of credit extended is about 50 per cent of sales volume. 
About one out of every five makes a small proportion of its sales on 


installment. 


dictating machines, 


This Survey combines the operations of 43 concerns reporting to 
Dun & Bradstreet and 74 concerns studied by the National Stationers 
Association. Valuable assistance was given by the Association in 


the preparation of this Survey. 


DESCRIPTION OF THE SURVEY SAMPLE * 


Total Number of Reporting Concerns 
Aggregate Net Sales, Reporting Concerns 
Typical (Median) Net Sales per Store 
Proportion of Profitable Concerns in Sample 


117 
$ 16,742,106 
165 ,000 


2% 


ScHEDULE I—Typicat OPERATING AND MERCHANDISING RATIOS—1939 


All Profitable 
Conce (x s 
PROFIT AND LOSS STATEMENT 
n percentages of Net Se 
1. Net Sales 100.0 
2. Cost of Goods Sold 59.6 
3. Total Expense * 37.4 36. 
a. Salaries, Owners and Officers 10,4 10,¢ 
b. Wages, All Other Employees 13.3 12.5 
Occupancy Expense _- 5.7 
i. Advertising l. 
f. All Other Expense 8.5 


4. Profit or Loss. (L) Loss 


MERCHANDISE RATIOS 


s. Gross Margin ( of Sales) 40.4 42.8 
6. Realized Mark-up (°, of Cost) 67.9 74.9 


7. Inventory Turnover (Times per Year) Oak 


? ' b 
An analy . the sample by size mcern and size 


Expense item (e) -- Bad Debt Losses -- is omitteca t 


tati er A iat 


Range of Usual 


Unprohtable Profitable Experience 
Concerns Lower Limit Upper Limit 
100.0 
63.3 
42.1 29.7 48.3 
10.4 6.0 16,4 
15.9 9.9 20.2 
4.5 1.8 7.4 
1,2 -7 2.9 
10.1 6.2 13.9 
S.5(L 1.8 12.4 
36.7 27.0 52.7 
58.1 57.0 111.6 
3.3 1.9 5. 
ty appears on the back of this page 
respond withthe tabulations of the National 


AND MERCHANDISING RATIOS * 


Populatio: 


National Stat 


ScHEepute I[—Tue Errect oF SizE oF TOWN ON TypicaL OPERATING 


64.4 
31. 
6. 6 
14.5 18.6 
4.5 3 
1.4 
2 6 
4. 1 
7 .6 3 

+ 64.3 
se t iat - ad 


COMPOSITION OF SURVEY SAMPLI 


mcern 


BY SIZE OF COMMUNITY 


om 


Number of Concerns 
PROFIT AND LOSS STATEMENT 
2. Cost of Goods Sold 6 ) 
3. Total Exy 3%. 
a. Salaries, Owners and Officers < 
b. Wag All Other Employee 11.8 
c. Occupancy Expense 3.7 
d. Advertising l 
All Other Expense 
Taxes 
4 Profit (or Loss 
MERCHANDISE RATIOS 
s. Gross Margir f Sa 39.1 
6. Realized Mark-uy f ( 64.3 
* This table “ f a study of 74 concer 
urtesy it appear e. It differs from 
and Bad Debt Ll . -- expense item (6) -- mitt 
In Percentage The Num 
BY SIZE OF CONCERN 
Anr ja \ p 
Be) Repor g 
Over $300,00 13 ll Over « 
Seeman tp Sante 30 f : 
$50,000 to $1 Ox 29 E 
$30,000 to $<0.0x 1s 13 
$20,00x > $20.00 9 8 
$: * $20.00 lé 1 
Le an § 
117 


Reporting Concerr 
14 
46 3 
33 g 
24 l 
117 1 
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stuffed or sweated to the proper 
weight or trimmed to the proper 
height. Such a comparison pro- 
vides a basis for judging whether 
his weight is reasonable consider- 
ing his bone structure and family 
characteristics. 

Any one store’s deviations from 
the survey averages may indicate 
advantages or disadvantages, un- 
avoidable necessity or error in 
management. As an aid to careful 
analysis and a guard against false 
conclusions some of the alterna- 
tive meanings of these differences 
in ratios are discussed in the fol- 
lowing paragraphs. 

Profit or Loss 

The profit or loss ratio is there- 
fore the logical starting point for 
comparative study and measures 
the net result of management 
policy. In interpreting this ratio 
it is important to remember that 
the survey shows profits as a per- 
centage of sales volume. Conse- 
quently, when the survey shows 
that a trade has obtained a small 
rate of profit it does not neces- 
sarily mean that the trade is un- 
profitable. A small rate of profit 
on sales may yield an attractive 
return on invested capital if the 
investment turns over rapidly. 
Conversely, an impressive rate of 
profit on sales may be a poor re- 
turn on investment if a large in- 
vestment has been made for each 
dollar of sales. 

Profits in retailing are seldom 
the reward of a single brilliant 
tactical maneuver unless it be the 
capture of an outstanding store 
location at an exceptionally low 
rental or purchase price. Much 
more commonly, profits are the 
result of a steady campaign by 
management to maintain a rea- 
sonable margin and to keep down 
expense ratios. The operating his- 
tories of many trades indicate 
that profits result in varying de- 
grees from purchases at low cost, 
sales at prices that neither sacri- 
fice volume nor require large 
mark-downs, adequate stock con- 
trol, and efficient use of space 
and personnel, rather than from 
any Single factor. 

Like a sick man’s pulse, an in- 
ventory which turns over too fast 
or too slowly may be a symptom 
of several ills. If inventory turns 
over more rapidly than is typical 
in the trade, it mav sometimes 
mean that concentration on “fast- 
movers” has stripped the stocks 
too clean and has forced poten- 
tially good customers to walk out 


of the store with their wants un- 
satisfied. Occasionally a rapid 
turnover is associated with high 
merchandise costs because con- 
scientious hand-to-mouth buying 
has deprived the store of the 
wholesaler’s bottom prices. More 
usually, however, too slow rather 
than too rapid a turnover is a 
contributing cause of retail ail- 
ments. 


An exceptionally wide or nar- 
row gross margin ratio is likewise 
a symptom rather than a disease. 
For instance, a narrow margin 
may indicate inadequate mark- 
up, excessive markdowns, poor 
buying judgment or high mer- 
chandise costs. It may in rare in- 
stances be evidence of a well con- 
ceived and successfully executed 
campaign of rapid turnover mer- 
chandising. The unusually wide 
margin is ordinarily assumed to 
be the result of a thoroughly com- 
petent merchandising job, sup- 
ported by shrewd and careful buy- 
ing. When a wide margin, how- 
ever, is accompanied by an un- 
favorable trend of sales volume, it 
may indicate a sacrifice of volume 
because of a policy of high prices. 

An expense ratio larger than 
the average does not necessarily 
plead for changes in basic man- 
agement policy. For instance, a 
high grade of goods and clientele 
may require extra expense and 
yield enough additional margin to 
cover the expense and a good 
profit. The margin, turnover, ex- 
pense and profit ratios must be 
studied together with considera- 
tion for the character of the store. 
But if a merchant’s inventory 
turnover and gross margin ratios 
are in line with competitors’ ex- 
perience, reduction of overhead is 
his most likely source of added 
profit. At the other extreme, a 
very low expense, coupled with an 
unfavorable sales trend, may in- 
dicate failure to spend enough 
money to attract customers, and 
a stunting of the store’s potential 
growth. 


Employee Wages 


Relatively high labor costs, or- 
dinarily a danger signal, may 
merely reflect the decision to pro- 
vide more service in preference to 
spending a larger amount on rent 
or store fittings. A relatively small 
expenditure upon employees’ 
wages may be evidence of efficient 
and economical operation, or may 
mean that employees are too few, 
too low grade, or both, with the 
lack of man power showing up in 
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an unsatisfactory sales volume. 

The small retailer’s total return 
is commonly profit plus salary, 
and an owner’s salary ratio above 
or below average may have little 
or no significance. Frequently, 
bookkeeping convenience or tax 
strategy is the basis for deciding 
whether to draw the earnings of 
the business in the form of salary 
or of profit. An enterprise from 
which the owners or the partners 
draw far more than the average 
percentage of sales may be either 
a bonanza or the victim of a 
bleeding process which will even- 
tually kill it, depending upon 
whether a profit or loss remains 
after the owners’ salaries have 
been deducted. 

The significance of the owner’s 
salary ratio, if it is far below the 
average, depends on the profit 
ratio. If the business is profitable, 
an owner’s low salary may indicate 
an accumulation of working capi- 
tal with which to build a larger 
enterprise. On the other hand, an 
owner’s low salary may be the re- 
sult of a bookkeeping policy which 
shows a substantial profit where 
in reality there is only a reason- 
able wage for labor. 


Bad Debts 


A bad-debt-loss ratio lower than 
the typical may mean that the 
credit and collection policy was so 
strict that sales to good risks were 
sacrificed; but it may be indica- 
tive of a judicious credit policy in 
a neighborhood of responsible and 
honest consumers. On the other 
hand, the exceptiona'ly high bad 
debt ratio may be evidence that 
too liberal a credit and collection 
policy has curtailed profits with- 
out yielding an equivalent gain in 
sales volume; or it may be the 
fruit of an impulse to shake down 
the receivables ledger more vigor- 
ously than in the past. 

It is generally agreed that ad- 
vertising is worthwhile if it yields 
increased sales at a profit, but a 
dubious investment if it merely 
swells volume in a profitless pros- 
perity. Advertising expense as a 
percentage of sales tells this story 
automatically. If the store’s ad- 
vertising has been effective, the 
sales volume has stepped along 
fast enough so that the added dol- 
lars of advertising expense have 
represented no greater percentage 
expense. Similarly, a successful 
advertising campaign is one which 
maintains the _ store’s average 
margin by selling wide margin 
goods as well as staples. 
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Company Anniversary Used to 


ENERGIZE SPRING FURNITURE SALES 


47 UT IS as easy to sell office fur- 

niture during the spring 
months as during the late winter 
peak season.” Those are the words 
of James Sloss, office furniture 
sales manager for the Comfort 
Printing & Stationery Company, 
St. Louis, Mo. They sum up 
briefly the merchandising theme 
of the office furniture department 
during the spring months of each 
year. 

Like many other stationery 
houses featuring a complete line 
of office furniture and equipment, 
the Comfort firm, which has han- 
dled furniture during most of its 
forty-one years of existence, ex- 
periences its “peak” sales period 
from January through March of 
each year—but unlike other firms, 
the management has never been 
content to see sales fall off sharply 
immediately following this period. 
Instead, the Comfort organization 
launches one of the outstanding 
promotions of the year through 
early spring in the form of an 
annual anniversary sale, which 
means increased interest in the 
office furniture line, a_ better 
chance to meet potential new cus- 
tomers, and finally, serves to focus 
the attention of many “half-sold”’ 


prospects on the desirability of 
equipping their offices at once. 
“Our idea of preventing a sales 
slump is actually compounded of 
two thoughts,” 


Mr. Sloss explains. 
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“First, carrying to the attention 
of the average prospect that it is 
spring housecleaning time in his 
own home, and conversely should 
be the correct time at which to 
improve his office appearance and 
facilities, and second, giving the 
anniversary sale a number of 
value specials’ which cannot fail 
to attract his sense of economy. 
Each performs a distinct part in 
making a success of our annual 
Sale, and has given us the benefit 
of six weeks longer annual peak 
season than is ordinarily to be 
expected.” 


Twenty Per Cent of Furniture 
Sales in Spring 

As an example of office furni- 
ture merchandising on the plane 
of “spring dressing up,” the Com- 
fort Printing & Stationery Com- 
pany has often enjoyed 20 per 
cent of its total volume in office 
furniture sales during the spring 


season—unusual from many 
standpoints. Moreover, it has been 
able to consistently sell complete 
office suites of furniture solely on 
the idea of ‘“housecleaning;” 
which brings the office up to a 
modern standard, presents an at- 
tractive impression to visitors, and 
allows the business man to feel 
that he is starting the year with 
a handsome environment. 

To effect this angle of the pro- 
motion, salesmen are given in- 


structions to pick out one out- 


moded or obsolete piece of furni- 
ture in each of the offices they 
cover, and to tie in with the anni- 
versary Sale in suggesting that the 
prospect take this opportunity to 
replace it, whether a desk, lamp, 
file, office machine, or even a 
chair. time one such item is 
finally sold, is not unusual for 
the customer ot look at his mod- 
ern chair or desk, or whatever 
is concerned, and see how far 
ahead it is than the rest of his 
furniture and the result often is 
that he buys a complete set of 
furniture from this one Sale. 

“We find the spring months fre- 
quently give us an opportunity to 
clinch sales which are more or 
less half-made and hanging fire,” 
Mr. Sloss added. “Where the cus- 
tomer has shown definite interest 
in new furniture, but will not 
quite buy it for some reason or 
another, the appeal to his sense 
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of pride, plus possible savings 
with the anniversary feature, will 
usually turn the trick.” In this 
way, most of the prospects listed 
as interested, but not sold, are 
converted into actual buyers year 
by year. 


Steps in the Promotion Plan 


The anniversary sale is a well- 
balanced sales program which has 
been carried out successfully for 
the past six years—epitomizing 
the growth of Comfort Printing & 
Stationery Company from a single 
desk in 1900 to the large organ- 
ization of today. The promotion 
begins with a sales meeting and 
dinner for all ten salesmen of the 
firm, usually on the first of April, 
when the management explains 
the specials which will be offered 
during the month, and asks for 
suggestions and discussions from 
all salesmen. To last for one 
month, the anniversary includes 
markdowns on certain items 
which make it reasonable to buy 
with economy in mind, and in 
addition, points out to the buyer 





that he is dealing with a firm 
forty-one years old. 

Markdowns cover the entire sta- 
tionery, printing, equipment and 
office furniture lines of the store, 
usually approximating 10 per cent 
on office furniture. During the 
anniversary, Mr. Sloss re-arranges 
his large second-floor office furni- 
ture salon to show each wood in 
its own surroundings, steel desks 
in harmonized groups, and general 
furniture classified to be as ap- 
pealing as possible. For example, 
popular new steel furniture is 
grouped at the front of the build- 
ing, and marked with large post- 
ers reading “10 per cent off’ 
“15 per cent off,” or whatever the 
markdown may be. 

All employees of the store wear 
identifying buttons with the year 
of the anniversary on their lapels 

-huge disks bearing “41” for the 
1941 feature, for example. There 
are also banner posters on the de- 
livery trucks of the company, 
bearing the words “Anniversary 
Sale” and the year, which create 
much public attention. 
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Most effective arm of the anni- 
versary sale is a twenty-page 
folder, featuring on its cover a 
complete history of the Comfort 
Printing & Stationery Company 
from its beginning in 1900, 
through a dozen moves to the 
present building, giving the square 
feet occupied at each move, and 
the address. These are arranged 
around a personal letter from the 
management to its friends and 
customers outlining values to be 
found during the sale, and invit- 
ing a visit to the store. Six thou- 
sand of these are mailed to regu- 
lar customers and new prospects, 
and are all followed up by news- 
paper advertising which daily fea- 
tures a different bargain from the 
Store, and calls by salesmen. 

In this way, the Comfort firm 
“bombards” its prospects with sev- 
eral effective promotions at once, 
and combined with the spring 
housecleaning feature developed 
by Mr. Sloss, has been able to 
each year make spring as profit- 
able a sales period as the deep 
winter months. 





Mr. Sloss of the Comfort Printing & Stationery Company, St. Louis, Mo., Demon- 
strates a Typical Marked Down Desk. 





DESK EFFICIENCY.—What are the principles by which to 
judge desk efhiciency? Whether it’s the rough desk of the shipping 
clerk or the highly polished desk of the executive, a desk has the 
same basic functions: (1) It is a surface on which to work. (2) It 
is an orderly, systematic tool kit for the immediate necessaries of 


work. 


usable raw materials of work. 


—From The Office Economist, 


(3) It is a temporary storage place for the immediately 


Published by Art Metal Construction Company. 








FIRE DIDN’‘T BOTHER OWNER OF THESE SHAW-WALKER UNITS.— 
A conflagration which broke out in a building housing the Producers 
Livestock Commission Company, East St. Louis, Ill., did not worry the firm 
because their records were enclosed in these five Shaw-Walker Fire-Files. 
The fire, however, was brought under control before reaching the com- 
pany’s offices. Installation of the files was made by V. E. Noel, of the 
Shaw-Waiker St. Louis, Mo., branch. The cabinets are typical of numer- 
ous others providing fire protection in various parts of the country. 


MURPHY CHAIRS IN A SHOE STORE.—Brandt’s Shoe Store, Chicago, 
recently installed this array of chairs of the Murphy Chair Company, 
Owensboro, Ky., to match the general light tone of the establishment. 
Large, comfortable and richly upholstered the chairs add to the modern 
atmosphere of the store by their attractive and up-to-date designing. 
Conventional shoe store seating is effectively avoided. 





A JOB WELL WORTH BRAGGING ABOUT.—lIf the office equipment 
company of Stevenson & Son, San Francisco, is a little pleased with itself 
over this recent installation it is justified. The firm did this job in the 
offices of the Sacramento Abstract & Title Company, Sacramento, Callif., 
and it includes Shelbyville desks of the Modernized Commercial group, 
some of the island base type and others in the four-leg style, all with 
green linoleum tops. The chairs are all of the Johnson Chair Company’s 
Century-Airline group. 





MOSLER DOCUMENT PROTECTION.—This Mosler insulated record con- 
tainer, (right) made by the Mosler Safe Company, Hamilton, Ohio, was 
recently installed in the offices of the Hydraulic Press Manufacturing 
Company, Mt. Gilead, Ohio, to house vital papers and records. It is shown 
on the right of a battery of Art Metal files. The interior of the unit was 
designed to meet individual requirements of the company. 
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IMPERIAL DESKS CREATE ATMOSPHERE OF BEAUTY.—The two pri- 
vate offices of the International Steel Company were designed to combine 
dignity with attractiveness and beauty so naturally considerable attention 
was given to the furniture to be included. As a result Smith & Butter- 
field, Evansville, Ind., visited the two men who were to occupy the offices, 











ABOVE.—Interior view of the chamber music room of 
the Kleinhans Music Hall, equipped with special chairs 
manufactured by The Sikes Company, Inc., with (inset) 
a close-up of one of the units. There were 800 chairs in 
the installation, the seats and backs making one con- 
tinuous unit with form latex interior and fabric covers. 


AT RIGHT.—When the Commercial Travelers Loan & 
Homestead Association, Pcoria, Ill., recently moved into 
a new home the Ray Defenbaugh Company, General 
Fireproofing Company dealers in Peoria, was right on 
the job with the result that this installation was made 
and approved by the firm. It includes desks, chairs, 
Super-Files, vault equipment, a 5300-line counter and 
several other items. The counter includes a special 
low-height section for a window posting machine. 





and showed them several desks manufactured by the Imperial Desk 

Company, Evansville. The two beautiful models chosen are shown in the 

above pictures which demonstrate how perfectly the desks match the other 

tasteful appointments of the offices. Note the modern lighting fixtures 
and the Venetian blinds. 


BELOW.—This private office of the D. & B. Pump Supply Com- 
pany, mid-continent division of the Emsco Derrick & Equipment 
Company, is furnished with products of The General Fireproofing 
Company, Youngstown, Ohio, for its occupant, Sales Manager 
R. B. Stanbery. G-F’s 1800 line desks were chosen for this 
room by The Dorsey Company, Dallas, the General Fireproofing 
representative responsible for the installation. 











TWO FINE METAL OFFICE FURNITURE COMPANY INSTALLATIONS. departments. 
—(Left) Battery of Steelcase files recently installed by Myers Minott & 
Company for the Court of Appeals of Brooklyn, N. Y. Steelcase tables, 
storage cabinets and special document files were also placed in various 


(Right) Part of an installation of Steelcase desks for the PAR 
Chicago Park District's new building. Spak & Natovich, Chicago repre- Cons 
sentatives of the Metal Office Furniture Company, Grand Rapids, Mich., of a 
made the installation. insta 


tiful 


GUNLOCKE CHAIRS GO TO COLLEGE.—The Gunlocke Chair Company, 
Wayland, N. Y., through its Columbus, Ohio, exclusive dealer, The and the cafeteria. 
Columbus Blank Book Manufacturing Company, recently got an order 
to provide several varieties of chairs for the Denison University, Gran- 


ville, Ohio, with the above results. (L to R) The college’s student lounge 

All of the furniture shown was of Gunlocke manu- 

facture including the chairs and tables in the cafeteria and the leather- 
upholstered club chairs, davenports and the tables. 
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MACEY PRODUCTS TAKE A BOW.—(Left) The steel department of the 
Maryland Office Supply Company, 128 West Lafayette street, Baltimore, 
Md., showing a complete display of Macey desks, files, chairs, etc. This 
firm has a large stationery and wood furniture department not shown in 
the picture. (Right) Part of a very large installation of Grade A equip- 


ment which J. D. LeBlanc, Inc., exclusive distributor in New Orleans, La., INSUR 
for The Macey Company, placed in the offices of Wembley, Inc. The Insura 
latter organization manufactures neckwear and will use the equipment with 
shown to house paper boxes in which thousands of ties must be kept in with ¢ 
excellent condition. branch 
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PARADE OF ART METAL PRODUCTS.—(Left) This battery of Art Metal 
Construction Company Mainliner desks is now in operation in the offices 
of a large manufacturing concern near Baltimore, Md., and was sold and 
installed by the company’s Baltimore branch. (Center) These two beau- 
tiful Dynamique models were ordered for a private office of the same 





BEAUTY BY LEOPOLD.—Above are three views of the offices of the 
Freuhauf Trailer Company, Detroit, after the office furniture firm of 
Walter J. Duncan, Inc., installed The Leopold Company products. Carpet 
is a blue-green shade and chairs are upholstered in a light tan leather 








INSURANCE TAKES TO Y AND E.—When the Butcher's Mutual Casualty 
Insurance Company, New York City, recently decided to equip its offices 
with modern furniture and equipment it went Y.andE. in a big way 
with the result that the above greeted the camera after the New York 
branch of the Yawman and Erbe Manufacturing Company got through 





manufacturing concern and were installed with the Mainliners in the 
general office. (Right) These Art Metal Airline desks were part of another 
installation made by the company’s Baltimore office, this time in the 
general offices of the Warner Freuhauf Trailer Company, Inc. The in- 
stallations show how Art Metal equipment fits into varying backgrounds. 


with the club pieces in dark green. Hangings are in a plum shade with 

wide stripe and Venetian blinds are cream colored. Top-grain leather 

table and end table pads are in the same color as the covers on end 
pieces. The lighting is of the latest fluorescent type. 





with a good job. All the equipment, counters, desks, files, etc., were 

finished in the company’s Neutra-Tone gray and the counter in the recep- 

tion space was given a moulded flush green linoleum top and rounded 

corners. The desks are Styled Associate models. The spacious reception 
area permits rapid service to clients. 
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EDITORIAL 


High Interest in District Meetings 


#¢ INCREASED attendance over that of previ- 
ous years has consistently characterized the 
regional meetings held thus far in the annual 
series conducted by the National Stationers As- 
sociation. In its travels from coast to coast and 
border to border, the N. S. A. troupe has not 
only met with record conventions but found 
interest and participation surpassing the fine 
response usually accorded by the trade mem- 
bers in the states of each area. 

Thus high interest bespeaks the alertness of 
the enterprising commercial stationer, who 
realizes the importance of keeping abreast of 
the times and informed on the affairs of his 
industry. It is likewise a favorable commen- 
tary on the high value placed on the association 
as a medium of interpreting the factors in- 
fluencing the dealer’s business and aiding him 
to meet his individual problems. 

The meeting programs, some of which are re- 
ported in this and the last issue, have been es- 
pecially fruitful of practical ideas and methods 
in great variety. Accordingly, the large attend- 
ances and accelerated interest are justified by 
what the members take home to their businesses. 


—_-—- 


Management's Present Importance 


#4 TWO of the featured articles in this issue 
have a direct bearing on today’s problems of 
retail management. As they deal with basic 
factors related to operations and resulting prof- 
its, they afford material for thoughtful study. 

The article entitled “Keep Enough Working 
Capital Working for You” is the first in a series 
to be devoted to the various phases of good busi- 
ness management. Attention to which becomes 
increasingly important as the items of expense 
and taxes tend to rise. 


Dealers will find the article headed “1940 Re- 
tailers’ Operating Cost Survey for Office Equip- 
ment and Supply Stores,” by the Research & 
Statistical Division of Dun & Bradstreet, Inc., 
both timely and valuable as a basis for initiating 
improvements or as a source of confidence in 
the soundness of their management and mer- 
chandising policies. The survey reveals the com- 
bined average operating results for 117 office 
equipment stores, including 74 concerns studied 
by the National Stationers Association, figures 
for which were previously released by the as- 
sociation at its last convention. 

Every store executive should be acquainted 
with the operating averages of similar establish- 
ments in the field, but in making comparisons 
one should not fail to read the discussion of the 
alternate meanings which may apply to a store’s 
departure from the survey ratios. The differ- 
ences may mean “advantages or disadvantages, 
unavoidable necessity or error in management.” 
It is as important to guard against false con- 
clusions as it is to be informed on the trade 
averages. 

Careful study of the various ratios reveals the 
great extent to which management’s control 
determines the net profit results. 

A tremendously significant statement in the 
report well approaches a summary of the situa- 
tion by indicating that most commonly profits 
are the result of a steady campaign by manage- 
ment to maintain a reasonable margin and to 
keep down expense ratios. “The operating his- 
tories of many trades,” continues the statement, 
“indicate that profits result in varying degrees 
from purchases at low cost, sales at prices that 
neither sacrifice volume nor require large mark- 
downs, adequate stock control, and efficient use 
of space and personnel, rather than from any 
single factor.” 


HERE AND THERE 


BIG NEWS! MAN INSISTS ON sent a brand new one. But a short haps you would like to have me pay 


PAYING FOR RIBBON 

"Man Bites Dog" is undoubtedly 
legitimate news but there are other 
kinds just as startling which come 
to light once in a while. Take, for 
instance, the following story from 
H. E. Russell, of The Office Equip- 
ment Company, Des Moines, lowa. 

W—a—y back in 1936 Mr. Russell 
sold a Corona adding machine to 
L. M. Sorenson, Sorenson Furniture 
Company, Latimer, lowa. At the 
time of sale the buyer was not quite 
satisfied with the ribbon and was 


time later the portable owner found 
that a minor adjustment made the 
original ribbon work perfectly. 
Five years later (last month, to 
you) Mr. Russell received the follow 
ing letter from Mr. Sorenson: 
"Quite a long time ago now, Feb 
ruary, 1936, | bought a Corona ac 
counting cashier from you and at the 
time | though the ribbon in the ma 


chine did not print well. However 
it happens | nave peen using Tne 
original ribbon up to now. Since this 
first ribbon did so well | thought per 


for the second ribbon which you let 
me have at the time.” 

And he insisted on the company 
keeping the seventy-five cents en- 


closed! 





MY HEART GOES STRAYING 


In February we recorded the pass- 
ing of our friend John W. Messi 
more. Naturally it sent our minds 
back in memory to a number of his 
poems, which we have presented 
from time to time. Particularly we 
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recalled the last one, printed in Feb- 


ruary, 1940. We give it again: 
The canyons of the city, 


| | 


I've known and loved them well! 


The canyons of the city 

I've yielded to their spell! 

I've loved the towering skyline 
Its artisans have drawn 

But now my heart goes up the hill 
Beyond the wood and on. 

The daylight's silent omen 

‘f scurrying crowds to come 

The restless beat of commerce 
The city's ceaseless hum— 

The thrill long known seems waning 
Perhaps already gone, 

For now my heart goes up the hill 
Beyond the wood and on 

From distant forest pathways 
That form a world apart 

Come far-off, haunting voices 
That echo in my heart! 

| long to follow new roads 
And know a different dawn 

For now my heart goes up the hi 
Beyond the wood and on. 





BUTTERFIELD OUTKYSERS KAY 
IN NOVEL DINNER PROGRAM 

Sidney Butterfield, Smith & But 
terfield, Evansville, Ind., stepped out 
of character recently when he ap 
peared in cap and gown and con 
ducted a College of Agency Know 
edge for the benefit of the Family 
and Children's Service, Inc., a Com 
munity Fund agency. 

Mr. Butterfield out-Kysered Kay 
Kyser, the radio star whose College 
of Musical Knowledge was the in 
spiration for the Evansville station 
er's laugh-inspiring program. A 
great many of the questions put tc 
the audience by the inquisitive Com 
munity Fund booster were serious but 
a generous quantity were admittedly 








1941 -1855=86 


A PAST MASTER IN THE ART OF 
ACCUMULATING YEARS GRACE- 
FULLY.—Such is a thumbnail descrip- 
tion of our old friend, J. N. Kimball 
who takes time out every year to 
remind us that with each February 
26 he tacks another year on to his 
age and sends out a birthday card 
funnier and more refreshing than the 
year before. A philosopher by nature 
and an angler by choice, Mr. Kimball's 
card, shown above in reduced form, 
smacks of the delightful humor with 
which this ever-youthful 86-year-old 
youngster has regaled his friends for 
lo, these many moons. 





silly. But the show was a distinct 
success from every angle. 





McCOLLEM STARTLES KANSAS 
CITY WITH ANCIENT 
CARRIAGE 
Paul R. McCollem, office furni 
ture dealer of Kansas City, Mo. 
recently sprung a surprise on the 
residents of his city when he con 
fronted them with a carriage of the 
1861 period, drawn by two horses 
and carrying several persons in cos- 
tumes from the time of Charle 

Dickens. 

Mr. McCollem, a student of the 
English classics, purchased the car- 
riage as a permanent reminder of 
the days that are gone. He was 
particularly impressed with the vehi 
cle when he learned that it was 
made in 186! and was first owned 
by the governor of the state of 
Kansas. 

Just to keep things right he, Mr 
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TOP.—The 1861 carriage outside the 

McCollem home. (Lower) Dressed in 

costumes to match are, left to right, 

Miss Mason, secretary to Mr. McCol- 

lem; Mr. McGrath, a friend and neigh- 

bor; Mrs. McCollem, Mr. McCollem. 
and Mr. Ohland. 


McCollem and several friends rode 
about the city dressed in pic 
turesque costumes and with their 
carriage piloted by Jefferson Poin 
dexter, whom the carriage owner 
describes as a gentleman of the 
South "with no place to go and a 
day to get there.’ 

Mr. McCollem is the local repre 
entative of the Metal Office Furni 
ture Company, Grand Rapids, Mich. 





JONAS' HOBBY BUILT AROUND 
CHRISTMAS SPIRIT 
When R. A. Jonas, Sr., of the 
Oxford Filing Supply Company, i 
Julges in his hobby he stresses the 
Yuletide spirit and he makes other: 
happy. For, be it known, his hobby 
decorating an unusual Christma: 


n an unusual manner. 
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Outside Mr. Jonas’ home at Bald- 
win, Long Island, N. Y., is an ever- 
green tree which towers thirty feet 
into the air. And when the Yuletide 
approaches it is ablaze with lights 





THE JONAS “HOBBY” TREE.—Be- 
cause blue does not photograph well 
a special process was used by Sam 
Wood, of the Oxford organization, to 
produce the beautiful and impressive 
picture presented here. 


from bottom to topmost branch. 
When the tree was first planted it 
required but a very few lights. As 
it grew from year to year more were 
added until today it supports 2800 
of the lights and they are all blue. 
This unique and beautiful effect was 
created by Mr. Jonas who wrapped 
each lamp in blue cellophane. 

The tree is the pride of the Jonas 
home and its neighbors as each year 
it adds its silent tribute to the peace 
yn earth spirit of the season. 





SKI PLUS SEVERE COLD NEARLY 
GETS HIGGINS DOWN 
FOR COUNT 

Tracy Higgins, president of Chas. 
M. Higgins & Company, _Inc., 
Brooklyn, can take it! And it is just 
as well because a series of mishaps 
nearly had him down for the count 
ast month. 

It all started when Mr. Higgins 
essayed a ski trip and suffered a 
tumble which resulted in a frac- 
tured bone in his right leg. The 
accident occurred in the vicinity of 
Dartmouth College—his Alma 
Mater—so he was confined to the 
school infirmary for several days 
before returning to his desk. 

Then a severe case of bronchitis 
came to the fore and despite medi- 
cal attention nearly turned into 
bronchial pneumonia before Mr. 
Higgins was pronounced definitely 
out of danger. Because of the in- 
ijured leg, however, he expects to 
be on crutches for a month. 











SALES PROMOTION 


Quotes and Comments 








“THAT MAN IS MOST ORIGINAL WHO IS ABLE TO ADAPT FROM THE GREATEST NUMBER OF SOURCES’’—-CARLYLE 





SLOGAN CONTEST NEARS END 
Last Chance For “Ivan Allen *100 Cup” 


April 20 Closing Date of National Competition for Sales Slogans; 
Contest Open to All in Office Equipment Industry; Trophy Will be 
Presented at National Stationers Association Chicago Convention 


S the industry’s slogan con- 

test swings to a climax in its 
final period, the remaining days 
are bringing increasing entries for 
the “Ivan Allen $100 Trophy” and 
the five one-year subscriptions to 
OFFICE APPLIANCES. 

From not only all sections of the 
United States but also from Cana- 
da have come slogans in great 
variety. Submitted both for the 
contest and for the use of every- 
one in selling office equipment 
and supplies. 

On April 20, at 5:00 p.m., all 
slogans will go to the judges. So, 
if you have a good slogan send it 
to OFFICE APPLIANCES now! 

Presentation of the cup will be 
made a feature of the National 
Stationers Association convention 
in Chicago, October 5 to 8. The 
winner will keep it permanently. 


Contest Rules 


A slogan should consist of an 
impelling expression, in phrase or 
sentence form, which will stimu- 
late the buying urge of the office 
equipment user. 

The contest is open to any deal- 
er in commercial stationery, office 
machines, or office furniture; any 
manufacturer of office equipment 
and supplies; and to any Sales- 
man or other employee of the 
above dealers or manufacturers. 

Contestants may submit any 
number of slogans. 

Judges will be Charles P. Gar- 
vin, general manager, National 
Stationers Association; Charles A. 
H. Thom, vice-president and sec- 
retary, Gregory, Mayer & Thom 
Co., well-known stationers of De- 
troit, Mich.; and Atwell Jackson, 
authority on sales promotion. 


Slogans Submitted 


The interesting slogans below 
and on the opposite page were 
submitted during the past month. 

“You don’t make your wife slave 


in an old-fashioned kitchen, so 
don’t make your employees slave 
in an old-fashioned office.” 

“Reduce your overhead, 

Increase your volume, too. 

Go see your Stationer, 

See what he can do for you.” 

“Use our good offices for your 
office’s good!” 

“Friendly service.” 

“Prosper with proper station- 
ery. 


“Your stationer can increase 
your net profit.”’ 

“Better stationery for better 
business.”’ 


“Business thrives on good sta- 
tionery.” 

“To cut office expenses—see your 
Stationer.” 

“See your stationer for an eco- 





IVAN ALLEN TROPHY 


This beautiful cup, standing 29 inches 

high, to be appropriately engraved and 

awarded the contest winner, is offered 

by Ivan Allen, Sr., chairman, Ivan Al- 

len-Marshall Co., Atlanta, Ga., and 
a past president of the N. S. A. 


nomical, smooth running office.” 

“Proper office appliances will 
cure many headaches.” 

“Maximum work in minimum 
hours—with modern office equip- 
ment.” 

“Clothes make the man and 
modern office equipment makes 
the office.” 

“Modern office equipment opens 
the door to profits.” 

“Look the part with some smart 
office equipment.” 

“Work in an air of dignity by 
having your background impres- 
Sive.” 

“A well-equipped office gets you 
off on the right foot.” 

“Your office equipment can help 
or hinder your progress.” 

“A prosperous office deserves 
fine equipment; a poor one needs 
it.” 

“Fewer mistakes and faster, 
easier work with new office equip- 
ment.” 

“Improve your business and of- 
fice with new appliances.” 

“The best in office equipment 
and latest appliances makes you 
feel proud.” 

“By your office equipment and 
systems you Shall be known.” 

“Let your office equipment ease 
your burden.” 

“Buy good equipment and think 
of the cost last.” 

“To your public, your office is a 
mirror of your efficiency. Does its 
equipment justly reflect you as a 
successful 20th century business 
man?” 

“Office equipment for office effi- 
ciency.” 

“Modern office equipment brings 
office efficiency.”’ 

“We have it for sale. You use it 
for results.” 

“A complete office is an efficient 
office.” 

“Your Stationer is the connect- 
ing link between your office and 
greater efficiency.” 

“When your system seems in- 
adequate, consult your stationer.”’ 

“Your modern stationer knows 
how to make your systems save 
you time and money.” 

“The modern stationer of today 
can tell you how to make your 
business pay.” 

“The correct equipment is not 
overhead—it is a necessity that 
you cannot do without.” 

“Modern equipment, as offered 
by your stationer, isn’t a luxury 
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any more. It is a business neces- 
sity.” 

“In this modern age, select a 
stationer who is up-to-the-min- 
ute.” 

“As you value your personal ap- 
pearance—value your office equip- 
ment and stationery.” 

“The world has changed and 
your modern stationer is right up- 
to-the-minute.”’ 

“The modern stationery busi- 
ness has become a scientific study 
of equipment and systems. Con- 
sult him today and you'll be more 
than satisfied with his advice.” 

“Your equipment and stationery 


are ‘YOU’ to your customers. 
Therefore, make your business 
stand out.” 


“Your stationer is not an order- 
taker any more. He is an author- 
ity on equipment of all types. Con- 
sult him today.” 

“Your success in business de- 
pends on your equipment being 
up-to-date. See your stationer be- 
fore it is too late.” 

“Your business is vital to you. 
Your stationer can tell you how to 
bring it up-to-date.” 

“As you know the problems of 
your business — your Stationer 
knows the problems of all forms 
of business and can help you to 
make your business pay. See him 
today.”’ 

“The more opportunities a per- 
son has to study, the better 
equipped he is to serve. Your mod- 
ern stationer is in a position to 
study all forms of business and 
can serve your business best.” 


Service Emphasized 


“The modern stationer of today 
is more than a business man. He 
is an equipment and systems spe- 
cialist whose advice is free.” 

“The modern stationer of today 
is rendering business a_ service 
without charge for advice. Con- 
sult him regarding your problems 
relating to systems and equip- 
ment.” 

“Is your office ‘offensive’ or ‘de- 
fensive’? Be prepared with mod- 
ern and efficient equipment.” 

“Modern office equipment is a 
public announcement of progress 
made in business or profession.” 

“Trade in your old-model furni- 
ture for modern office equipment, 
and be fair to your business or 
profession.” 

“Streamline your business with 
up-to-date office furniture.” 

“Take the brakes off your busi- 
ness with modern office equip- 
ment.” 

“Remove your office ‘blackout’ 
and give the ‘all-clear’ with new 
and efficient furniture.” 

“Your appearance reflects you— 
your office reflects your business. 
Ask your office equipment dealer 


why.” 
“Pleasant surroundings create 
pleasant thoughts. Pleasant 





ASSORTMENT OF SLOGANS DISPLAYED 


‘Did you ever see a successful business without 
Office Equipment?” 


If there are derelict employees in your factory, there 
is derelict Equipment in your office 


“A business of business necessities.” 
“The best business has the best equipped office.” 


“It’s how you use it that counts in Office 
Equipment.” 


Behind in your ofhce work? Decentralize with Of 
hee Equipment.” 


“The brains of business use Office 


Equipment.” 


“Money making devices—Of fice Equip- 
ment.” 

“Diagnose modern business diseases with Of- 
fice Equipment.” 


“Too much or too little Offic 
time and moncy.” 


Equipment wastes 


“Obsolete Office Equipment is a monkey wrench in 


office routine.” 


‘The Office is the Trading Post.” 


“Office Equipment breaks the ‘log jam’.” 


Has your office work outgrown your Office 
Equipment?” 


“Speed up your part of the Defense Program 
with new Office Equipment.” 


“Is antiquated Office Equipment putting 
brakes on your business?” 

“Better tools for better offices.” 
“Management in action—Office Equipment.” 
“Business stimulators-—Office Equipment.” 


“Build your business for the future with the tools we will 
furnish you today.”’ 


“Instruments of business.” 
“Office Equipment stimulates business."’ 


Guardianships of busimess, vigilant, resolute, ready for ac 


to Ofhee Equipme 


“Bottlenecks in business avoided by Office Equip- 
ment.” 


Printing is the inseparable companion of achieve- 
ment.” 


“Wings for office work--Office Equipment.” 


Ivan Allen, Sr., contributes these slogans, though none is entered in contest. 





thoughts create business. Make 
your office pleasant.” 

“A just pride is yours in a well- 
appointed office.” 

“Be proud of your success. Prove 
it with modern and efficient office 
equipment.” 

“Efficiency need not be dull. Up- 
to-date office equipment proves 
that. Call your dealer.” 

“Take a short cut to profits with 
modern and efficient office equip- 
ment.” 

“You work for your office. Let 
up-to-date office equipment work 
for you.” 

“Profits come but profits go, 

When office equipment works 

too slow. 

Modern equipment does not cost, 

It saves those profits that might 

be lost. 

Inquire now from your dealer.” 

“You can’t buy success, but you 
can buy the means to it. Ask your 
ofiice equipment dealer—now.” 

“Always striving to make routine 
work in business easier.” 

“25,000 items to answer our cus- 
tomers’ problems.” 

“The oldest business in the 
world supplying modern business 
with the newest in business tools.” 

“Modernizing business with tools 
for a modern world.” 

“Business equipment for the 
business man.” 

“Up-to-date tools for the up-to- 
date business.” 

“Business tools for the heart of 
business.” 

“Scientifically progressing to 
perfection the means of keeping 
your business records.” 

“You live in your office home. 


Live right—make your office a liv- 
ing place.” 

“Let us furnish the keys to a 
successful business.” 

“Equipping business with mod- 
ern equipment.” 

“Make your office work easier 
with equipment that is pleasier.” 

“Borrowing the inventions of to- 
morrow for the business tools of 
today.” 

“The business man’s department 
store.” 

“We pay for what we need, 
whether we get it or not.” 

“A well-planned office reflects a 
well-ordered business.” 

“Systematic planning of office 
routine brings greater sales vol- 
ume.” 

“Successful business procedure 
is realized only through the proper 
use of modern equipment.” 

“Commercial success is acquired 
only through the application of 
modern methods.” 

“Reduce the payroll with mod- 
ern equipment.” 

“Save time and effort with mod- 
ern equipment.” 

“Invest in modern equipment 
for greater clerical results.” 

“Increase clerical ability with 
modern equipment.” 

“Your office is the ‘dynamo’ of 
your business ‘machine’. Keep it 
running smoothly with our prod- 
ucts.” 

“Let us streamline your office 
for the business of today +o build 
a Safer, sounder business tomor- 
row.” 

“Synchronize your office proce- 
dure with our streamlined office 
products.” 











NEW MACHINES AND DEVICES 





TRANSCRIBING DESK BY G-F JOSEPH DIXON’S “PATRIOTIC” PENCIL 

volume dictation justifies The Joseph Dixon Crucible Company, Jersey City, 
N. J., has created a new pencil in keeping with the 
times and trade-named the Yankee 1775. Measuring 


Designed for use where 
dictating machines, a new metal transcribing desk is 
being introduced to the trade by The General Fire- 
proofing Company, Youngstown, Ohio. 

In the new desk’s design the center is cut well back 
and provides room for both the typewriter and the <—— 
dictating machine. An auxiliary top drawer replaces $s 
the usual disappearing shelf and is divided for effi- THE “YANKEE 1775” PENCIL 
cient keeping of clips, pins, telegraph blanks and small 


SEE YANKEE M 0IxKoNn 1775 





seven inches in length, the pencil radiates a patriotic 
motif by bearing down its hexagonal length alternat- 
ing red and white stripes, topped by a wide blue band. 
Because of its extra length plus the attractive dress, 
the Yankee 1775 combines an eye-appeal by its color 
combination with a buy-appeal of a novelty geared to 
the times. 
—> 

UEF ANNOUNCES NEW SUNDSTRAND MODEL 

A new adding-figuring machine which computes 
sixtieth fractions has been announced to the trade 
by the Underwood Elliott Fisher Company, 1 Park 
avenue, New York, N. Y. The machine has been par- 
ticularly designed for use in defense production prep- 
arations to add and substract minutes or hours, but 
is also suited to any business which uses this data 
in figuring work. 

Because exact records of time have become increas- 
ingly important where legal requirements specify an 
accurate tabulation of working hours for each em- 





THE G-F TRANSCRIBING DESK 


stenographic accessories. Each drawer is designed for 
the handling of all items needed by the machine 
transcriber. 
*—-> 

NEW BIRCHER LETTER-OPENER ANNOUNCED 

The Bircher Company, Rochester, N. Y., manufac- 
turers of Lightning letter openers, is now placing on 
the market a new model listed as the A-9. It is claimed 
this model possesses flexibility through a new mail 
feeding principle that insures a fine, straight cut from 
the edge of all envelopes without damage to the en- 
velope’s contents and that it will open long and short, 
thick and thin envelopes without adjustment. It is 





UNDERWOOD SUNDSTRAND 


ployee be maintained, the new Sundstrand will add 
and subtract minutes, as they accumulate, to make 
hours, and will also give a listing and total of actual 
hours and minutes. One of the special uses for which 
the machine was made is the figuring and recording 
of flying time in connection with the airplane industry. 

The Underwood Sundstrand keeps the ten-key key- 
THE A-9 MODEL LETTER OPENER board operation principle for touch figuring, and a 
single extra key allows the sixtieth fractional feature 
to be disconnected when it is desired to use the unit 
as a Straight adding machine with direct subtraction 





also claimed the machine will open safely bulky mail 
and that it is equipped with a high speed ventilated 
motor that insures the machines against overheating and credit balance features. 
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NEW MODEL BARRETT GRAYTONE 821A 
Announcement has just been made by the Barrett 
adding machine division of the Lanston Monotype Ma- 
chine Company, of a new addition to their “Aristocrat” 





THE NO. 821A ADDING MACHINE 


line of Barrett adding machines in the beautiful new 
Graytone Styling. 

This new model, known as the 821A, is the Graytone 
successor to their Model 82A, for so many years one 
of the most popular of Barrett models. 

The Model 821A has all the features of its predecessor, 
including the nine column capacity and direct sub- 
tracting features. This machine also has a non-add, 
non-print, correction, and repeat keys, visible adding 
dials, and total and sub-total keys. 

The Barrett vacuum air governor makes possible an 
even, smooth operation regardless of climatic condi- 
tions or temperature changes. Other features are roller 
bearing key stems, creating an exceptionally light touch 
keyboard, and a shock absorbing handle, with a short, 
easy and rapid action. The machine is nearly noiseless 
in operation. 

Further details can be obtained by writing to the 
company at the Monotype building, Twenty-fourth and 
Locust streets, Philadelphia, Pa. 

a re 
NEW MACEY WASTE BASKET 

The Macey Company, Grand Rapids, Mich., is an- 
nouncing a new waste paper basket as the latest addi- 
tion to its line of office furniture. The new item is 
featured by a number of notable improvements in- 
cluding the following: 

1. The basket is fully encircled by a half-inch solid 
rubber belt at the top as a protection both to itself and 
nearby furniture. 2. Instead of metal legs it has 
four oval block rubber feet as a protection for floors 





THE NEW MACEY WASTE BASKET 


and floor coverings. 3. It is attractively designed in a 
round-cornered pattern to harmonize with present- 
day, streamlined desks 
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NEW VICTOR CERTIFIED SAFES 


A new, large size “A” grade four hour safe 42-3/16 
inches wide, 60 inches high, 28% inches deep inside 
has just been announced to the trade by The Victor 
Safe & Equipment Company, Inc., North Tonawanda, 
N. Y. 

This new safe, also available in “B” grade (two 
hour) bears the certification labels of both the Under- 
writers’ Laboratories and the S. M. N. A. besides meet- 
ing Federal Specification AA-S-81. 

Designed particularly to house plans and drawings, 
when equipped with “map drawer” sections it will file 
sheets size 4042 by 28 inches without folding. 

The new safe will also accommodate four visible 
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THE NEW SIZE “A” VICTOR SAFE 


record cabinets for 8 inch wide cards side-by-side as 
shown in the illustration. 

This latest addition rounds out Victor’s complete line 
of all grades of certified safes and is available to 
dealers everywhere. Further details and illustrated 
literature available on request. 

8 tw 
RAND McNALLY’S NEW 1941 WORLD ATLASES 
READY 


Rand McNally & Company, 536 South Clark street, 
Chicago, announce the publication of the Premier 
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COVER OF NEW RAND McNALLY WORLD ATLAS 


Edition world atlas for April 10. This edition, retailing 
at $4.50, is the first of the company’s new 1941 line 
to include the census figures. Other editions from $1 
to $7.50 will follow at short intervals, just as fast as 
they can be got through the presses. 

All of these new editions contain, in addition to the 
new U.S. census figures, completely up-to-date maps 
of the entire world, showing all of the recognized 
territorial changes that have been made in the last 








year or two. Also included are special war maps deal- 
ing with the wars in Europe, Africa, and Asia. 
Included with each atlas is a certificate which, 
when filled in by the purchaser and mailed to the 
publisher with twenty-five cents, assures the owner 
of receiving a final atlas supplement, showing the 
changes wrought by the wars and the final boundaries 
as established by the peace treaties. 
eo 


REMINGTON’S NEW MODEL ADDING MACHINE 

Remington Rand Inc., Buffalo, N. Y., has announced 
a new model adding machine which is designed to 
furnish multiplication and sub-totals. It is listed as 
the No. 7163-3 and replaces the Model No. 7165-3. 

The new model, which lists five columns and totals 
six. is a compact, sturdily-built unit with easy-to- 





THE NO. 7163-3 ADDING MACHINE 


read keys, properly spaced, and an attractive stream- 
line design. Complete details and prices will be fur- 
nished by the company to the dealer on request. 
- es oe 
.VISATYPE STENCIL ANNOUNCED 

The Duplicator Paper & Supply Company, 224 North 
Desplaines street, Chicago, has recently introduced to 
the trade a new type of stencil under the trade name 
of Visatype, which is marked by a number of novel 
features. 

In the first place, the cushion sheet is on top instead 
of underneath the stencil and therefore cannot leave 
threads or stick to a correction when one is made 
Over the stencil is a tissue which gives the operator a 
white instead of blue background upon which to type, 
write or draw the impression desired. 

Beneath the stencil is an integral white proof sheet 
which can be removed for proofreading and still leave 
a backing. There are also proof approval provisions 
for indicating corrections to be made on the Stencil 
and eliminate the necessity for the operator to make 
separate notes on errors. 

The Visatype stencil is ready for use as taken from 
the box and has no interleaving sheets to remove. It 
is sold in a sturdy container upon which full instruc- 
tions for the stencil’s use are printed. 

*—- - 
NEW WELCH AIR CIRCULATOR MODEL 
ANNOUNCED 

The W. W. Welch Company, Carew Tower, Cincin- 

nati, Ohio, has recently announced the model No. 20 
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of its line of “Air-Flight” air circulators for the office 
and home. 

As the name implies, the Air-Flight unit is a device 
which “picks up” cool air from the lower portions 
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THE NO. 20 AIR-FLIGHT UNIT 


of rooms and then distributes it in all directions in 
a Steady stream instead of a blast. 

Because of its attractive design and compactness 
the model No. 20 is a suitable piece for either office 
or home use. It is finished in two-tone opalescent 
gray, is 15 inches square and 16% inches in height. 
It is equipped with a motor mounted on resilient 
rubber and has three speeds which provide a wider 
air spread and operates quietly. A sturdy guard offers 
complete protection. 

<< 


NATIONAL’S FLUORESCENT FLOOR LAMP 
The National Lighting Equipment Company, 12415 
Euclid avenue, Cleveland, Ohio, has recently an- 


nounced a new and attractive floor lamp which, 
although following the conventional round shade 





NATIONAL’S NEW LAMP SHOWING (INSET) THE 


FLUORESCENT TUBE UNIT 
style, is equipped with two fluorescent tubes for 
illumination. 

The two tubes measure 15 inches and are mounted 


within the shade, extending from end to end. The 
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unit is finished in light Swedish and red bronze. The 
lamp was designed to provide the trade with a fluores- 
cent floor model where there is a demand from busi- 
ness and professional men who prefer this style to 
the desk type. 


——->-——__— 





PEERLESS ANNOUNCES NEW WOBBLE BLOCK.—The Peer- 
less Steel Equipment Company, Unruh and Hasbrook streets, 
Philadelphia, Pa., has announced a new type of wobble block 
by which filing is made easier, neater and faster. Through its 
use contents of a drawer are held loosely erect with perfect 
guide card visibility and there is no follower to release. Further 
details will be promptly supplied the dealer on request. 
—_— — 


KEEN’S NEW “SPEEDLINER” DUPLICATOR 


The Keen Manufacturing Company, 800 North Clark 
street, Chicago, has recently introduced a new improved 
Speedliner liquid process duplicator. Many important 
changes include an entirely new all-steel welded cylin- 
der of improved construction. A re-designed fluid tank 
of metal that will not rust or corrode is reinforced 
at vital points to add strength. Smoother operation 
is due to the new double rotating cam mechanism that 





THE SPEEDLINER DUPLICATOR 


lifts the dampening pad. These factors have enabled 
the manufacturer to guarantee the Speedliner for three 
years. 
Longer runs, easier operation, cleaner and sharper 
copies are all claimed with the improved Speedliner. 
oe « 


MAY’S AIR MAIL LABEL BOOKLET 


The J. L. May Company, 111 West Nineteenth street, 
New York City, has recently added to its lines of sta- 
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tionery supplies a new and attractive airmail label 
booklet which is convenient for office, home or travel 
use. 

Measuring only five by two inches, the booklet con- 
tains ten pages of the labels with ten labels on each 
page. The labels are heavily gummed on the back to 
ensure adhesion to letters and are printed in the 
regulation red, white and blue colors. Each label meas- 
ures two by one-half inches, a size convenient for at- 
taching to any size of envelope from the smallest to 
the largest. 
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ART METAL’S DICTATING MACHINE INSERT DRAWER.— 
The Art Metal Construction Company, Jamestown, N. Y., has 
announced a new dictating machine insert drawer for both 
its Airline and Mainliner desks. The insert (shown above) 
provides space for eight cylinders and a large compartment 
for folders in addition to adequate space for operation of 
the dictating machine. The electrical cord for the machine 
connects with the wiring outlet inside the desk. The Art Metal 
DM insert is applicable only in the top opening of the left 
hand pedestal in 55 and 60 inch desk widths. 
sentient aaa 


HENLEY TYPEWRITER PANEL INSERTS 


The Henley Typewriter Company, 6771 Hollywood 
boulevard, Hollywood, Calif., has recently announced a 
set of typewriter panel inserts by which a No. 5 Under- 
wood typewriter can be enclosed. 

A set of the panels consists of three pieces, one 
to fit onto the back of the machine and one on either 
side. There is no necessity for drilling holes, the 
panels merely being snapped into place. They are 
available in either crackle or enamel finish, and retail 
for $1.00 per set of three. 
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COLUMBIA'S “READY-MASTER” SHEET AND 
“RAINBOW” HAND CREAM 


The Columbia Ribbon & Carbon Manufacturing Com- 
pany, Inc., Glen Cove, N. Y., has announced two new 
products ready for distribution to the trade. They are 
a new spirit carbon sheet, trade-named the Ready- 
Master, and an improved stain removing cream named 
Rainbow. 

The new sheet is equipped with a special carbon 
coating made by a secret process and is interleaved 











38 


to keep the master clean. When making spirit carbon 
or direct process carbon master sheets the operator 
is not required to touch the carbon paper. She merely 
removes the interleaving, places the Ready-Master 
in a typewriter and is ready for work. An unusual 





THE “RAINBOW” CREAM CONTAINER 


saving in time and motion result from the new sheet 
because the carbon paper is coated on the master 
sheet, taking up about half of the sheet area, the 
other half of the master folding back over the carbon 
so that it picks up the impression made by typing, the 
same as a loose master sheet does. 

After the master is made the carbon is easily re- 
moved by tearing it off along a perforated line. The 
carbon paper has a border of white on top and bottom 





USING THE READY- 
MASTER SHEET.—(Top 
left) Hands do not touch 
the carbon. (Top right) 
No time needed to regis- 
ter sheets. (Right) The 
master is ready in short 
time. 





so that even when removing carbon the operator does 
not touch it. 

The Rainbow stain remover cream has been improved 
and is said to be one-third more effective than its 
predecessor. The manufacturer claims it to be partic- 
ularly good for removing stains on hands from hecto- 
graph, duplicator and typewriter inks, and to possess 
a beneficial action on the hands. It is available in 
six ounce tubes and one-pound jars. 

NEW AUTOMATIC POSTCARD DUPLICATOR 
ANNOUNCED 

The Print-O-Matic Company, 333 West Lake street, 

Chicago, has announced to the trade a new automatic, 
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self-feeding postcard-size stencil duplicator. It is 
designated as the Print-O-Matic automatic duplicator 
and among the features claimed for it are the fol- 
lowing: 

1. Cards are fed automatically to the drum. 2. It 
prints in excess of 3000 clear, legible cards from one 
stencil at an average operating cost of five cents per 
thousand cards including stencil and ink. 3. Stencil 
is inked from inside the drum. 4. Rubber suction cups 
hold the machine firmly and serve to protect furni- 
ture and finishes. 

In operation it is only necessary to place cards on 
the platform provided for them and turn the crank, 
the cards being fed automatically. Rubber guides are 
turnable and reversible, and the device is permanently 





THE PRINT-O-MATIC DUPLICATOR FOR POSTCARDS 


adjusted at the factory for U. S. government postcard 
size. It will, however, handle paper stock as well as 
cards. 
The duplicator is finished in durable, black crackle 
enamel and is made to retail at $6.75. 
oe 


FLUORESCENT LIGHT FOR COPYHOLDERS 


The Copy Right Manufacturing Corporation, 53 Park 
place, New York, N. Y., has announced a new fluores- 
cent flood light lamp which is made exclusively for 
attachment to all upright, front-vision copyholders 
ranging in width from 12 to 36 inches. 

Features claimed for the lamp include the follow- 
ing: 1. Attached to copyholder it makes a compact 
unit which leaves desk surface clear and suspends 
illumination at proper angle over typewriter. 2. It is 
adjustable to suit operator. 3. It is heatless, glare- 
less and shadowless and gives an even, diffused light 
which is said to be the closest resemblance to day- 





COPY-RIGHT’S COPYHOLDER LAMP 


light. 4. The fluorescent tube requires about one- 
third less wattage to provide the same amount of 
light as incandescent bulbs. 
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NEW REX-O-GRAPH MODEL ANNOUNCED 
The latest addition to the line of Rex-o-graph dupli- 
cators is the Model SA, new low cost unit into which 
Rex-o-graph engineers have incorporated several out- 
standing mechanical features. 
Listing all of the advantages of the school Model S, 
the Model SA also has a new type of lever action con- 
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THE MODEL “SA” REX-O-GRAPH 


trol board and roller type paper feed, improvements 
designed to speed up printing and increase the ac- 
curacy of registration. The duplicator can be used 
for fill-in and form work, and handles all paper sizes 
from post cards to the large 9 by 15-inch sheets. 

With 100 per cent roller moistener operating, the 
new model has no wicks or pump, making it possible 
to obtain a large number of copies per pint of fluid 
used. No fluid adjustments are necessary and the 
machine prints one copy for each forward turn of the 
crank, and has a capacity of approximately eighty- 
five to ninety copies per minute. Four or more colors 
can be run from the same typed, printed or drawn 
master. 

The Model SA retails at $89.00 f.0.b., Milwaukee, and 
is said to be ideally suited for schools, churches and 
small businesses, or wherever efficient, low cost dupli- 
cation is a factor. 

For additional information, address Rex-o-graph, 
Inc., 3727 North Palmer street, Milwaukee, Wisc. 
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GOOSENECK FLUORESCENT LAMP BY STANDARD 
The Standard Office Products Company, 3305 South 
Wells street, Chicago, is introducing to the trade a 
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THE CLAMP-ON FLUORESCENT LAMP 


clamp-on gooseneck fluorescent lamp for office use. 
Because its construction permits it to shed a light 
over a desk or bench top without taking up any of 
the working surface, the new lamp is particularly 
suitable for stenographers, bookkeepers and drafts- 
men’s use. 

The unit is graceful in design and its gooseneck is 
flexible, permitting the lamp to be set at the angle 
most convenient for the user. It is finished in 


39 


Morocco brown synthetic ripple “Superfinish,” a baked 
enamel which is one of the features of Standard’s 


products. 
—-—_— > ___— 


OXFORD FILING’S PENDAFLEX ANNOUNCED 

The Oxford Filing Supply Company, 340 Morgan ave- 
nue, Brooklyn, N. Y., has announced a new desk filing 
device under the trade name of Pendaflex. The unit 
offers instant, one-hand reference to desired data such 
as rates, schedules, prices, etc. 

The Pendaflex consists of a bottomless steel tray 
in which are suspended twenty-five angled tab folders 
with a supply of 100 suggested headings. Because the 
folders are suspended they cannot lean or sag and all 
headings remain on the same level. Folders opened 
for the removal of papers remain open for the paper’s 
quick replacement thus reducing reference to a mini- 
mum of motion on the part of the user. 

Pendaflex outfits are made to fit in the lower, deep 
drawer of modern desks and are available in letter and 
legal size. 
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STANDARD’S NEW CYLINDER 

A new model of the Standard cylinder for dictating 
machines has been announced by the Standard Record 
Company, 104 South Fourth street, Brooklyn, N. Y. 





NEW DICTATING CYLINDER 


The cylinder is distinguished by its container which 
bears the mark, “DE2” within a circle, and is the 
result of twelve years of experience in manufacturing 
plus the use of modern machinery. Features claimed 
for the new cylinder are: a smooth, even tone, long 


life and unusually fine shaving qualities. Additional 
information will be supplied on request. 
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KISCO “NUSMOKER” CIRCULAIR 


A new model in the Kisco line of Circulair air recir- 
culators for 1941 is the ‘“Nu-Smoker.” This is a hand- 
some, modernly-styled smoker stand with disappear- 





THE KISCO NU-SMOKER UNIT 


ing ash receiver. It contains an invisible air recircula- 
tor that lifts the cooler, low air up from the floor and 
distributes it upward and outward in all directions at 
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the same time. There are no drafts or blasts to create 


discomfort or cause colds, it is claimed. 
The “Nu-Smoker,” which is finished in Metalescent 


bronze with chrome-plated trimmings, dispels smoke 


and fumes, and provides healthful air recirculation 
the year ‘round. 
The “Nu-Smoker” Circulair is a patented air recir- 


culator, manufactured by The Kisco Company, Inc., 


Thirty-ninth street and Chouteau avenue, St. Louis, 
Mo. 
- *—- 
METALSTAND OFFERS NEW MACHINE STAND 
AND INDUSTRIAL STOOL 


The Metalstand Company, 1615-1625 Melon street, 
Philadelphia, Pa., has recently introduced two new 
items to the trade. They are an office machine stand 
and an industrial stool. 

The stand, available in three sizes, is completely 
riveted together to insure firmness, strength and 
steadiness. It is made in four colors with no additional 
charge for walnut, mahogany or oak finish. The stand 
is shipped set up and the sizes are 14 by 17! inches, 
16 by 20 inches and 17 by 24 inches. 

The stool (illustrated here equipped with back) has 
heavy metal legs in two colors, green or walnut. The 


i 


seat is of hardwood, walnut finish cr natural, in seven 
sizes, from 18 to 30 inches. 

Additional details will be promptly furnished by the 
manufacturer on request to the address given above. 


o—— 


NEW WASTE BASKET BY G-F.—The General Fireproofing 
Company, Youngstown, Ohio, has announced a new and at- 
tractive steel waste basket listed as the No. 7-WB. Strongly 
built, it has a locked-in, welded construction to withstand 
hard usage. An all-around bumper of soft, resilient rubber 


(ABOVE) OFFICE MA- 

CHINE STAND AND (AT 

RIGHT) INDUSTRIAL 
STOOL. 


protects other furniture at any angle of contact. Rounded and 
stamped metal feet raise the basket one inch from the floor 
to meet underwriters’ requirements. 





OFFICE APPLIANCES 


NEW RIBBON ATTACHMENT FOR BATES’ 
NUMBERING MACHINE 
The Bates Manufacturing Company, 30 Vesey street, 
New York, N. Y., has recently announced a new hecto- 





BATES RIBBON ATTACHMENT 


graph ribbon attachment which converts any Bates’ 
numbering machine into a numbering machine which 
will make duplicator masters. The attachment be- 
comes an integral part of the machine and numbers 
made with the unit will copy on all gelatin duplicators. 
The unit may be used for order and invoice numbers 
in a gelatin order and billing system, for check num- 
bers in a payroll system and for a number of other 
purposes. The attachment sells for $7.50 over and 
above the price of the numbering machine. 
——_—=>—____ 


GRAND RAPIDS’ PHOTOSTAT BINDER 


Photostat binders are a recently developed line man- 
ufactured by the Grand Rapids Loose Leaf Binder 


if \ 








THE PHOTOSTAT BINDER 


Company of Grand Rapids, Mich. These binders are 
custom built to fit any size sheet, any capacity, and 
have a selection of fixtures to fit any style punching. 
The line is designed to meet the new needs in record 
keeping of city, county and state governments, and the 
binders incorporate the duo-feature of being regular 
loose leaf in the first phase of their application and 
completing as metal bound volumes. 

The use of bookkeeping machines to handle the in- 
creased volume of work and photostat machines for 
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making true facsimile copies of dockets require that 
the records be loose leaf. However, laws in several 
states specify that municipal records open to public 
inspection be in permanent bound form. 

The use of photostat binders by the city, county and 
state governments makes possible the benefits of ma- 
chine recording and photographic copying and meets 
the requirement of bound volumes. 

—_————_— > o-—___—_ 


THE VENUS OFFICE MACHINE TABLE 


Metal Arts Craftsmen, 6633 South State street, Chi- 
cago, is introducing to the trade a new type of office 
machine table under the trade name of Venus. The 
unit is marked by a number of unusual features, chief 
of which is a “Turret-Top” which provides an adequate 
cover for the machine it holds or, when lowered, forms 
a substantial and steady extension to the table, giving 
a working surface of 17 by 38 inches. 

The unit is of heavy steel throughout and its special 
construction offers an extra reinforcement which in- 
sures rigidity. Corners are rounded and rough edges 





THE VENUS MACHINE TABLE READY FOR USE 


eliminated. There are four hard rubber wheel casters, 
two of which can be locked to prevent rolling. 


Available in walnut or olive green finish the table is 
20 inches long, 17 wide and 381% inches high; with cover 
lowered, the height is 261% inches. It lists for $10.95. 


ee 


IBM ANNOUNCES PROPORTIONAL TYPEWRITER 

An all-electric proportional spacing machine has 
been introduced by International Business Machines 
Corporation, Rochester, N. Y. The machine is pro- 
vided with special twelve-point Roman book type, or 
with a fine line type, similar to conventional type- 
writer type, for stencil writing or making multiple 
carbon copies. 

The proportional escapement automatically allows 
space for each character according to its width, vary- 
ing from two to five units of 1/32nd inch each. For 
example, the lower case “1” occupies but two units of 
space, while the capital “L’’ occupies four units, and 
the lower case ‘“‘m” occupies five units of space. 

Spaces between words can be made of any width 
from one unit up. Two space bars are provided, one 
moving the carriage two units and the other, three 
units. Depressing both simultaneously moves the car- 
riage five units. Single-unit spacing is obtained by 
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depressing the two-unit space bar simultaneously with 
the one-unit backspace key. 

The type spacing may be expanded by pulling out a 
control button which automatically inserts one extra 
unit of space between characters. Expansion is used 





THE PROPORTIONAL TYPEWRITER 


for word emphasis and for typing headings. All 
numerals on the proportional spacing machine have 
a standard spacing of three units so that they will 
line up vertically for tabular work. 


8 A ———— 


NEW DEVICE MEASURES CORRECT LIGHT 
John A. English & Company, 33 Newell avenue, 
Trenton, N. J., has just announced a device named 
the Lightmaster which embodies a new principle for 
measuring light and makes it possible to determine 
accurately and easily the strength of any light. 


There is a chart on the Lightmaster which lists 





THE LIGHTMASTER 


the light-strength recommended for common activities 
such as those of the home and those encountered in 
clerical or office work. A more comprehensive chart 
accompanies the meter which gives light-strengths 
recommended for all classes of eye activities in home, 
office, school and factory. 

The use and operation of the Lightmaster are quite 
simple so that even children use and interpret it cor- 
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rectly. It is of rugged construction and made of 
durable plastic and metal. The device sells for $1.95 


boxed with complete instructions. 
- — ht « 


KIDWELL’S METAL CALCULATOR TABLE 

R. M. Kidwell, 111 East Third street, Amarillo, Tex., 
has recently announced a new calculator table which 
is made of heavy gauge steel and can be instantly 
attached to a desk to transform it into a_ special 
office machine desk. 

Named the Martin auxiliary table, the unit is so 
constructed that it connects firmly and snugly with 





as 


THE DETACHABLE CALCULATOR TABLES (LEFT) 
INSTALLED AND (RIGHT) IN USE. 


BEING 


a desk drawer yet does not interfere with the drawer’s 
use. It is supported from the ground by one sturdy 
leg and can be adjusted to proper height, from 17 
to 29 inches. 

The table is available in mahogany or olive green 
with special colors when required. The top measures 
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13 by 15 inches. Further details or illustrated litera- 


ture will be furnished on request. 


naniyjlllipainie 
STATIONERS BOARD OF TRADE PLANS 
FORUM FOR APRIL 18 

The annual forum and dinner of the Stationers and 
Publishers Board of Trade will be held in the Hotel 
Biltmore, New York City, on April 18, according to 
announcement made last month by Howard Sanders, 
secretary of the organization. 

An imposing committee on arrangements has been 
formed and is composed of men prominent in the 
industry. They are: 

H. W. Armstrong, Joseph Dixon Crucible Company; 
A. C. Gerhold, Parker Pen Company; George F. Grif- 
fiths, Noesting Pin Ticket Company; Carl K. Grod, 
Binney & Smith Company; Harry W. Lynn, Esterbrook 
Pen Company; F. J. Prunhuber, Saxon Paper Products, 
Inc.; William Rossway, Eberhard Faber Pencil Com- 
pany; Frank Stumpf, Boss Manufacturing Company, 
and Louis H. Tavernier, Fulton Specialty Company. 

The forum will be conducted in the afternoon and 
among the subjects to be discussed are “The Evil of 
Season’s Datings,” “Preservation of Outlets,” “Can 
Inventories Be Controlled?” and “Causes of Business 
Failures.” —_o——2- 

NORTHERN JERSEY STATIONERS DINE 

The Hotel Douglas, Newark, N. J. was host to 187 
members and friends of the Stationers Association of 
Northern New Jersey on March 17 for their twentieth 
anniversary dinner. The night, a real example of 
March in her most capricious mood, was windy and 
cold. Perhaps this had much to do with the prompt- 
ness with which the dinner was served as well as the 
gusto with which the appetizing edibles were con- 
sumed. 

It seemed like an exceedingly short while before 
tables and chairs were rearranged for a fast-stepping 
floor show that kept the diners’ interest for several 
hours. There was a lot of good-natured fellowship 
here. Largely it was due to the generalship of Martin 
Escoffier, Clinton Stationery Company, Newark, N. J., 
A. Siminoff, Colonial Stationery & Printing Company, 
Newark, N. J., and George Nitschke, Automatic Pencil 
Sharpener Company, who provided well for the com- 
fort and entertainment of all. 
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MODERNIZING PLUSI—An expensive job of painting plus 
considerable rearranging of stock, fixtures, etc., have recently 
turned the Office Equipment Company, Louisville, Ky., into 
one of the best-looking and most modern establishments in 
the South. (Top left) The stationery department. (Top center) 


President “Bill’’ Kelly seated at his desk in the handsomely 


appointed private office. (Top right) A section of the office fur- 

niture department. (Lower left) Another part of the furniture 

department. (Lower center) The office machine department. 
(Lower right) The duplicating machine department. 
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CAROLINA COMPANY’S WILSON 
BRANCH.—Recently the Carolina Office 
Equipment Company, Rocky Mount, N. 
C., purchased the Winstead Stationery 
Company, Wilson, N. C., and after re- 
christening it the Carolina Office Equip- 
ment Company, Wilson branch, moved 
it into the attractive quarters shown 
above. The official opening was held 
February 17, at which time President W. 
G. Robbins appointed Charles H. Bed- 
good, who has been with the firm fifteen 
years, manager of the branch store. 


The Guest Book 


Henry G. Grant, affiliated with the typewriter divi- 
sion of the Underwood Elliott Fisher Company office 
in St. Louis, signed the Guest Book on the morning 
of March 10. An old timer in the office machine in- 
dustry, Mr. Grant helped us to reminisce pleasantly 
and then characteristically looked forward to increased 
opportunities for the sale of business equipment. Mr. 
Grant was in Chicago for the purpose of spending a 
few days in the company of an old friend who was 
en route from California to New York. He was accom- 
panied by Mrs. Grant. who enjoyed her first visit to 
this city. 


Fred Fenne, Dallas, Tex., of the Associated Stationers 
Supply Company, is a native of Illinois, but was “nat- 
uralized” as a citizen of Texas some years ago. While 
he was in Chicago for a visit, he added zest to our 
day by dropping in and signing the Guest Book on 
March 18. Fred comes to Chicago about once every four 
months to call at Associated headquarters. This time 
he had a special reason for a visit because March 19 
was Dads’ day at MacMurray College, Jacksonville, IIl., 
where his daughter is a student. Fred is justly proud 
of the achievements of his daughter in the field of art. 
She is art editor of the college paper and has had her 
work recognized a number of times by art critics. It was 
good to have Fred breeze in. The only trouble is that 
his visits are too infrequent. 


C. G. (Fount-O-Ink) Gregory of Los Angeles, Calif., 
inscribed his name in the Guest Book on March 20. 
He was on one of his semi-annual business trips across 
the country and reports that things are really look- 
ing up. 


*—- 


GLOBE-WERNICKE RE-ELECTS OFFICERS 

At the annual meeting of stockholders held Febru- 
ary 26, the following directors and officers of The 
Globe-Wernicke Co., Cincinnati, Ohio, were reelected: 

Directors: DeWitt W. Balch, H. E. Coombe, Norman 
S. Hill, S. E. Hurdle, Herbert Jackson, Frank H. Kun- 
kel, H. W. Nichols, John J. Rowe and J. S. Sprott. 

Executives: J. S. Sprott, president and general man- 
ager; R. H. Hammer, secretary; Ralph F. Foster, 
treasurer; M. O. Dure, assistant secretary, and F. E. 
Kebler, assistant treasurer. 

Coincident with the annual meeting and election of 
directors and officers, President Sprott issued a state- 
ment concerning the annual report of the year 1940 
in which he described the record made as the “best 
since the company’s reorganization in 1934.” The 
financial figures contained in the statement appear 
elsewhere in this issue. 
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NATIONAL LUGGAGE & LEATHER GOODS WEEK 

With manufacturers of and dealers in leather goods 
preparing for active participation as a means of ac- 
quainting the nation with the importance of their 
products, National Luggage & Leather Goods week 
will be observed from June 9 to 14. 

The “week” will offer dealers a splendid opportunity 
to take part in the event by dressing their windows 
and inside displays with leather goods, especially in 
view of the fact that Father’s Day comes on June 15 
with its suggestion to shoppers to buy “something 
for dad.” 


—- 


MURPHY CHAIR EMPLOYEES GET BONUS 

Employees of the Murphy Chair Company, Owens- 
boro, Ky., were pleasantly surprised last month when 
each of them found a letter from his company an- 
nouncing that the organization was about to distribute 
approximately $6500 in bonuses on the basis of each 
man’s 1940 earnings. In the letter the company ex- 
plained that the bonus was to include all except 
“executives, who have a separate arrangement, and 
salesmen, whose earnings reflect the increased volume 


automatically.” 
nisi taliininity icc 


JACKSON (MISS.) FIRM OPENS LAUREL STORE 

The Office Supply Company, Jackson, Miss., recently 
opened a branch store at Laurel, Miss., which is said 
to be one of the most modern small stores in the South. 
A complete stock of stationery, office furniture and 
supplies as well as a fine printing plant are under the 
general management of Wilson Partlow. 








EXCUSE US, PLEA ee 


In the March issue appeared a list of exhibitors at 
the recently-held business show of the Office Manage- 
ment Association of Chicago. From this list the name 
of the Multipost Company was accidentally omitted. 
This should have been described as The Multipost Sales 
Agency, 113 West Jackson boulevard, Chicago, dis- 
playing letter openers, envelope sealers, postage stamp 
affixers and featuring the OS (motor driven) combina- 
tion letter opener and sealer, with William LeDeur in 
charge. 





—~<=<e  —— 


At the top of page 26 in the March issue, an installa- 
tion of General Fireproofing Company equipment was 
referred to as being in the Peoples Bank & Trust Com- 
pany, Owensboro, Ky. This is a sincerely regretted 
misstatement. The bank is located in Owenton, Ky., 
a much smaller business community, which makes the 
installation, handled by A. W. Willis of the Transyl- 
vania Printing Company, Lexington, Ky., all the more 
noteworthy. 
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Eighth Regional Meeting Held in Kansas City 


Homer Kelly Elected District Governor—Convention Re- 

sults in Record-Breaking Attendance—Kansas City and 

Muehlebach Chosen for "'Repeat'’ Performance when Next 
Convention Rolls Around 





FTER an absence of three years stationers of the 

Eighth District N.S.A. returned to Kansas City, 
Mo., the place most frequently chosen for its annual 
gathering, and put on a record breaking convention 
March 14 and 15 at the Hotel Muehlebach. Not only 
was the attendance greater than on previous occasions, 
but the general interest and participation as well. All 
states in the area were well represented. All the speak- 
ers with the exceptions of General Manager Charlie 
Garvin, President Owen Bayless and Henry Stanley 
were persons engaged in the stationery business in the 
district. Governor Walter Guy and his committees 
established an excellent record. 

W. Homer Kelly of Western Lithographing Company, 
Wichita, Kan., was elected governor to succeed Mr. 
Guy. He was absent at the time of the election, having 
been called to St. Louis on business. Kansas City was 
selected again for 1942. 

Governor Guy called the meeting to order and intro- 
duced Kenneth Taylor, vice-president of the Kansas 
City Chamber of Commerce, who welcomed the visitors 
on behalf of the city. After introductions of officers, 
committee chairman and guests, Mr. Guy called upon 
Mr. Bayless as first speaker. 

First Mr. Bayless gave some ideas on Selling. Then 
he told of efforts to have manufacturers direct readers 
to the stationer in their national advertising. He re- 
cited the names of some who were doing so. The 
stationer too should advertise, he said, showing some 
of his own company’s advertising as examples. Part 
of his talk had to do with developing more store busi- 
ness and in improving store traffic. Speaking of the 
loss of men to the military services, he remarked that 
good experienced men over military age were available. 

The subject, “Can a Business Be Operated by Remote 
Control,” was covered by an expert, George Gannett, 
president of George D. Barnard Stationery Company, 
St. Louis. Closer, more sympathetic contact should be 
developed, he said, between the man who works and 
the man who directs. Most of failures of salesmen he 
laid to sales managers and other superiors. Get men 
and women alive to the fact that they are important, 
that you are interested in them. Get their confidence 
and you will get better results. 


Sales Contests 


“Sales Contests” was the topic for C. R. Closson of 
Gallup’s, Inc., Kansas City. Contests he called a 
planned method of making more sales. Planned mer- 
chandising should be but is not always the governing 
factor in buying. There is too much duplication in 


buying, he said. The salesman’s loyalty is divided by 
too many lines. The dealer should concentrate on cer- 
tain ones and eliminate duplicates. He considered 


(Turn to page 146, please) 


ON OPPOSITE PAGE.—Visitors at the eighth regional meeting in Kan- 
sas City. 


1. Karl Kiesel, The Carter's Ink Co.; R. C. Moore. Columbia Ribbon 
& Carbon Mig. Co. 

2. New officers of the Midwest Travelers Club: Dan MacDougall, Sta- 

tioners Loose Leaf Co., president; R. C. Moore, Columbia Ribbon 

& Carbon Mig. Co., secretary-treasurer; Jack Ellis, F. S. Webster Co., 

oo vice-president; Art Pfister. Smead Mig. Co., first vice-presi- 

ent. 

A. L. Dawson, Marguerite Gaylor, Inland Ptg. Co., Springfield, Mo. 

. George H. Geiser, George H. Geiser & Co., Leavenworth, Kans.; 

Edward L. Robinson and C. Eberhardt, Mannschreck’s, St. Joseph. 
Mo.; Frank McIninch, Combe Ptg. Co., St. Joseph, Mo.; Dan Conso- 
dine, Richard Best Pencil Co. 

5. Jack Baney, Business Equipment Co., Pratt, Kans.; Jack Ellis. F. S. 

Webster Co.; Stanley Harpool, Inland Ptg. Co., Springtield, Mo.; 

Irving W. Shockley, Saml Dodsworth Staty. Co., Kansas City; 

W. A. Pickarts, Tanner Book & Office Supply Co., Wichita, Kans. 

Arthur Schooley, Schooley Staty. & Ptg. Co., Kansas City; J. H. 

Schuler, Kansas City; R. H. McGowan, The Shaw-Walker Co. 

Basil Martin, Southwestern Staty. & Bank Supply Co., Ponca City. 

Okla.; J. L. Wren, Jr.. House of Wren, Oklahoma City; Wintield 

White, Southwestern Staty. Co.; B. L. McCormick, Oklahoma Paper 

Co., Oklahoma City. 

Charles H. Curtis. n. C. Leipsner & Co., Kansas City; Pete Jamer- 

son, Gallup’s. Inc., Kansas City; George Vinton, The Macey Co. 

Mrs. Tom Hanson; Mrs. Henry Huellhorst, Office Supply Co., Spring- 

field, Mo.; Tom Hanson, National Blank Book Co. 

10. Homer Kelly, Western Litho. Co., Wichita, Kans.; Mrs. Parnham; 
C. Scott Parnham, Corry-Jamestown Mig. Co. 

ll. Homer Kelly, vice-president, the Western Litho. Co., Wichita, and 
governor-elect of the eighth district. 

12. J. Fred Wolf, Felton & Wolf Co., Lincoln, Neb.; E. M. Metz, Quality 
Park Envelope Co.; Don Felton, Felton & Wolf Co. 

13. W. W. Welch. W. W. Welch Co.; M. Scott Hudson, Star Printery, 
Muskogee, Okla.; Ed Manning and L. L. Whitney, Stein Bros. Mig. 
Co.; Harry Bowman, Bowman Staty. Co., Muskogee. Okla.; Jim 
Berggren, W. W. Welch Co. 

14. Tom Valleau, manufacturers’ representative; Ralph Maneval, A. W. 

Faber, Inc.; Mrs. Nell Turner: Mrs. Grace Maneval; Lyle Turner, 

W. A. Sheaffer Pen Co.; Karl Kiesel, The Carter's Ink Co. 

The St. Louis delegation: C. A. Kennedy, William J. Kennedy Staty. 

Co.; Ed. Miller, Miller Ptg. & Engr. Co.: Bob Lewis, Dennison Mig. 

Co.; George B. Gannett. George p. Barnard Staty. Co.; H. C. Rorick, 

Frank Mashek Co.; T. J. Barthel, Boorum & Pease Co.; Bill Bohart. 

Eberhard Faber Pencil Co.; Izzy Voda, Wallace Pencil Co.; Leslie 

Hutson, Columbia Ribbon & Carbon Mig. Co.; Walter Ruedy, S. G. 

Adams Co.; William E. Patrick, The Macey Co.; M. T. Weingaertner, 

Egyptian Staty Co.; Belleville, Ill. 

6. Heinie Sengbusch, president, Midwest Travelers Club; Owen Bay- 

less, ——_ NSA; Mrs. Walter Guy. 

17. Mrs. Irving Shockley; R. C. “Red’’ Moore, secretary-treasurer, Mid- 
west Travelers Club; Mrs. Jim Parrott; W. W. Welch. W. W. Welch 
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Co. 

Roy Wells, Postindex Co.; Miss Weiss, Columbia Ribbon & Carbon 

Mig. Co.; Irving Shockley, Saml Dodsworth Staty. Co.; Mrs. Heinie 

Sengbusch; Jim Parrott. Matt Parrott & Sons Co., Waterloo, Iowa, 

governor of the seventh district. 

19. Mrs. Dan MacDougall; NSA General Manager Charlie Garvin; Gov- 
ernor Walter Guy. 

20. Trice Bryant, Bryant & Douglas Staty. Co., Kansas City; Fred Schae- 
fer. Sanford Ink Co. 

21. Hy Linden, Ace Fastener Corp.; Mrs. Jamerson; Pete Jamerson, 
Gallup’s, Inc., Kansas City; Bob Closson, Gallup's, Inc.; Bob Bauer, 
National Blank Book Co. 

22. R. M. Sourbeck. The General Fireproofing Co.; W. A. Pickarts, Tan- 

ner Book & Office Supply Co., Wichita, Kans. 
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EIGHTH REGIONAL BANQUET HELD IN KANSAS CITY, MARCH 14, AT THE MUEHLEBACH HOTEL. 
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Dallas Is Host to Ninth Regional Convention 


Guy Lowe Elected District Governor for Next Year—Texas 
Travelers Choose Jack Matthews as Gavel Wielder for 
1941—Delegates Pick Jackson, Miss., for Next Annual 





ITHOUT question the annual convention of the 

Ninth District, N.S.A., held in Dallas, Tex., March 
10 and 11, will go down as one of the greatest meet- 
ings ever held in the history of the district. Packed 
with constructive talks, much credit for the program 
is due retiring Governor Willis Lowe. He is succeeded 
by C. G. Lowe, The Office Supply Company, Jackson, 
Miss. John Wright, Story-Wright Company, Tyler, 
Tex., was elected lieutenant-governor, and Jackson, 
Miss., was selected as the 1942 convention city. 


Following opening ceremonies which included an 
address of welcome by B. F. McLain, Hart Furniture 
Company, Dallas, with response by Guy Lowe, intro- 
duction of guests and appointment of committees, Na- 
tional President Owen G. Bayless of Seattle addressed 
the assemblage. 

“Have your customers in mind and look after them,” 
Mr. Bayless advised, in discussing current conditions. 
“This is not a time for excess profits, but for reason- 
able control and reasonable profits. 


“More stationers should advertise. We use a two- 
column by one inch ad every day, with larger ads at 
certain seasons of the year. We also use radio and 
direct by mail, and the three make a winning com- 
bination. 

“Educate more people to come to your store where 
you can show them more and sell more. A salesman 
can only carry so much. 

“We should use those things we try to sell. We used 
to have one of the worst offices in Seattle. Last year 
we remodeled and refinished it. Our staff showed an 
increase of twenty-five per cent in efficiency. We were 
proud to show prospective purchasers what we had 
and how it worked, and we had some good business as 
a result. 

“This is a good time to reach out for lines you 
haven't had, or that have laid dormant. This includes 
art and drawing materials, engineering supplies, 
leather goods, social stationery. The market will be 
at least trebled in the next year. 

“And, lastly, give consideration to men over forty 





MEET THE NINTH DISTRICT BOSSES!—(R to L) C. Guy Lowe, 

Office Supply Company, Jackson, Miss., governor-elect of the 

ninth N. S. A. district, and John Wright, Story-Wright Com- 
pany, Tyler, Tex., elected lieutenant-governor. 


who have had a lot of experience, and who can fill 
important posts in this day of the draft.” 

Governor Lowe followed with a fine talk on “Scrap 
Iron Salesmen.” The blacksmith, he stated, takes a 
ton of steel and makes it into horseshoes worth ten 
dollars. The craftsman makes it into tools worth a 
thousand dollars. The artisan makes needles worth a 
hundred thousand. And the watchmaker makes it into 
mainsprings worth five hundred thousand. We are all 
like scrap iron when we start. Some stay that way, 
but others develop into worthwhile materials. 


Success Essentials 


He listed essentials to success as follows: 1. Honesty. 
2. Integrity. 3. Industry. 4. Cheerfulness. 5. Personal- 
ity. 6. Tact. 7. Enthusiasm. 8. Confidence. 9. Deter- 
mination. 10. Purpose. 11. Willingness to Study. 

“Purpose,” Mr. Lowe said, “is the frame on which 
the whole structure hangs. Edison, Carnegie, the 
Wright brothers, J. P. Morgan—all were men who saw 
a purpose and fulfilled it. What is your purpose?” 

Charles P. Garvin, general manager, N.S.A., made 
some brief but timely remarks concerning our national 
program as it will affect the stationer. Industry, he 
pointed out, has got to make some sharp adjustments. 
The government is going to spread defense orders so 
as to have decentralization of plants away from the 
seaboards. There is a feeling that Great Britain will 
win the war. There will be a tighter control over 
strikes. 

Fred F. Alford, CPA, Dallas, gave some interesting 
data on making out income tax returns, and Robert 
L. Thornton, president, Mercantile National Bank, Dal- 
las, offered some fine points, tempered with anecdotes, 
on “Some Things Ahead of Us.” He concluded with 
“I see more opportunities today passing my desk for 
American men and women than ever before. Time and 
again we have been told that we have reached the 
limit, but there have always been new opportunities.” 

Johnny Wright, Story-Wright Co., Tyler, Tex., closed 
the Monday meeting with a talk on “Planned Selling,” 
in which he brought out some interesting facts: That 
the customer buying only $40 or $50 orders is fre- 
quently better than the one spending several times 
that amount; that a planned work campaign elim- 
inates lost time and insures better work; that pe- 
riodical calls are appreciated; salesmen are com- 
pensated for orders from their territory; and a card 
index system insures a good follow-up. 


Parker Tells Sales Tactics 


H. C. Parker, Jr., H. C. Parker, Inc., New Orleans, 
opened the Tuesday session with a talk on “Sales 
Tactics.” In his talk, Mr. Parker related how he lost 
one of his first sales and through an analysis, found it 
a good policy not to go in for what the other fellow 
was selling, but to make a survey and present a plan 
which would result in a more complete job and a 
better order. He expressed the position of the stationer 
and business equipment dealer when he said “We are 
doctors of business equipment” and “Our job is to 
make this world a better place to work.” 

Talking on “Management Suggestions Adaptable to 
Current Times,” Al Skibbe, Associated Stationers Sup- 
ply Company, Chicago, stated that the “modern way 
to manage a business is to think only of today.” This 
is a time, he pointed out, when things are constantly 
changing, and we should take stock of ourselves and 
prepare for what lies ahead. We have a growing num- 
ber of sales-minded organizations in the stationery 
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NEW OFFICERS OF THE TEXAS TRAV- 
ELERS CLUB.—The annual meeting and 
election of officers of this body was held 
during the ninth regional convention. 
The new officers are shrown at top (LtoR) 
R. C. “Dick” Gage, Art Metal Construc- 
tion Company, secretary; Roy Evans, The 
Carter's Ink Company, first vice-presi- 
dent: Jim Pryor, Wilson-Jones Company. 
retiring president; Jack Matthews, Amer- 
ican Pencil Company, president; Fred 
Deutch, S. S. Stafford, Inc., second vice- 
president; W. W. “Bill” Epps, Columbia 
Ribbon & Carbon Mig. Company, treas- 
urer; William Gigliotti, manufacturers’ 
representative, third vice-president; Fred 
Fenne, Associated Stationers Supply 
Company, fourth vice-president. (Lower) 
The entire club poses for the photograph- 
er at the conclusion of the meeting and 
election. 


trade, but there is not enough attention to manage- 
ment. He predicted a ten per cent increase in business 
for stationers this year over 1940, some doing better. 

Carl Callaway, Dallas attorney, spoke on “The Price 
of Citizenship,” opening his remarks with the state- 
ment that “when you reach the age of twenty-one 
years, you are handed on a Silver platter, the right to 
work, to study, to think, to speak, to worship, and to 
live as a free man. This means that a race of people 
have solved the problem of good government.” He 
followed with a discussion on the advantages of being 
an American. 

Al Eisemann, Maverick-Clarke, San Antonio, speak- 
ing on “Sales Meetings,’ borrowed Kipling’s famous 
serving men in asking: Why should we have sales 
training? Where should we meet? When shall we 
meet? Who should attend? What shall we include? 
After answering these questions, he discussed suitable 
subjects for meetings, and gave an interesting descrip- 
tion of a quiz program, patterned after those now on 
the radio, wherein a set of questions pertinent to the 
store, merchandise, or other matters, was given out 
each week. The program is mapped out for one year, 
but may be extended indefinitely. It was recommended 
for developing new salesmen, and in acquainting 
others with current changes. 

Discussing “The Right Attitude Toward Customers,” 
Stewart Newlin, Newlin Office Supply Company, 
Wichita Falls, Tex., pointed out that the stationer was 
the purchasing agent for the community, and that the 
salesman should call on the customers as frequently 
as the correct attitude would permit. Going into a 
man’s Office with a pre-planned sales schedule took the 
discussion away from golf, fishing, baseball, the baby, 
or last night’s poker game. Consideration of all per- 
sons was also important since the junior salesman of 
today might be the buyer of tomorrow. 

“Value of Codperation,” was the subject of an in- 
Spirational talk by Otto Eisenlohr, The Dorsey Com- 
pany, Dallas. Mr. Eisenlohr pointed out that it was 
only through cooperative effort on the part of the 
management and the personnel that the best results 
could be secured, and supported his statement with 
several concrete instances to bring out the points. 

Talking on “Creative Selling,” W. T. Martin, The 
Shaw-Walker Company, Muskogee, Mich., gave four 
essentials to good selling, and went on to give concrete 
instances wherein creative selling had taken common 
orders and built them into real sales achievements. He 





told of a salesman who called on a bank that was 
in the market for twenty new binders and by going 
into their problem thoroughly, was able to show them 
that what was needed was a new system. He got an 
order for $3200 instead of $500. Creative selling, Mr. 
Martin pointed out, was not taking an order or mak- 
ing a bid, but rendering a real service by improving 
that already in effect. 

An open forum on the afternoon of the first day in 
which problems pertinent to this industry were dis- 
cussed, completed the program. 


Texas Travelers Elect Officers 


At the annual meeting of the Texas Travelers Club, 
held in connection with the district convention, the 
following were elected officers for the ensuing year: 
Jack Mathews, American Pencil Company, San Antonio, 
president; Roy Evans, The Carter’s Ink Company, 
Dallas, first vice-president; Fred Deutsch, manufac- 
turers’ representative, Dallas, second vice-president; 
W. F. Gigliotti, Johnson Chair Company, Chicago, 
third vice-president; Fred Fenne, Associated Sta- 
tioners Supply Company, Dallas, fourth vice-presi- 
dent; Tom McClure, The General Fireproofing Com- 
pany, Dallas, fifth vice-president; R. C. (“Dick”) Gage, 
Art Metal Construction Company, Dallas, secretary; 
W. W. (“Bill”) Epps, Columbia Ribbon and Carbon 
Company, Kansas City, Mo., treasurer. 

The business meeting was held following a nine 
o’clock breakfast at which the majority of travelers 
were present. Besides the election of officers, the busi- 
ness program consisted largely of general discussions 
and expressions of appreciation for the fine work done 
by Mr. Gigliotti in handling the House of Friendship, 
and to Fred Fenne and Tom McClure for their labor 
in preparation of the club’s roster, which contains a 
number of unusual and helpful features. 

The annual golf tournament, held in connection with 
the convention, resulted in the following winners: 

Stationers: Royal Hogan, Dallas, first; W. C. North- 
ern, Fort Worth, second; Harold Wainscott, Dallas, 
third; Joe Wallace, Dallas, fourth. 

Travelers: Arthur Pfister, Dallas, first; Jim Pryor, 
Dallas, second; Fred Pitt, Chicago, third; L. H. Mc- 
Daniel, Jr., Fort Worth, fourth. 

Stationers, travelers, manufacturers’ agents, invited 
guests and others were royally entertained during the 
convention. Tickets were presented to a broadcast by 
Bob Hawk and his well-known “Take It or Leave It,” 
sponsored by Eversharp, Inc., Sunday night. 














Tenth Regional at Albuquerque Sets Attendance Record 


William Mason is Elected New Governor—Seaver Named 
to Head Rocky Mountain Travelers—Notables Visit Home 
of Healy in Santa Fe. 


OVERNOR JACK HARPER and his committees put 

on a convention at Albuquerque March 17 and 18 
which surpassed all records for the Tenth Regional 
District. Held far from the center of the area, many 
attended for the first time to build up an attendance 
well above that of previous years. Mr. Harper once was 
a circus man. Some traits he acquired then plus the 
cooperation of his committees and the travelers pro- 
duced marvelous results. The entertainment, and in 
particular the banquet, was as enjoyable as it was 
unusual. William Mason of Out West Printing & 
Stationery Company, was elected governor in ab- 
sentia. His own city, Colorado Springs, was selected 
for next year subject to his approval. 

Most of the addresses were made by members of the 
N.S.A. troupe. Important contributions were made by 
Jack Kendrick of Kendrick-Bellamy Company, Den- 
ver, and George Thompson of W. H. Kistler Stationery 
Company of the same city. Alan Shields of Rust Craft 
Publishers, Inc., assisted in his capacity as president of 
the Rocky Travelers. 

Governor Harper called the convention to order. 
After introducing national officers and other troupe 
members he called upon Mayor Clyde Tingley who 
gave a cordial word of welcome. The mayor said he 
always used good stationery, that he knew the value 
of good office furniture and supplies. He expected 
business in the next two years to be the best in 
history. 

President Owen Bayless in his address said that as 








business gets better we are inclined to get soft. He 
cautioned his hearers to be as much on the alert as 
ever. He told of efforts to have manufacturers men- 
tion stationers as the first source of supply of adver- 
tised products. The apparent lack of advertising by 
many dealers impressed him. Advertising, he said, 
should build more store business. Advertising and 
sales should be coordinated. Every outside salesman 
and every floor clerk should be informed of every 
piece of advertising used. Factory salesmen should 
know all the dealer’s men and acquaint them fully 
with their wares. Dealer salesmen should cultivate 
the acquaintance of the heads of the firms with which 
they do business. Inventory, he stated, needs closer 
planning to meet the requirements of regular cus- 
tomers. 

Greetings from the travelers were given by Mr. 
Shields. Observations from Washington were given by 
General Manager Charlie Garvin. 

“The Present Trend in Merchandising Office Equip- 
ment” was the theme of a talk by Mr. Thompson. Old 
merchandise, he said, can be made attractive and sold. 
The store is in a rut that makes no change in appear- 
ance year in and out. The taste of the public im- 
proves. The stationer should keep in step. Sell an 
up-to-date installation to the man with a common- 
place office who spends liberally for home and pleasure. 

Roy Wells of Postindex Company spoke on “After 
Tomorrow What?” The appearance, he said, is that 

(Turn to page 153, please) 
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TENTH REGIONITES VISIT 
DICK HEALY HOME IN SANTA 
FE.— 

l. Seated: Janice Nusbaum, Vi- 
olet Swanson, Santa Fe Book 
& Staty. Co.; Ann Healy; 
Matt Dillon, Associated Sta- 
tioners Supply Co.; Mrs. Stu- 
art Healy; W. W. Welch, 
W. W. Welch Co. Standing: 
Jack Kendrick, Kendrick- 
Bellamy Co., Denver; Jo Eck- 
ert, Santa Fe Book & Staty. 
Co.; Ted Caswell, F. S. Web- 
ster Co.; Mary Healy; John 
Nusbaum, Albuquerque 
Staty. Co.; Willis Palmer, 
Boorum & Pease Co.; Stuart 
Healy, Santa Fe Book & 
Staty. Co.; Mrs. John Nus- 
baum; Vern Feld, William 
P. Pfarr, Santa Fe Book & 
Staty. Co.; Charlie Garvin; 
Roy Wells, Postindex Co.; 
Owen Bayless. Lowman & 
Hanford Co., president, NSA; 

E. B. “Dick” Healy. 

2. Konrad Allgaier, chef of La 
Fonda, principal hotel in 
Santa Fe, standing beside 
elaborate dinner of lobster, 
turkey, ham and trimmings 
which he prepared for Mr. 
Healy's guests. 

3. Picture taken on lawn of the 
Healy home. Mountains in 
background. 

4. Ted Caswell eats lobster in 
most approved style while 
Charlie Garvin is more for- 
mal. 

5. Owen Bayless, Dick Healy 
and Charlie Garvin in nook 
of the Healy home. 
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TENTH REGIONAL CONVENTIONEERS AS THE CAMERA CAUGHT 
THEM. 


l. 
2. 


uve 


; E. G. Hopper, 


Frank A. Statt, Thomas & Grayston Co., Minneapolis; Mrs. Statt; 


Charlie Garvin. 

Glen Barclay, W. H. Kistler Staty. Co., Denver; E. E. Grissam, 
Strong's Book Store. Albuquerque: Ted Caswell, F. S. Webster 
Co.; H. C. Lyles, Bates Mig. Co.; Guy L. Denison, Esterbrook Pen 
Co.; Joe Simmer, Wilson-Jones Co 


. Jack Harper, General Supply Co., Albuquerque; Bert Bassett, Ever- 


sharp, Inc.; Charles Evans, Sanford Ink Co. 

Ladies of the convention pose for group picture. 

Winfield’s, Inc., Grand Junction. Colo.; Charlie 
Garvin: Ted Caswell, F. S. Webster Co.; Dick Healy, Santa Fe Book 
& Staty. Co.; Jack Kendrick, Kendrick-Bellamy Co.; Owen Bayless. 
president, NSA. 


. Ward Silliman, Sengbusch Self-Closing Inkstand Co.; H. S. Riley. 


Out West Ptg. & Staty. Co., Colorado Springs. Colo.; Henry Bredow, 
Eaton Paper Corp. 


. Jerry W. Turrell, The Globe-Wernicke Co.; John H. Robinson, W. H. 


Kistler Staty. Co., Denver. 


. Miss Helen Miller, Albuquerque Staty. Co.; Owen Bayless, presi- 


dent. NSA; Mrs. Alan Shields. 


. Frances Schively, Strong's Book Store, Albuquerque; Charlie Garvin; 





12. 
13. 


14. 
15. 


. H. V. Kirby. Kendrick-Bellamy Co, 


Jo Eckert, Santa Fe Book & Staty. Co. 


. Three black crows: Jack Harper, General Supply Co., Albuquerque; 


governor of the tenth district; Alan Shields, Rust Craft Publishers. 
Inc., president, Rocky Mountain Travelers Club; Charlie Garvin. 


. Rocky Mountain Travelers: Glen Barclay. W. H. Kistler Staty. Co.., 


Denver, editor; Alan Shields, Rust Craft Publishers, Inc., president; 
George Thompson, W. H. Kistler Staty. Co., Denver; vice-president; 
H. V. Kirby. Kendrick-Bellamy Co., secretary-treasurer. 

Fidel Sanchez, General Supply Co., Albuquerque; Mrs. Sanchez. 
H. E. Livingston, New Mexico School Supply Co., Albuquerque: 
L. W. Oswald, Clovis Ptg. Plant, Clovis, N. M.; Boyd Adams, New 
Mexico School Supply Co.; Harold Hazzard. Royal Metal Mig. Co. 
A few of the delegates caught in a crowd big enough to photograph. 
L. W. Littlehale, Gibson Art Co.; C. E. Robinson, American Pencil 
Co.; Alan Shields, Rust Craft Publishers, Inc.; Henry Bredow, Eaton 
Paper Corp.; J. P. Oberhauser, Dennison Mig. Co.; Will T. ‘Bill’ 
Hughes, Weis Mig. Co.; Watty Starr, Stationers Loose Leaf Co.; 
C. H. Kirkman, Gussco Sales Co.; Ralph D. Buckley, Automatic 
Pencil Sharpener Co. 

Denver; Mrs. Jack Harper; I. W. 
Hankins, L. E. Waterman Co.; I.cs. H. S. Riley; Herbert Johnson. 
Kendrick-Bellamy Co.; Mrs. Leon Littlehale; Jack Kendrick, Kendrick- 
Bellamy Co. 














OFFICE APPLIANCES 





TAKING POMONA BY STORM.—With the best tactics of storm 
troops the National Stationers Association troupers, headed 
by President Owen Bayless and General Manager Charlie 
Garvin took Pomona (Calif.) by storm and Pomona took them 
to its Southern California heart on March 21. The visitors, 
touring a wide belt of the country on behalf of the N.S.A. 
regional meetings, visited Pomona for a meeting one day 
after they were the honored guests of Los Angeles stationers. 
In Pomona they were the guests of the Orange Empire Sta- 


ORANGE EMPIRE STATIONERS RECEIVE NATIONAL 
OFFICERS 

The Orange Empire Stationers Association held a 
remarkably interesting meeting on the afternoon and 
evening of March 21 at Pomona, Calif., with N.S.A. 
officers and troupers as special guests. The officers 
were Owen Bayless, president; Charles P. Garvin, gen- 
eral manager; and Carl Grimes, governor of the 
Twelfth District. Other troupers were Ted Caswell, 
F. S. Webster Company; Roy Wells, Postindex Com- 
pany; Jack Kendrick, Kendrick-Bellaamy Company, 
and John Gilbert of OFFICE APPLIANCES. 

The first topic of discussion following a luncheon 
get-together was, “Fair.Trade Laws.” Mr. Garvin, Mr 
Bayless, Mr. Kendrick and William Lindsay of West 
Coast Printing & Stationery Company participated. 
Notwithstanding some difficulties of enforcement it 
was agreed that Fair Trade would be worth while if 
only one line was registered and the registry observed. 

The second topic was, “What 1941 Holds for the 
Stationer.” Roy Wells told of possibilities for this 
year and “after the boom.” 

Mr. Bayless said thoroughly staple items should be 
stocked wisely to make for profit in this sellers’ mar- 
ket. Inventory, he added, must be given more than 
usual attention. Several others made suggestions 

Topic number three, “Successful Policies for Com- 
mercial Stationers,’ was covered convincingly by Mr 
Bayless. If you cannot get business at a profit, he 
said, go without it. Speaking of persistence in sales 
effort, he cited the experience of a salesman who 
worked an industrial district for years with small 
return, but succeeded in getting his company over to 
customers and prospects. That salesman now is lead- 


tioners Association and as such were literally handed the key 
of the city, with the citizens, regardless of whether in or out 
of the stationery industry, determined to provide a welcome. 
There were forty present at the luncheon and when the meet- 
ing got under way the guests found that instead of the usual 
“meeting hall” chairs their generous hosts had provided the 
easiest of easy chairs. (Top) Charlie Garvin shows just what 
to do with an easy chair and how to do it and (lower) the 
crowd enjoying the luncheon. 


ing his organization. He advised his audience to know 
exactly what it costs them to do business. Included 
was a discussion of proper percentage of total costs 
for advertising—radio, direct mail and other types. 
On request that he pursue the subject of advertising 
he showed specimens of his own company’s newspaper 
advertisements. 

“Meeting Chain Store Competition” was covered by 
Mr. Garvin, who told how Arthur J. Walker and 
E. Clifton Wilson, both past presidents of N.S.A., were 
solving that vexing problem, and Mr. Bayless who 
told of his own store’s experience. 

George S. Bush of Bush’s Stationery, North Holly- 
wood, a former chain store man, had something impor- 
tant to contribute on the subject. 

New Fields 

“New Fields to Conquer for Stationers’ was by Mr. 
Garvin and Mr. Gilbert. They told of possibilities 
of posture, visible, fluorescence, air circulators and 
other goods. The stationery industry is in constant 
evolution. The alert dealer who is prompt to get new 
salable lines of merit has a definite advantage over 
his more conservative competitor. 

A dinner followed with excellent musical enter- 
tainment provided by the Golden State Travelers Club. 
Typical of the group and the location, a large orange 
was placed at each plate. Frank Binney of Stockwell! 
& Binney, San Bernardino, who presided during the 
afternoon, served as toastmaster. He introduced Ivie 
Stein of Santa Ana, Bill Bailey of Riverside and Dick 
Richards of Pomona as members who helped put the 
meeting over. He called upon Mr. Grimes who in turn 
asked members of the Golden State Travelers to stand 
in recognition of their excellent entertainment. 
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Following the dinner Mr. Bayless gave a short talk 
on “Store Business.” He told of the need for tact and 
diplomacy in handling customers. Get acquainted, he 
said. Show genuine interest. Diagnose the other fel- 
low’s needs. If you solve his problems, you make a 
friend of him. 

Mr. Garvin gave an illuminating address on his 
experiences in the stationery business. 

The Orange Empire Stationers Association was 
founded three years ago, the prime mover being Mr. 
Stein of Stein’s Stationery Store, Santa Ana. The 
members, formerly unacquainted, now meet monthly 
and work closely together. There are no officers, but 
Mr. Stein sends out notices of meetings. The territory 
covered includes Orange, Riverside and San Ber- 
nardino counties and the eastern half of Los Angeles 
county. 

L. A. Stationers Greet National Officers 

The stationers of Los Angeles held a luncheon in 
honor of Owen Bayless and Charlie Garvin, president 
and general manager of N.S.A. on March 20 at the 
Stock Exchange club. More than forty persons gath- 
ered around the table. Carl Grimes, governor of the 
twelfth district, presided. After introductions he called 
upon Mr. Bayless, Mr. Garvin, Ted Caswell of F. S. 
Webster Company and Roy Wells of Postindex Com- 
pany, all N.S.A. troupers, for comments on matters of 
special interest. 

Mr. Bayless said present conditions demand better 
thinking, better planning, better inventory control for 
successful operations. It is necessary, he said, to realize 
costs so that merchandise may be sold at a price 
which allows a profit. He recommended suitable in- 
ventories, saying hand-to-mouth buying did not pay. 
He asked that special pains be taken to keep good 
men in the industry. 

Mr. Garvin told of the picture as he saw it from 
Washington. Speaking of costs, he said cost figures 
have a new meaning. They are more necessary than 
ever before. He asked that dealers watch inventory 
but advised against buying too much ahead of rea- 
sonable requirements. This, he said, is a time for 
manufacturers to take care of dealers who have been 
depending upon them for merchandise and for dealers 
to rely upon manufacturers who have been serving 
them. 

The ribbon and carbon situation was presented by 
Mr. Caswell, allaying fears of any general serious 
shortage in the immediate future. 

Mr. Wells said steel for files was plentiful. He rec- 
ommended that dealers select customers carefully 
with the idea that desirable accounts be lined up for 
leaner years ahead. 

<> 
SQUARE CLUB ANNUAL DINNER-DANCE 

About 200 members and friends of the Stationers 
Square Club of Greater New York honored President 
Albert McLane, Spencerian Pen Company, at their 
annual dinner dance, March 22 at the Hotel Astor in 
New York City. In the beautiful North ballroom the 


un 
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guests ate a delightful dinner at nicely appointed 
tables. Between courses Rudy Gunther and his Society 
orchestra furnished the musical inspiration for 
dancing. 

The dinner over, Fred Steinhilber, Geyer’s Topics, 
chairman of the entertainment committee, introduced 
a charming lady, a drum majorette who with the 
cooperation of the orchestra demonstrated a remark- 
able deftness with the baton. It was she who led 
the grand march in which President and Mrs. McLane 
occupied the number one position. 

Distribution of prizes donated by generous manu- 
facturers added to the fun and gayety of the occasion. 
And so on far into the night the dancing and good 
fellowship continued. It was a charming party. 

outesisiionaily ghiiiidiags soccianile 
N.S.A. TROUPADOURS GREETED IN 
SAN FRANCISCO 


The N.S.A. troupers or troupadours moved into San 
Francisco March 25 where they were greeted and en- 
tertained royally for several days. At the railroad 
station they were met by Edward H. Wobber, president 
of the Stationers Association of Northern California, 
and Jim Andersonof S. E. & M. Vernon who escorted 
them to the Palace hotel. There a luncheon was 
served in honor of the visitors, well attended by the 
local association members. 

Mr. Wobber, presiding, introduced members of the 
troupe and called upon several of them for short talks. 
First he presented Owen Bayliss, N.S.A. president, who 
spoke on inventory, the need for retaining good men 
and possibilities in store selling. 

Mr. Wells indicated no apparent shortage of steel 
for desks and files. He recommended that particular 
attention be given to the type of customers added to 
the dealer’s books. Mr. Garvin spoke on conditions in 
Washington as they affect the stationery industry. 
His talk was highly entertaining as well as instructive. 

Several of the local stores were visited, after which 
Mr. Wobber entertained the party for two days at his 
beautiful home in the country. On March 28 the 
troupers moved on toward Spokane for the eleventh 
district meeting. 

The Stationers Association of Northern California 
is an active organization. E. A. Wood is the efficient 
secretary. 

—<—-_e  —— 
U. S. REPORT COVERS 10 MAKERS OF TYPE- 
WRITERS AND OFFICE MACHINES 

A report on “Business Machines and Typewriter 
Manufacturing Corporations” in the Federal Trade 
Commission’s project for the collection of annual 
financial reports from a large number of industria] 
corporations operating in many of the principal in- 
dustries of the United States, was issued last month. 

The ten business machines and typewriter manufac- 
turers whose financial reports are combined represent 
ten of the more important concerns in the industry, 
from the standpoint of investment and value of goods 
sold. 





CROWD AT SQUARE CLUB’S ANNUAL DINNER-DANCE 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

Vork, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance 


Trades Association of Great Britain and Ireland, 


6 St. Bride Street, London, E. C. 4 


For the second time in recent months we are unable 
to present the “London Letter” which is a feature of 
this section. Although every effort is made by our Lon- 
don correspondent the uncertainty of service and 
shipping often causes considerable delay to mail ad- 
dressed to the United States. 


DON CHADDUCK REPORTS BRIEFLY ON 
PAN AMERICA 
Last October, when Donald Chadduck, export sales 
manager of The Carter’s Ink Company, Boston, Mass., 
started on a trip through Central America, South 
America and the West Indies, he expected to be gone 











DON CHADDUCK 


six months. A letter from him while at Panama City 
indicates probable return to Boston on May 1, which 
extends the time of his journey to seven months. In 
view of general conditions perhaps that extension is 
not very great. 

Among Mr. Chadduck’s informative comments, the 
following are of special interest: 

I have just completed the circuit of South America 
which began last October and included all of the 
countries to the south. A number of problems, related 
to exchange and import control, remain but on the 
whole conditions have materially improved since I first 


came down to this territory in late 1939. Shipments 
of office equipment and supplies from England con- 
tinue to reach dealers with reasonable frequency and, 
considering the difficulties, English firms are giving 
very good service. This, however, represents the extent 
of European competition. 

In general, the introduction or re-introduction of 
office equipment and stationery supplies from the 
United States is progressing favorably and I believe 
that all of us down here have experienced a friendly 
and cooperative spirit in our dealings with the trade. 
The more progressive dealers have establishments 
which compare most favorably with the best we have 
at home.” 





le we - 
CANADIAN NEWS NOTES 

J. Bowman has been named secretary-treasurer of 
the Willson Stationery Company and the Winnipeg 
Envelope Company, Winnipeg, Man. Mr. Bowman has 
been with the Willson firm for over twenty years. 
Stuart Vogan, a Willson Company director, has been 
appointed secretary-treasurer of the Winnipeg En- 
velope Company. J. L. C. MacPherson, Willson Com- 
pany department manager, will succeed the late F. E. 
Martin to the board of directors, and will also be 
vice-president of the Winnipeg Envelope Company. 

» * * 

Various stationery firms in Toronto as well as the 
Toronto branch of the Junior Stationers Guild of 
Canada have been holding entertainments and dances 
to raise money for a fund for the bomb victims in 
England. Over $6,000 has already been sent to Eng- 
land from Canada. 

” * 4 

The Viceroy Manufacturing Company and the Peer- 
less Carbon & Ribbon Company, both of Toronto, Ont., 
have donated handsome trophies for presentation to 
the winning teams in the Toronto Commercial Sta- 
tioners bowling league. Barber-Ellis, makers of sta- 
tionery, have also donated miniature trophies for the 
members of the winning team. The league has eight 
splendid teams and each will have to keep on its toes 
to come in the lead. 

(Turn to page 102, please) 
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AMERICA’S 
SPECIFICATION No 





The bids are in—and coming in. . . Prices 
may differ... Materials may vary... 
the man or manufacturer who gets the business 
in ’41 is going to have to meet an over-all 


specification which may not appear in print. 


That specification is Quality. 

The nation is on the speed- 
up—there is no time or place 
for a letdown anywhere along 
the line. 

A monkey wrench in the 
machinery these days 1s close 
to high treason. 

The airplane must be even 
stronger than thespecifications 
state; the blanket must be even 
warmer; the shoes even more 
comfortable. 

The farmer in the field 
after a trouble-free tractor. 


But 


The motorist on the high- 
way wants a car that does a 
good job longer. 

The housewife in the food 
store is insisting on “Quality 
as specified.” 


Many 


years ago a great 








“All 
good things are cheap; all bad 
things are very dear.” 


American writer said, 


In a nation built on quality, 
never has the need for it been 
greater; never has the love of 
it been stronger. 








A “Speed-Up”’ Era 


of Business 


MIMFEOGRAPH is 


Speed today is a must in business. 

Not speed uncontrolled—but easy, accu 
rate, well-greased, moving smoothly along. 

In the time it takes a radio announcer to 
give a minute commercial, the Mimeograph 
duplicator can turn out 50 to 160 copies. 

In the time it takes for a four-minute egg, 
the Mimeograph duplicator would have piled 
up a stack of several hundred copies. 

These would not be helter-skelter, ‘‘lickety- 
split’’ copies. They would be neat, easy-to- 
read and accurate. 


rhe reason is, Mimeograph duplication is 


the trade-mark 


an efficient, self-contained unit for a business 
offensi Vee 


The Mimeograph stencil sheet captures the 
idea or message to be duplicated. The 
Mimeograph duplicator is the mechanized 
unit to do the work. And Mimeograph inks 
put it down in black and white, or colors. 


A. B. Dick Company manufactures four 
Mimeograph duplicators, several different 
types of Mimeograph stencil sheets, and many 
types of Mimeograph brand inks—for differ- 
ent purposes and at different prices... . 
A. B. Dick Company, Chicago. 


OIcK COMPANY 


imeograph duplicator 


k Company 


, Chicago, pil in the U. S. Patent Office. 
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REPORT OF IMPORTANT EVENTS AND ACCOUNT OF NOTEWORTHY 





ACTIVI- 





TIES FOR THE MONTH 


IN EVERY DIVISION OF 


THE INDUSTRY 
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MISCELLANY 
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TWO ADDED TO REMINGTON SALES STAFF 

As part of a plan to increase sales in all divisions, 
Remington Rand Inc., Buffalo, N. Y., last month added 
two more men to its selling organization. They are 
M. A. Fenster and J. A. Eisenhart who become respec- 
tively sales promotion manager for the printing calcu- 
lator, and sales promotion manager for the portable 
adding machine. 

Mr. Fenster has had many years of experience in the 
calculating machine industry and has served in the 











M. A. FENSTER ‘J. A. EISENHART 


field as salesman, district manager and home office 
manager in charge of sales training. For a consider- 
able time he operated his own auditing and tax service 
and is thoroughly conversant with sales and service 
methods, a knowledge which will stand him in good 
Stead as an executive in Remington Rand’s adding- 
bookkeeping machines division. 

Mr. Eisenhart has for many years been successfully 
active in another division of Remington Rand. During 
this period he developed an unusually wide experience 
in specialized selling to dealers and a broad knowledge 
of dealer problems. He also possesses a keen merchan- 
dising sense which well fits him for the responsibility 
of expanding the sales of wholesale portable adding 
machines. 

Coincident with the above appointments, Remington 
Rand also announced the promotion of A. L. Bateman 
to the position of sales promotion manager of Rem- 
ington bookkeeping and fanfold machines, another 
part of the adding-bookkeeping machines division. Mr. 
Bateman has been with the company for more than 
twenty years, having served as sales representative as 
well as branch manager in various sections of the 
country. 


“WHO’S WHO IN THE N. S. A.” 

Under a title of “Who’s Who in the N. S. A.”, the 
annual roster of the National Stationers Association 
has been issued to the membership by General Man- 
ager Charles P. Garvin. 

Made in a handy pocket size, the sixty-four page 
booklet contains the following information: 

The names of all members, their addresses and the 
class of membership held by each. In the case of 
dealers the name of such dealer’s buyer is given to- 
gether with a series of letters indicating the different 
kinds of goods carried in stock. Where a manufac- 
turer is listed the name of the sales manager is given 
and the firm’s leading products are mentioned. 

—-e © 
PACKARD NAMED IBM GENERAL SALES MANAGER 

The International Business Machines Corporation, 
New York, N. Y., last month announced the promotion 
of Gordon Packard to the recently-created position 
of general sales manager. Under this designation Mr. 
Packard will be in charge of sales activities of all 
divisions and will maintain headquarters in New 
York City. 

A graduate of Rutgers University, Mr. Packard has 
a successful record of achievement with IBM. Joining 
the company in 1927 he served in various sales and 
sales executive capacities. After a short time as a 
salesman he was appointed manager of the Brooklyn 





GORDON PACKARD 


office and in 1932 was made sales manager of the 
electric accounting machines division, and one year 
later, European sales manager with headquarters in 
Paris. Mr. Packard has also been sales divisional 
manager at Chicago and in San Francisco. 
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**Ask Your 


Panama 
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Beaver 


Man” 


MEN OF HONOR BRING OUT 


the best in others. Products 
well made and ethically sold 
do more than serve the 
buyer: they expand his own 









ca pacity to serve. 
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MANIFOLD SUPPLIES COMPANY 


Manufactures ¢  Coast-to-coast Distribution 
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MEETINGS—CONVENTIONS—DINNERS 





KNELL HONORED BY ALL-STEEL-EQUIP 
EMPLOYEES 

March 15 was a red letter day for employees of the 
All-Steel-Equip Company, Inc., Aurora, Ill., in gen- 
eral and President John Knell in particular. For that 
was the day upon which Mr. Knell celebrated his 
twenty-fifth year as president of the firm as well as 
his fifty-eighth birthday. 

And the boys decided to do something about it with 
the result that 150 of them (all with ten or more years 
of service to their credit) gathered in the Sky room 
of the Leland hotel to pay tribute to the man whose 
leadership and keen business ability has fostered the 
growth of the company from a fifteen-man organiza- 
tion to one of the largest corporations in the Middle 
West, employing more than 800 men and women in 
Aurora. 

Not content with honoring their chief, the boys had 
a surprise up their collective sleeves which brought 
delight to everyone present. It came to light when 
Mr. Knell was informed that he was about to be pre- 
sented with a beautiful gold badge to commemorate 
his quarter-century of service. But instead of one 
badge there appeared five, four of which were then 
presented to A. F. Erickson, L. G. Taylor, William 
Muth and Albert Heidt, all of whom are entitled to 
record twenty-five years beside their names. 


Thumbnail Records 


Mr. Knell was born and raised in Aurora and has 
been an active leader in civic affairs of the city. He 
is an ardent hunter, fisherman and yachtsman and 
recently became a gentleman farmer. 

Mr. Erickson is secretary and treasurer of the com- 
pany and works manager of the firm’s three factories. 
He is a!so president of the Roach-Appleton Manufac- 
turing Company, South Bend, Ind., and is active in 
church work and affairs of the Way-Side Cross mission. 

Mr. Taylor is sa'es manager of the company’s Chi- 
cago district office and lives in Hinsdale. His brilliant 





REPRESENTING 1000 YEARS OF SERVICE WITH NA- 
TIONAL BLANK.—The men pictured above are all mem- 
bers of the National Old Timers’ Club of the National 
Blank Book Company, and between them they repre- 
sent 1000 years of loyal service. Front row (L to R) John 
T. Popp, 51 years; William Fredrick, 52 years; Hugo Kaep- 
pel, 56 years; Leroy F. Avery, 53 years; George King, 
51 years. Second row: Dennis F. Sullivan, 47 years; 
Philias Dubourg, 48 years; Andrew Hereth, 40 years: 
George Paul, 40 years; Edward Donahue, 49 years; Louis 


salesmanship has pointed the way to the present 
nation-wide distribution of All-Steel-Equip products. 
Mr. Muth has been foreman of the box and locker 
manufacturing departments for the past twenty years 
and is an officer of the ASE Athletic club. 
Mr. Heidt started with A-S-E as an assembler and 
for a number of years has been foreman of the locker 


assembly and tool and die departments. 
—<. = 


ILLINOIS RIBBON AND CARBON MEN MEET 

With the turnout of members somewhat reduced by 
a persistent rain, an interesting and instructive meet- 
ing of the Illinois Carbon Paper & Inked Ribbon Asso- 
ciation was held on March 3 in the Atlantic hotel, 
Chicago. 

No special speaker had been scheduled to be present 
because President Fred Neely, Fred W. Neely Company, 
had previously announced that the meeting would be 
confined to a general discussion of three important 


questions propounded by Secretary Treasurer L. D. 
Kenney. These questions, all of paramount impor- 


tance because of the present national and international 
unrest and uncertainty, were: 

1. In case of war will prices advance? 

2. Will imported fabrics and paper stock be avail- 
able? 

3. How should we protect ourselves to cover coupon 
liability if prices soar? 

The opinions voiced by the members present con- 
cerning these factors of business were varied and each 
man gave his ideas of the manner in which these and 
other problems can and should be met. But none, 
however, gave any indications of expecting unusual 
difficulty in filling orders in the event of the United 
States being drawn into the present conflict. 

In this connection the younger men found abundant 
cause for hope in the statements of President Neely 
and Harry Holden, vice-president of the Codo Manu- 
facturing Company. Both Mr. Neely and Mr. Holden 
recalled conditions prior to and during the World War I 


A. More, 49 years; Gus Schimke, 44 years; Charles Moran, 


46 years; Donat Labelle, 41 years. Third row: Joseph 
Therrien, 43 years; Robert W. Ely, 42 years; Joseph Le- 
mire, 43 years; James E. Donnelly, 46 years; Arthur The- 
roux, 42 years; Ernest Krause, Jr., 40 years; Al. F. St. 
John, 41 years. Not shown in the picture are F. B. 
Towne, treasurer, with a record of 53 years in that office; 
President E. S. Towne, with 52 years, and Harry J. Ferry, 
dean of the sales force, with 48 years. 
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NOISY NELL...she ought to try 
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Poor little Nell! If only the Boss would buy her the new Super 
Speed L C Smith—Ss/ent model! 

And what a machine it is! It purrs where others clatter. Its 
easy action and effortless speed reduce end-of-day fatigue. New 
typing aids step up office efficiency .. . help get out the work 
faster and easier. 

Phone the LC Smith branch in your city today, for free MAIL COUPON FOR USEFUL, FREE BOOKLET 
demonstration right in your own office. See for yourselfhow 11 = —— — — — — — — — — — — — — — 
the new Automatic Margin Set, Floating Shift, Improved 
Tabulator and other features can make your secretaries more 
valuable to your business. 


L C Smith & Corona Typewriters Inc 
Desk 4, 191 Almond Street, Syracuse, N.Y. 





Please send free copy of “Tips to Typists” 


™ Silent LC SMITH 
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and from these recollections voiced the belief that 
while prices may be forced up and the flow of manu- 
factured products and manufacturing ingredients be 
somewhat curtailed, there should not necessarily be 
any serious shortage of ribbons or carbons. 

When the meeting opened those in attendance were 
jubilant over the appearance of Harold Quest, The 
Quest Manufacturing Company, Chicago, who had been 
ill for several weeks. Mr. Quest reported that after 
a “general overhauling” at a Chicago hospital he had 
been pronounced suffering only from a mild ailment 
which a somewhat meager diet and a rest would cause 
to promptly disappear. 

The next meeting of the association 
for Thursday, April 3. 


is scheduled 





CONVENTIONEERING KANSANS.—Interested listeners at one 

of the sessions of the Kansas Book Dealers Association con- 

vention, held at Topeka, February 16 to 18. The convention was 

reported in full in the March issue at which time this photograph 

was not available. The delegates are pictured in the conven- 
tion hall of the Hotel Kansan in Topeka. 


‘ininnalsiiiaililiibici 
NORTHERN CALIFORNIA RIBBON MEN ELECT 
OFFICERS 
At a recent meeting of the Carbon & Ribbon Dealers 
Association of Northern California, held in the Hotel 
Stewart, San Francisco, the following men were elected 

to head the organization for the present year: 

President, H. M. Carscallan, West Coast Carbon & 
Ribbon Company; vice-president, Jack Glendon, Glen- 
don Company; secretary-treasurer, C. P. Krink, West 
Coast Carbon & Ribbon Company. 

More aggressive activity was proposed for the 
months ahead. To this end a new set of by-laws was 
adopted, placing responsibility for major activities in 
the hands of committees. These are the membership 
committee, L. H. Chapman, Carlisle Company, chair- 
man; educational committee, Don K. Faucette, Miller- 
Bryant-Pierce Company, chairman; speakers’ commit- 
tee, Earl White, Ames Supply Company, chairman; 


entertainment committee, Jack Glendon, Glendon 
Company, chairman. An additional committee was 


established in the person of Art Schirmeyer, H. & M. 
Carbon Company, who is delegated the job of pro- 
moting harmony among the membership.—SS 


ee ee 

WATSON ADDRESSES MONTGOMERY C. OF C. 

Thomas J. Watson, president of the International 
Business Machines Corporation, last month was guest 
of honor and principal speaker at a meeting of the 
Montgomery (Ala.) Chamber of Commerce held in the 
Hotel Whitley. The meeting was attended by about 
800 persons.—JHR 


+ 

GOLDEN STATE TRAVELERS MEET 
The monthly meeting of the Golden State Travelers 
Club was held at the Alexander hotel, Los Angeles, 

Calif., on March 3 and was very well attended 
Among the visitors were Harry Yager, vice-president 
and general sales manager of David Kahn, Inc., North 
Bergen, N. J.; Keith Chandor, special government 


representative for the Bates Manufacturing Company; 
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Lloyd Rogers of The Stationery Shop in Alhambra; 
Shirley Barnes, sales manager for Stationers’ Corpora- 
tion; and Carl Grimes of Grimes-Stassforth Stationery 
Company. 

The club voted to go ahead with the roster in booklet 
form, which is to be put in the hands of all California 
stationers. 

The monthly “get-together” for golf and dinner was 
held February 27 at the Fox Hill Golf Club and was 
very well attended. 

—_- 
4TH LUGGAGE SHOW TO BE HELD IN FEBRUARY, 
1942 

Because of the remarkable success which resulted 
from the third annual event held recently in the 
Palmer House, Chicago, it has been decided that the 
fourth annual Luggage & Leather Goods Exposition 
will be held in February, 1942, in the same location. 
The event is held under the joint auspices of the Chi- 
cago Luggage & Leather Goods Manufacturers Asso- 
ciation, the Luggage & Leather Goods Salesmen’s 
Association of America, Inc., and the Luggage & 
Leather Goods Manufacturers of America, Inc. Ac- 
cording to E. R. Manning, sales manager of the Stein 
Bros. Manufacturing Company, Chicago, the last show 
brought out the largest number of exhibitors and 
visitors ever before recorded. Mr. Manning has done 
a capital job managing the three prior events. 

SS 
ADAMS, CUSHING & FOSTER IN 53RD YEAR 

The fifty-third anniversary of the founding of 
Adams, Cushing & Foster, Inc., Boston, Mass., was 
observed on March 1 by a small luncheon party held 
at Filene’s restaurant, with Walter F. Cushing, treas- 
urer of the company, as host. 

Among those present were Harry L. Chandler, vice- 
president; William H. Bigglestone, former vice-presi- 
dent, and Mrs. D. W. Mason, clerk of the corporation. 

The house of Adams, Cushing & Foster and its 
predecessors, cover a period of over eighty years and 
during that time have been engaged in the wholesale 
and retail distribution of stationery and kindred lines 
in New England. 

—- 
N. A. C. O. TO MEET MAY 14 

Offering a capital opportunity for the display of 
office equipment and supplies used in connection with 
the operation of courthouses, the annual convention 
of the National Association of County Officials will 
be held at Louisville, Ky., from May 14 to 17, inclusive. 

According to Convention Chairman Earl K. Snow, 
present indications point to an attendance of more 
than 1500 county officials as delegates when the con- 
vention opens in the Brown hotel. A display space 
of thirty booths is available for those manufacturers 
desiring to present their products to the visitors. 

The association maintains headquarters at 226 Hey- 
burn building, Louisville. 

‘ a 

4TH REGIONAL MEETING PLANS DISCUSSED 

Leading stationers of North Carolina met March 15 
at the Jefferson hotel, Greensboro, N. C., to discuss 
plans for the fourth regional meeting of the National 
Stationers Association scheduled to be held May 15 
and 16 at Charlotte, N. C. 

The business session was held with about thirty of 
the state’s stationers in attendance, all of whom 
enthusiastically approved plans for the convention as 
they were explained by C. W. Bauserman, who is 
chairman of the arrangements committee—JHR 

*—> 


ATLANTA STATIONERS MEET 
An informal dinner and business meeting were held 
in the Mayfair club, Atlanta, by members of the 
Atlanta Stationers Association on March 6. The annual 
election of officers, scheduled for this date, was ordered 
postponed until the April meeting —JHR 
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Birth of a Portable Prospect 


Royal as an educational tool. Instruct your salespeople 


@ Too much advertising, we feel, tries to influence pros- 
pects instead of trying to create them. 

So Royal advertising—the biggest campaign in the 
industry —is today selling the advantages of a Portable 
rather than of a Royal alone. That way, these powerful 
ads increase the market instead of merely swaying it. 

By appealing to the basie desire of every parent to 
vive his child a better chance in life than he himself had 

these full-page advertisements are creating more and 
better prospects than possibly ever before in Portable 
history! 

But whether those prospects will ever become cus- 
fomers .. 

Make full use of Royal displays, circulars, and news- 


paper mats which give further information about the 


. depends on you. 


to explain to interested parents why and how the Royal 
is a steppingstone to higher grades... an aid to faster 
and clearer thinking. 
Then... and only then... will you be putting the 
typewriter industry's greatest advertising campaign to 


work for you! 





ROYAL PORTABLE 


THE Standard Typewriter 
in Portable Size 


Copyright 1941 Royal Typewriter Company, Inc. 
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ROYAL PLAYS BIG PART IN N.E.A. CONVENTION 


Visitors at the Royal exhibit at the N.E.A. conven- 
tion in Atlantic City were among the first to see the 
“Royal Flashing Keyboard,” an innovation in type- 
writer display designed and built under the supervi- 
sion of the Royal Typewriter Company. Albert Tan- 


Y STROKES 


41S UOHT FLASMES 
tvERY 1 sTeOMES 





ROYAL'S ACTIVITIES AT N.E.A. CONVENTION.—(Top) The 
Royal Typewriter Company's display booth. (Center) Albert 
Tangora operating the “Flashing Keyboard”. (Lower) Royal's 
delegation to the convention strolling the boardwalk (L to R) 
T. C. Hetherington, Boston salesman; Albert Tangora, speed 
typist; Miss Stella Willins, speed typist: Paul Mittenzweig, 
New York salesman; Mrs. Kay Jordan, Philadelphia branch: 
L. E. White, assistant western sales manager; Mr. and Mrs. 
Noel Grover, Philadelphia branch. 


gora, speedy typewriter operator, operated the ‘‘Flash- 
ing Keyboard.” 
Wired, in an integral unit to the regular Royal 


Finger-Flow keyboard, was a scoreboard on which were 
located three instruments operating simultaneously 
with the typewriter. 

On the left third of the scoreboard was a facsimile 
of a Royal keyboard, enlarged two times. The cen- 
ter section of each key on the facsimile keyboard 
was cut out and light bulbs inserted into the wells. 
Each time a key was struck on the keyboard, a cor- 
responding light flashes in the facsimile keyboard 

In the center section of the scoreboard was an elec- 
tric counter which recorded the total key strokes in 
units of ten. Each time a unit of ten strokes has been 





OFFICE APPLIANCES 


recorded, a light under the counter automatically 
flashes momentarily. 

On the right section was an electric stop-clock which 
timed the key strokes in split seconds. The clock was 
manually started and stopped. 

For the first time in typewriter history, the high 
rate of speed attained by Royal typewriter operators 
was shown. As Mr. Tangora’s fingers sped over the 
keys at a rate of more than 725 key strokes per minute, 
his rapid pace and smooth typing rhythm was easily 
followed on the facsimile keyboard. The stroke coun- 
ter and stop-clock provide for highly accurate checks 
on typing speed. 

Spotlighted by the speed demonstrations of Mr. Tan- 
gora and Stella Willins, the Royal booth was one of 
the busiest and most popular. President of Associated 
Exhibitors A. M. Stonehouse, who is also manager of 
the Royal Typewriter Company’s school department, 
was chairman of the convention. In his opening ad- 
dress to the delegates, he stressed the importance of 
a close relationship between exhibitors at the conven- 
tion and the members of the N. E. A. Mr. Stonehouse 
also made the presentation of the American Education 
Award for 1941 to Dr. Frank P. Graves for his out- 
standing work in the field of education. 

Members of the Royal organization who were present 
at the exhibit included Assistant Western Sales Man- 
ager L. E. White; W. S. Daniels, manager of the Phila- 
delphia office; Charles Gallagher, manager of the At- 
lantic City office, and Salesmen T. G. Hetherington and 
Paul Mittenzweig, from the Boston and New York 
offices respectively. 

—_-— 
STAATS AND SINCLAIR ADDRESS N. Y. OFFICE 
MACHINE DEALERS 

An excellent attendance turned out on March 13 to 
greet two prominent speakers at the regular monthly 
meeting of the Office Machine Dealers Association of 
New York, Inc., which was held in the Hotel New 
Yorker. The speakers were Ed. Staats, Ames Supply 
Company, and Hugh Sinclair, Stevens Davis Com- 
pany, Chicago. 

Mr. Staats spoke on cooperation among dealers, and 
stressed the importance of finding new ways and 
methods of increasing business. He mentioned several 
instances of efforts, on the part of his company, to 
help increase the dealer’s sale not alone of platens, 
but of other items essential to the good care of a 
typewriter. Mr. Staats told of the popularity and 
growth of his company’s bulletin ‘“‘Your Man Friday.” 
He further told of a new catalogue, issued by his 
company and obtainable by dealers, with the dealer’s 
own imprint at small cost. This catalogue gives a 
complete summary of services rendered by dealers to 
customers and contains many timely tips to typists, 
as well as other useful information. 

Mr. Sinclair spoke of methods used to bring sales- 
men beyond their present point of production. He 
illustrated, with charts, the selling strength of various 
type of salesmen, and cited the importance of the 
interchange of ideas in overcoming sales resistance. 
Various methods of combating this resistance are 
found in pamphlets, published weekly by his company, 
entitled “The Voice of Salesmen.”’ 

Plans for the sixth annual dinner dance are com- 
plete. From the report submitted by Chairman of 
Arrangements Bill Purvin, this affair promises to be 
the biggest and best of all. 

Those at the meeting were informed that the asso- 
ciation has adopted a resolution advising State Sen- 
ator Carl Pack that the organization will support his 
proposed legislation providing jail terms instead of 
tines for violators of the New York Fair Trade Act. 

—_- 
WALKER ADDRESSES UNITED STATES C. OF C. 
COMMITTEE 

Arthur J. Walker, Farnham Stationery & School 
Supply Company, recently delivered a timely and in- 
teresting talk before the domestic distribution commit- 
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CHAIR No. E-15D 

Smartly - Styled, 

Comfortable and 
Self-Fitting! 


6 MILLION ENTHUSIASTIC PROSPECTS FOR SELFIT 


You will find enthusiastic acceptance of these nationally- 


ERE is a modern office girl—typical of nearly 6 million 
girls who sit while they work. She is a modern girl, so 
she recognizes the importance of good posture—to her ap- 


pearance... to the efficiency of her working day. 


She is a vital factor in your chair sales—-because her sat 


isfaction, or lack of it, will ultimately reflect in your profits. 
She is the one who uses the chair. Therefore, it must be de- 
signed to satisfy her. Selfit is! With a Selfit Chair she can 


make her own adjustments for all-day-long correct posture 


Seat height, back rest depth and back height—these ad- 
justments are made instantly and easily with quick-acting 
hand controls. Selfit is entirely self-ftting! But more than 
that, Selfit is a comfortable chair...smart in design, unusu 


ally sturdy in construction 


advertised chairs wherever there is seated work to be per- 
formed efficiently. You can get your own good share of 
these posture profits simply by showing Selfit Chairs, by 
demonstrating their ease of adjustment, by inviting inspec 
tion of their many refinements. There are styles for every 


need. Get complete details today! 


HARTER 


TH HARTER CORPORATION 
STURGIS, MICHIGAN 


Branch Offices: 354 Fourth Ave., New York. 14 E. Jackson Blvd., Chicago 
Export Dept.: 1120 Chester Avenue, Cleveland, Ohio. 
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: only time you make a profit is when you make 
a sale! The time you spend on other duties is non-profit- 
able time that eats into your income. Purchasing is one 
of these non-profitable duties . . . and that is one of the 
main reasons why so many busy typewriter dealers are 
buying more and more of their merchandise from 


AWMCO. 


fk 

or you can order all of your typewriters and supplies 
from the American Writing Machine Company in a 
fraction of the time that it takes you to divide your order 
among several partial suppliers. That means you'll have 
more time left for selling, which means more sales and. 
best of all, more profit! 


Di. right now to do your buying in this easy. 
profitable way! Send your next order, in full, to the 
complete typewriter dealers’ supply house—the American 
Writing Machine Company. 


& 
TYPEWRITERS 
New Monarch Portables 
Premier Rebuilt and Reconditioned Remingtons 


Challenge Grade in all makes 
All makes of Rough Typewriters 


od 
ADDING MACHINES 


A complete and fast-moving line of Monarch Portable 
Adding Machines 


® 
PARTS AND SUPPLIES 
for all typewriter makes and models. 
a 
DUPLICATORS 
Monarch, Spartan and Roswell. 
& 
Invincible Platens 
Invincible Carbon Paper 
Invincible Ribbons 
Rubberite Stencils 
Tot Staplers 
z 
Remington Electric Shavers 
and 
a complete stock of typewriter tools and repair shop 


equipment. 


AMERICAN WRITING MACHINE CO. 


115-117 WORTH STREET 


Est. 1880 


NEW YORK, N. Y 
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tee of the United States Chamber of Commerce. The 
meeting was held in Minneapolis under the general 
heading of “Distributors’ Problems Under the Defense 
Program” and Mr. Walker’s address was “The Retailer’s 
Outlook.” 
since a, 
GREAT LAKES TRAVELERS NOTES 

At the luncheon meeting Friday, March 21, two 
visitors from out of town were among those present. 
C. G. Gregory of the Gregory Fount-O-Ink Company, 
Los Angeles, Calif., was introduced and expressed his 
pleasure in attending the gathering. Homer Jacquin 
of Jacquin & Company, Peoria, Ill., was the other 
visitor. He invited all the travelers to attend the 
Illinois Booksellers & Stationers annual convention 
next May. 

Tom Gillice served as chairman for the second con- 
secutive meeting, having received authority to do so 
from President Ed Rohrs. A parliamentary problem 
arose when Bill Smith of Ace Fastener Corporation 
reminded the group that he was first vice-president 
of the organization and should have had precedence 
over Secretary Gillice. He was offered the opportunity 
to take the chair but declined. 

Among the rumors from Ohio reported at the meet- 
ing was one concerning Elmer Kral of The Buckeye 
Office Supply Company, Cleveland, who is expecting 
a family increase early in April. He has a slight fear 
that the arrival will occur on April 1. 

Fred Richmond of Richmond & Backus Company, 
Detroit, still gets to the office occasionally, according 
to reporter Harry Balch. Harry also reports that Herb 
Murdock of Gregory, Mayer & Thom, Detroit, was 
struck by an auto, but is now well on the road to 
recovery. Herb was taken to a hospital for treatment 
but was able to walk home. 

Bill Wallace, sales representative of Bainbridge, 
Kimpton & Haupt, Inc., has recovered sufficiently 
from an illness to be driven to Cleveland by his son- 
in-law. He is a bit shaky, but keeps calling on the 


trade. 
—_——_- Po 


MARCHANT STOCKHOLDERS HOLD MEETING 

All officers and directors of Marchant Calculating 
Machine Company, Oakland, Calif., were re-elected at 
the annual meeting of stockholders last month. At 
a previous meeting the directors declared the regular 
quarterly dividend of 371% cents per share on the 
226,642 shares of capital stock outstanding, payable 
April 15 to stockholders of record March 31. 

In addressing stockholders, Edgar B. Jessup, presi- 
dent, said that the company was continuing the 
intensive educational program and training work 
throughout its sales organization which had resulted 
in a new high record of sales in 1940 despite the loss 
of some export business. A better-trained and more 
alert selling organization at home, he Said, had been 
found to be an effective answer to the slackening of 
export volume due to conditions abroad. 

At their meeting the directors of the company paid 
a special compliment to the management of the com- 
pany for the accomplishments of the past year. 

Directors of the company are Douglas C. Alexander, 
Crellin Fitzgerald, Edgar B. Jessup, Ralph W. Kinney, 
Joseph R. Knowland, J. W. Mason and Harrison S. 
Robinson. The officers are Edgar B. Jessup, president 
and general manager; Harrison S. Robinson, vice- 
president; Crellin Fitzgerald, vice-president; M. E. 
Largey, secretary; C. T. Plummer, treasurer; and C. 
W. Anderson, controller. 

<< = 
NEW ENGLAND TRAVELERS HAIL ST. PATRICK 

Sure and it was a great day for the Irish in Boston 
on March 17 when the New England Travelers Club 
held its annual St. Patrick Day revels in the Boston 
City Club! In fact Boston looked more like Ireland 
than Ireland does. 

All the boys gathered at the club early in the after- 
noon and with many hours to while away before the 
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JUST HOW DO YOU DRESS YOUR AMBASSADORS? 
Experts Recommend... 


OLD TOWN “SILK and SABLE” 


In a manner of speaking, every letter on your firm's stationery is your 
Ambassador of Good Will. Are these Ambassadors dressed to create 
a good impression? Do they radiate prestige, infer inherent dignity? 
OLD TOWN SILK, aristocrat of typewriter ribbons, gives classic dis- 
tinction to executive correspondence. OLD TOWN SABLE produces 
carbon copies so clean, so bright and sparkling 










—they're almost good enough to be originals. 






Lois Ranson, Republic Pic- 
tures Star, is an expert at 
making good impressions. 






e America's foremost producer of inked ribbons and carbons offers the 
most exciting, the most dramatic promotion ever known in this industry. 
Powerful sales aids and novel merchandising methods will bring you more 
customers and give you record increases in sales and profits. You cannot 


afford to ignore this opportunity. Write today—now—for details of this 


mighty merchandising plan. 





Hy ral K HRV Miss Secretary: Send for 
OD AES j } 
illite your free copy of our 


RibGon & Carbon C., Ine. booklet “The Secret of 


Beautiful Letters.”’ 





O MANUFACTURERS 


T )WN / 
TERnE 750 PACIFIC STREET, BROOKLYN, N. Y. 
59 East Van Buren Street . . Chicago 
788 Mission Street . . . San Francisco 

































































# 





ON THE CUSTOMER'S 
OWN PROVING GROUND 
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THE 


The difference between old style filing and modern mech- 
anized filing is the difference between the conventional 
rigid front cabinet and the swing-front drawer Super-Filer. 


The modern business office can best keep pace with the 
swing to greater production that is now made imperative 
by the National Defense Program, by equipping with 
the GF mechanized Super-Filer...successor to files. 


No more interesting sales story can be told management 
today in the control center of business... the office...than the 
story of Super-Filer savings. Four easy steps instead of the 
eight in conventional filing. A saving in manual opera- 
tions... a saving in operating cost... a saving in floor space 

with maximum visibility and easy, instant accessibility. 


GENERAL FIREPROOFING 


Products by GF: METAL DESKS + ALUMINUM CHAIRS + FILING CABINETS 














COMPANY - yvouncstown, onto 


SAFES * STEEL SHELVING + STORAGE CABINETS + FILING SUPPLIES 
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They Had Him 
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until 
Jones & Co. 
switched to 


PEERLESS-IMPERIAL 


RIBBONS AND CARBONS 


Over at Jones & Co. it used to be a ribbon here and a 
box of carbons there. The big juicy contracts with the large 
industries in the town were not for Jones & Co. His own 
manufacturer told him the big boys had to be sold direct. . 


No wonder Jones was disgusted, said there was no 
money in ribbons and carbons and that a dealer was a 
fool to waste effort on them. 


Then one day he read one of our advs. (even as you are 
doing now)... an adv. that encouraged him to go after 
the big ribbon and carbon business with the promise of 
manufacturer's cooperation such as he had never before 
known. 


Jones decided to find out what it was all about. He 
wrote a letter, naming a couple of "ins" he had with some 
of the big companies in town. To make a long story short, 
Jones & Co. today are enjoying the biggest ribbon and 
carbon profits in their history. PEERLESS-IMPERIAL did 
it! Moreover, Jones & Co. are getting other business that 
had previously gone elsewhere. 











MORAL: PEERLESS-IMPERIAL is 
your friend, not your competitor. 
If there are some tough accounts 
to crack in your area, write to us 
without delay. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office & Factory: 409 Mulberry St., Newark, N. J. 


THE KEY MEN OF AMEKICA. Manufacturers with the dealers ew pormt 
BRANCHES 

New York City, 321 Broadway Chicago, 19 South Wells St 

Detroit, 803 American Radiator Building Los Angeles, 827 S. Main St. 
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general stampede for dinner was due to occur they 
held several great match games of billiards, pool and 
bowling with enough noise to give spasms to the 
snakes St. Patrick drove out of Ireland had they been 
around to hear it. 

Forty hilarious gentlemen sat down when dinner 
was announced and found the table decorated with 
Irish hats, pipes and other fond reminders of Erin. 
And singing? Whoever heard of an Irish party with- 
out a rendition of Irish songs. It didn’t matter 
whether the boys could sing or not, they wanted to 
sing and they sang, defying anyone in the neighbor- 
hood to object to such old favorites as they could 
think of. 

Altogether it was one of those days the boys won't 
ever forget, a’tall, a’tall. 


a oe 
CANADIAN GUILD OPENS MEETING 


As this issue goes to press the Stationers Guild of 
Canada is scheduled to open its annual meeting on 
March 24 at the Royal York hotel, Toronto. The day 
was to be divided into a series of events including a 
retailers’ conference, eighth annual meeting of the 
Guild, the highlight of which was to be the election 
of directors, a reception and a dinner meeting. 


en 
UEF FLORIDA SALES WINNERS MEET 


Winners in the company’s January sales contest 
throughout Florida last month were guests of the 
Underwood Elliott Fisher Company’s Jacksonville 
branch at a dinner held in the George Washington 
hotel. Dealers and salesmen attended from Bradenton, 
Fort Myers, Gainesville, Jacksonville, Lakeland, Miami, 
Orlando, St. Petersburg, Tampa, West Palm Beach and 
other sections of the state and congratulatory mes- 
sages from district officers and the home office were 
read.—_JHR 

—-_-- 
CHICAGO DICTAPHONE BRANCH IN NEW 
QUARTERS 

After ten years’ occupancy at 64 East Jackson boule- 
vard, the Chicago branch of the Dictaphone Corpora- 
tion has moved across the alley and taken spacious 
quarters at 224 South Michigan avenue. From the 
reception room through to the shop and shipping 
quarters, the new space is thoroughly modern in 
appearance and equipment. New furniture, indirect 
lighting, cool green walls and marbled brown in- 
laid linoleum on the floors provide admirable work- 
ing conditions. Sound absorbing tiles in the ceilings 
create an atmosphere of quiet efficiency. Fluorescent 
lighting equipment is in the demonstration room, the 
reception room and in Branch Manager A. E. Black- 
stone’s private office. Mr. Blackstone’s sanctum is 
beautifully finished in dark wood panelling. At one 
side is the office of his assistant, Harry Cross, and 
at the other is a guest office for the use of head- 
quarters executives when visiting Chicago. All win- 
dows are equipped with venetian blinds. 

As the announcement card indicated, the offices are 
“modernly equipped, providing increased facilities for 
the sale and servicing of Dictaphone equipment.” 


SE EE 


TAYLOR'S, INC., EXPANDS STORE 


Taylor's, Inc., the Grand Rapids, Mich., business which 
has devoted its activities to selling office machines and 
maintaining a letter service, has recently expanded to 
include an up-to-date stationery department. 

Located at 39 Monroe avenue, the company has in- 
stalled the new department with a comprehensive stock 
of business items including loose leaf equipment and 
filing systems. The new addition will be in charge of 
C. B. Krenz, for many years connected with the Tisch- 
Hine Company, Grand Rapids. 


| 











| ] Pid Baan 
Bs 





Wits 
SUPER WIZARD 


The Transfer with the Steel Front 
and Reinforcements. The Transfer 
with the Easy Drawer Movement. 


The Transfer that is Priced to Sell. 


Monroe if Cle” Michigan 
































“The Line Thats Going Places” 


Ask Us How 
to Obviate 
a Double 
Inventory 


on Your Steel 

















Made as Good as Any— 
Better Than Some— 


Then Priced Afterwards 


If you are not yet aequainted with 
this line. we invite your inspection. 


Yow ll be surprised and pleased. 





> @ 
MONROE Gf CLlY*” MICHIGAN 


WHOLESALE DISTRIBUTORS 


New York Boston Chicago 
The Weis Manufacturing Co., Inc. Adams, Cushing & Foster Associated Stationers 
54 - 56 Franklin St. Incorporated Supply Company 
Omaha Oklahoma City 


Carpenter Paper Company Carpenter Paper Company 


























UTILITY LINE 


The old reliable line of fibre board 
eard index trays and transfers. The 
inexpensive yet quality line made for 


long. satisfactory service. 


Monroe ad ie Ler Michigan 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1710 Morada Place, Altadena 


HERE is some little play on the good word “un- 

usual” as applied to southern California weather, 
but there is no pun nor gag connected with its use this 
winter for the weather has been “unusual” and no 
mistake. This means that it rained more than is 
customary during the month of February and early 
March. The water is always needed in the subsoil and 
in the storage basins so residents welcome it but 
tourists here for sunshine, all the’ sunshine, and 
nothing but sunshine, say, “I told you so!” There is 
no sense whatever in this correspondent saying all 
this except to lead up to the results of “unusual” 
weather as applied to office appliance sales and Sta- 
tionery sales. Well, the assembled facts seem to say 
that while such weather may have cut down volume 
on sales of smaller things it seems to have had little 
if any effect in reference to typewriters, cash regis- 
ters, calculating machines, etc. When a fellow sells a 
big appliance he sells it after working on the deal for 
a while, most salesmen tell us, so a shower is not 
going to upset the apple-cart, so to speak. Most deal- 
ers and branch managers tell this writer that business 
is good, above last year, and generally improving. 
Stationery and book store proprietors say they did find 
the number of shoppers reduced but none of them 
were kicking a great deal. That is the top of the news 
as we see it from here, ladies and gentlemen, so we 
are Signing off. 

* * + 

Nichel Has New Store.—Dick Niche] is the proprietor 
of a new typewriter store at 1120 North Western ave- 
nue, Los Angeles. The new store displays rebuilt type- 
writers and adding machines in good variety, rebuilt 
typewriters to be the chief items merchandised. Dick 
is well known in this area and for some time operated 
as an independent typewriter salesman throughout 


Arizona. 
* + . 


New Catalogue.—The Stationers’ Corporation, 525 
South Spring street, has completed and distributed its 
new catalogue. The new book has 520 pages, is neatly 
bound, and lists everything an office of any size could 
possibly need. The defense program in the Los An- 
geles area has been a fine stimulus to business, the 


sales manager States. 
* ~ * 


Dahlstrom Doing Well.—The new Dahlstrom store at 
742 South Broadway is doing well and has done well 
from the day of opening, according to A. C. Lengtat, 
manager. 
of business yet the winter volume has been satis- 
factory. 

* * * 

Eastern-Columbia Busy.—There has been a pecul- 
iarly large demand for rebuilt typewriters by men 
subject to the draft during these last two months, 
according to B. Klepak, manager of the typewriter 
department in the Eastern-Columbia store. Many of 
the boys wish to fit themselves for bigger types of 
service in the army, Mr. Klepak states, and feel that 
a knowledge of typing will be helpful. The depart- 
ment offers all the advice it can muster and suggests 
brief night courses in schools, advice which is being 


followed in a real way. 
* * * 


Victor Pools Efforts.—J. A. Proven, western sales 
manager ‘for the Victor Adding Machine Company, 
1148 South Hill street, states that due to the large 
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While the rain did cause some slackening 


FINER, CLEANER, 


FASTER WORK 
with 
CEN-TR-KOTED 
CARBON PAPER 


ONE-HALF INCH LONGER THAN 
ORDINARY KINDS! 


Cen-Tr-Koted snaps out easier—there- 
by saving time and money! Measures 
8'/, inches wide by 13!/, inches long 

. instead of the ordinary 8!/, by 13! 


DOESN'T CURL . . . . LASTS LONGER 
Cen-Tr-Koted is uncoated along the 
edges. This feature assures cleaner 
carbon copies free from smudgy “'tree- 
ing’! 

MADE WITH SPECIAL-FORMULA 
Cen-Tr-Koted makes permanent 
copies .. . and more of them. Rigidly 
inspected at factory for absolute uni- 
formity. 


INK! 


Send for our helpful booklet “Carbon Paper Facts.” 
It will be sent to you free on request and will give 
you many informative facts on Carbon Paper. 

















An Exclusive Agency on Grand 
Prize Carbons and Ribbons in your 
city is a sure step toward greater 
profits. Write for our dealer prop- 
osition booklet. 


% 
GRAND PRIZE 


CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 


J. FRANCIS O’CONNOR, PRES. 


Head Office and Factory: 
1451 Harrison St., San Francisco 


Los Angeles Denver 
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IF IT’S A Liberty RECORD 
In the majority of cases this is ‘ war" 
a “lead pipe cinch.” Our ree- oth, } 
ords prove it. Many thousands P U4 
of business organizations who a 
purchased their first Liberty kK o 
Boxes years ago have repeated — 
regularly year after year with p 
ara RE NE The eo ats a ~ 
Aberties give more efhciency is ge et 
end longer service per dollar ; ih ~ 
spent than any other inactive 
record storage method known. 
Write for a FREE sample 
and complete information regarding stock sizes, dis- 
counts, and our comprehensive advertising and sales 
promotion plan to help you get business. No obligation. 
FREE SAMPLE Any Size 
A RUNNING MATE 
FOR LIBERTY 
STORAGE BOXES 
For Storing Loose Leaf Records 
These binders cost so little and are 
so flexible in their application to 
loose leaf records that many firms 
buy them in large quantities. 
Wherever You Sell Boxes You Can Sell Binders 
2 SALES IN ONE 
536 S. CLARK STREET CHICAGO, ILL. 
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volume of business piling up in Tacoma, Wash., be- 
cause of the vast amount of defens2 work going on 
there, H. M. Rosen, manager of the Seattle branch, 
has been instructed to include the Tacoma area in his 
branch area. Mr. Rosen himself is moving to Tacoma 
to help with the job. 

Other changes in the Victor set-up include the 
opening of a branch in San Diego where the defense 
program also runs into big figures. In charge of the 
San Diego branch is C. J. McIntire who joined Victor 
in January after twenty years sales experience with 
the General Motors Corporation. The branch is located 
at 1323 Fifth avenue. 

Walter Seay who has had his own store for some 
time at 1101 East Seventy-Second street, North Long 
Beach, putting in most of his time selling Victor ma- 
chines, has been named manager of a branch in Long 
Beach proper with his headqua:ters at 332 East Third 
street. 

* * + 

Big Comptometer Classes.—John M. Flowers, Los 
Angeles manager for the Comptometer Company, 
states that classes taking instructions in the school at 
his office never were larger and that there is now no 
trouble whatever in placing girls in positions after 
they have completed the training. 

* * * 

New Department Head.—J. G. Noe has arrived in 
Los Angeles from Louisville, Ky., to act as city sales 
manager for the Roytype division of the Royal Type- 
writer Company. Mr. Noe held the same kind of posi- 
tion in Louisville before coming here. Ray Langlois 
has arrived in Los Angeles from Detroit, and is acting 
as Pacific coast wholesale representative for Roytype. 
In Detroit he was city salesman. He takes the place 
of George Williams, who has left the employ of the 
company. Joseph Steller has joined the office force 
as clerk handling Roytype supplies. He was formerly 
with the Standard Oil Company. General business 
conditions are declared to be good. 

* * * 

Daniels to Denver.—Ernest R. Daniels, representing 
Eversharp, Inc., in Los Angeles for some time, has been 
transferred to Denver, the move being in the nature 
of a nice promotion. A farewell dinner was held for 
Mr. Daniels at the Alexandria hotel on March 12. Mr. 
Daniels was president of the Golden State Travelers’ 
Club this year and to date his successor in that office 
has not been named. Election was set for April 7. 

Many to Spokane.—A large number of members of 
the Stationers Association of Southern California was 
scheduled to go to Spokane for the regional meeting 
there March 31 and April 1. The boys were looking 
forward to the trip with some enthusiasm. 

* * a 

Off to Camp.—Welby Johnson, who has figured for 
some time as a crack salesman for the Business Ap- 
pliance Company, 509 South Spring street, has gone 
into the government service and was scheduled to 
leave for camp March 27. Gus Lelienberg has been 
added to the personnel of this company as auditor. 

* * * 

Speedster in Town.—Norman Sakavig, speed typist, 
was in Los Angeles during late February and early 
March giving demonstrations at different stores and 
schools. Sakavig is connected with L. C. Smith & 
Corona Typewriters, Inc. 

Agnew Sick.—Jack Agnew, dealer contact man for 
L. C. Smith & Corona Typewriters, Inc., has b2en a 
bit under the weather this spring due to overwork 
and he states that he will take a short vacation soon, 
catch some of the largest fish in the world, and gei 
back into perfect fighting trim. 

+ * * 

Garvin and Bay'ess in California.—Charles P. Gar- 
vin, general manager of the National Stationers Asso- 
ciation, and Owen Bayless, president, were guests at a 
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A COMPLETE 
MODERN PLANT 


ry square foot of this huge factory, 
ipped with the most modern preci- 
; machines, is devoted exclusively 
the manufacture of R. C. Allen 
fucts. Pay us a visit when in 
ad Rapids. 
ALLEN CALCULATORS INC. 

22 E. 40th Street, New York 
78 Front Ave., N. W., Grand Rapids 


Cols. No. “66” 6 Cols. No. “66SN” 


6 Straight Adding. 


Cols. No. “95” 
Direct Subtraction. 


8 Cols. No. “80” 
Straight Adding Model. 


7 Cols. No. “950” 
Electric with Subtraction. 
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With Direct Subtraction. 
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8 Cols. Adding 9 No. “3089” 
Electric with Subtraction. 


10 Col. Wide Car. No. “5310W” 
Electric with Subtraction. 
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9 Cols. No. “3099” 
Electric with Subtraction. 
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A COMPLETE LINE OF 
FIGURING MACHINES 


68 Models comprising hand operated 
portable adding machines—6 to 8 
column capacity .. . standard and 
electrics from 7 to 13 columns . 

10 key Calculating Machines ... and 


28 models of cash registers. 


Write for booklet P-35 





“The Merchantman” No. 100 
For any retail business. 


12 Cols. No. “5312” 
Electric with Subtraction. 
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IT WILL OPEN YOUR 
EYES AND THEIR 
POCKETBOOK! 















Another ‘first’ for Art Mete 
—55” desks in Complete lin 


If your customers are faced with the problem of hic 









This new Sales Presentation book for Art Metal agents rent and small floor space... Art Metal has performe 


and their salesmen is so valuable that each copy is 
registered! It's aptly called the Salesmaker. It demon- 
strates, quickly and clearly, how Art Metal equip- 


ment saves time, space, effort—and money. Full of | over a year ago, we've reduced the width five inches 
practical help for you and your customer in solving ' 









a small miracle for them with the 55 inch width de 
in both Airline and “Mainliner’’ models! Introduce 


Saialideiell adi dnahteete yet kept the same inside pedestal capacity! Eat jowe 


desk saves 3 cubic feet of space in volume and I} gbJ¢ 


TYPICAL SECTIONS b square feet in floor space. At $3.00 per square fod Sec, 

Desks that are planned and fitted to the work. per annum, each desk effects a savings of $3.50 pé type 
Getting more space out ‘the floor space you have. | year in floor space cost. In addition, these desk + 
SNe ne nee vise viel. often make possible a rearrangement of the om —_ 


> r with a consequent speed-up in efficiency ané 
Record filing that speeds office routine. ; 
~ =e 
Protecting Valuable Records. . 
& 
Office Planning ideas. 










Available only to Art Metal exclusive 
agencies. Scheduled for delivery April 10. 


oe Art Matal™ 


Address: Sales Promotion Division, Art 
Metal Construction Co., Jamestown, N. Y. 
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GEXTRA SALES FROM THE EXTRA FLOOR | 
40) ___ SPACE THEY SAVE? a 
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duce# 
nches 
Eaci lowering of costs. The Art Metal 55” desk is avail- N EW A RT M ETAL A DVE RTIS ; N C3 j 
nd Ii qble in all flat top and typewriter models including 
e fod Secretarial with the exclusive Art Metal Fold-O-Way 
O pé typewriter device. 


A new campaign in Time Magazine is telling that im- 
portant group of readers how Art Metal equipment can 
aan save them money...make work more efficient! It's a 
offic Write our Agency Division today, and find out if big sales help and prestige builder for all Art Metal 


ont your territory is open. dealers! ART METAL CONSTRUCTION CO., Jamestown, N.Y. 
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A 2-ACT DRAMA 


Starring Miss Jones 
who knew what she wanted! 


Time—ezarly 1940:  Place—average office: 
BOSS (mops brow): Don't know what the world's coming 
to—business is rotten—the eggs were too hard this morn- 
ing and | had 
anargument 
with the Missus 





Enter Miss 
Jones 
MISS JONES 
(timidly): Mr. 
Smith, could | have a set of rubber ko,s jor my type- 

writer? They help... 
BOSS (exploding): NO. What do you want to do, ruin me? 
We must keep 
Tram office expenses 
down. Get me 
an aspirin. 


Exit Miss 
Jones, 
weeping 








Scene changes. Time—early 1941: 


BOSS (talking on the phone): A contract for $345,000 in 
the Defense Program ... besides the backlog of orders 
in the plant. Sure it's a big job, but we'll deliver... 


Enter Miss 
Jones 


MISS JONES 
(boldly): I'd like 
a set of Peerless 
Rubber Keys. 
They speed up 
typing and help 
turn out cleaner, 
more accurate letters. In the interests of efficiency . 





BOSS: Why of course, Miss Jones. You should have asked 
me for ‘em a long time ago. We've got important work 
to do and if these rubber keys increase efficiency, then 
go ahead and order them for every machine in the office. 


sa 


| "A trial a day means a sale a day!" 
do not handle PEERLESS Keys, write today 
for details of sure-fire merchandise plan. 


MORAL: Business is good. The boss 
feels fine. Now is the time to cash in 


on PEERLESS Rubber Typewriter Keys. 


lf you 





PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office & Factory: 409 Mulberry St., Newark, N. J. 
THE KEY MEN OF AMERICA. Manufacturers with the dealers’ viewpo nt 
BRANCHES 
New York City, 321 Broadway Chicago, 19 South We ~ 
Detroit, 1000 American Radiator Building Los At 7 Wall S 
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luncheon held Thursday noon, March 18, at the Stock 
Exchange club in Los Angeles. Approximately forty 
members of the Stationers Association of Southern 
California were present with Carl G. Grimes, governor 
of the twelfth district, presiding. From Los Angeles 
the two men accompanied by a few Los Angeles men 
went to Pomona, where they attended the regional 
meeting for the small stationers of southern Cali- 
fornia on Friday, March 21. Arrangements for this 
gathering were made by the Orange Empire Stationers’ 
Association under the direction of a committee con- 
sisting of Phil Bailey, F. H. Binney, Dick Richards and 
Ivie Stein. 
* + +o 

Three Underwood Men to Camyp.—Three men from 
the Underwood Elliott Fisher Company here have 
joined up in the service of the United States. These 
are G. G. Vaughn, salesman; George McCracken, 
mechanic, who took a commission as a pilot instruc- 
tor; and Donald Eggleston, mechanic, who took a 
similar commission. James Johnson, son of J. A. John- 
son, branch manager here, has also joined the service 
during the last month, in San Francisco. 


* * + 


Los Angeles Wins.—In an informal sales contest 
between the Los Angeles and San Francisco branches 
of the Underwood Elliott Fisher Company during the 
month of February the Los Angeles crowd won out. 
There was a cash prize involved. Scores ran high in 
both places. 

* * * 

Spurlock Gocs to Coas‘.—E. R. Spurlock has been 
added to the staff of the Burroughs Adding Machine 
Company in charge of the retail contact division. This 
division in the future will be a training center for new 
salesmen as well as a spot for retail contacts. 


* * * 

Christy Takes Vacation.—H. G. Christy, office man- 
ager for the Burroughs Adding Machine Company, is 
back from a month’s vacation at Palm Springs. In- 
cidentally three men, all mechanics, from this com- 
pany have joined the government service during the 
last month and are now in points as far distant from 
Los Angeles as Florida and Alaska. 


* * * 


Boll Visits Victor Chicago Plant.—Harry V. Boll, who 
has been service manager in Los Angeles for the Victor 
Adding Machine Company, is taking a course of train- 
ing at the company’s plant in Chicago following which 
he will return to this district and will demonstrate 
service instructions for the various Victor outlets. 





AUTOPOINT'S “DEFENSE” KIT.—Because men in the service 
have a high appreciation of writing material as gifts, Autopoint 
Company, 1801 Foster avenue, Chicago, has announced a new 
dealer aid which has been named the Defense Kit. Through 
its use the stationer can offer a forty-nine cent “Real Thin” 
lead automatic pencil free of charge to the customer who buys 
a supply of Real Thin leads and extra erasers. The retail value 
of the three tubes of leads and four extra erasers is fifty cents 
which, together with the pencil, offers the customer a ninety- 
nine cent purchase for forty-nine cents. Defense Kits are 
packed in colorful red, white and blue counter display boxes, 
each one containing thirty-six individually-packed kits. Red, 
white and blue window streamers, twelve by thirty-six inches, 
are supplied free with each display box. 
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“FOREMOST FOR MORE THAN SIXTY YEARS” 


YAWMAN AND ERBE MFG. CO. 


1099 JAY STREET ROCHESTER, N. Y. 


EEN eS 





a pe AR neha panama mele 


pS Fn 


ae ane 














OFFICE APPLIANCES 


We Mahe a Spring | 





WORK BACKWARD 

















“THIS BACK GIVES NO TO GIVE YOU A Revolutionary 


MORE SUPPORT THAN 
A BUSH-LEAGUE INFIELD, Improvement in Seating Comfort 





You know how the ordinary executive or clerical posture 
chair works. The minute you sit in it, the back yields or ''gives"’ 
with your weight. It "just isn't there’ when you want it to 
provide firm, helpful support as you sit in an upright working 
position. That happens because the coil spring beneath the 
seat of the chair begins to compress on the slightest pressure. 
As many people have said, "So far as back support is con- 


cerned, you might as well sit on a stool!" 








— ass) Galena? And then when you lean back to rclax . . . what happens? 
IT'S HARD WORK...TO Instead of going back easily and restfully, you have to push 
RELAX IN THIS CHAIR. with arms and legs to reach a so-called "relaxed position." 





The farther back you go, the harder you have to fight. You 
can't ''take it easy" because the spring has bu'lt up increasing 


resistance as the pressure is applied. 






There you have the common fault of posture chairs; a coil 
spring that provides no back support when you are sitting up 
to work, and too much support when you try to lean back 


to relax. 


So....We Made A Spring 
WORK BACKWARD 


What happened? We took Mr. Coil Spring and "gave 
him the works.’ After a tough battle we made him work 
our way. Now he cooperates’ instead of fighting back. 
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AND THIS [1S WHAT IT | wavcanaary 


1 DON'T KNOW WHETHER 


MEANS TO YOU in comme on sons. 


Sit in a new Sikes posture chair, either executive or clerical. 








You are immediately conscious of honest, firm support for 
your back. The spring is now doing what it should . . . using 





its strength to hold the back snugly against you. 


Now, amaze yourself some more. Lean back in this new 


chair. How easily you go back, with no straining or pushing. 





Here is true relaxation . . . restful ease that reminds you of 3 

that big arm chair at home. And why? Because the spring OW BOY ! THis SIKES 
. P P : * = CHAIR REALLY GIVES ALL- 

action now yields easily without "fighting back. DAY WORKING COMFORT 





Of course, literally speaking, this isn't the whole explanation. 
By a new method of adjusting balances and weight distribu- 


tion, we have achieved the desired result. 


Chair Prices 
Have Not Been Raised! 





This marvelous improvement is now standard on all Sikes 


executive and clerical posture chairs . . . at no increase in 





prices. And there is no change in the appearance of the “AND THIS REVERSE. 


chairs either. The new action is called SPRING ACTION MAKES 
RELAXING so EASY. S 





FIXED-FLOATING SEAT WITH 
REVERSE SPRING ACTION 


Send for sample chairs today. See how easily these chairs 
sellon demonstration. Satisfy yourself as to the tremendously 
increased sales potentials for these extraordinary chairs. We 





can make immediate deliveries. 


c 





tHE, STRESS COMPANY, Inc. 





BUSINESS CHAIR MANUFACTURERS, BUFFALO, N.Y. 
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The NEW 
DUPLICARD 


STRE AMLIN Jog 


practical.. 


for Dealers’ Sales 






America's 
First Plastic 
Duplicator 






Designed 
by Petzold of 
General Electric 


DUPLICARD IS MADE SO YOU CAN SELL IT 


PAC engineers, working with one of America’s leading 
industrial stylists—Petzold of General Electric—have 
developed, in Duplicard, a perfect machine for postcard 
duplicating. Duplicard is streamlined in beautiful, dur- 
able plastic. Its solid, compact, yet colorful construc- 
tion guarantees lasting, trouble-free use. 

















a Ly Z Py 


EASY TO DEMONSTRATE 


Your customer mokes his own easy, unpracticed dem- 
onstration. He notes Duplicard’s Gravity Feed. This 
single improvement over horizontal feed duplicators 
mokes insertion of cards easy and insures evenness in 
printing os well as uniformly accurate register. He sees 
how Duplicard’s Full-Floating Printing Assembly 
equalizes pressure. And, he sees durability and long- 
time service in Duplicard’s One-Piece Plastic Housing. 


DEALERS QUALIFY DUPLICARD 4 WAYS: 
1. Easy and speedy demonstration mokes sales quickly. 
2. Window display increases store traffic. 3. A door- 
opener for salesmen calling on retailers and other busi- 
nesses. 4. Adequate profit margin. 
List Price $9.75 complete with supplies. 


Your request on your letterhead will bring 
you Duplicard for free trial. 


PAC MFG. CORP., TERRE HAUTE, INDIANA 
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J. J. GRAHAM 


One of the principal leaders in the stationery busi- 
ness of the Pacific Northwest, James J. Graham, 
eighty-five-year-old secretary of John W. Graham & 
Company and brother of this well-known company’s 
founder, died suddenly at the home of his son, John 
B. Graham, in Spokane, Wash., March 11. Besides being 
secretary of the company, he headed in recent years 
the important Kodak department of the business. 

His death came as a distinct shock and surprise 
despite his years to his host of friends within and 
without the industry—a wide circle which he built up 
and added to through the many years in which he 
had been engaged in the upbuilding of the industry 
as well as the Graham business itself. 

A gentleman of the old school, a clear-headed 
thinker and a hard worker, he will long be remembered 
as one of the most substantial personalities connected 
with the stationery field in the Pacific Northwest. Those 
who worked with him and under his direction came 
to know that he had a high appreciation of worthy 
accomplishment, and would tolerate neither sham nor 
pretense. 

Many were the mourners from the ranks of those 
to whom he had endeared himself since going to 
Spokane from the middle west in 1890, to go into busi- 
ness with his brother, shortly after the latter had 
established the pioneer stationery and paper business 
in the Inland Empire. 

Friends and co-workers knew him as one of the 
squarest of square-shooters, with a will to work and 
an indefatigability not common in this modern age. 
His capacity and eagerness for shouldering responsi- 
bilities and seeing a job through were still vitally 
manifest up until two weeks before his death—for he 
was actively at work until that time, and was fretting 
to get back into harness at the office through his last 
illness during those two weeks. 

His wife having died in 1939, he leaves besides his 
brother and son mentioned, a daughter, Mrs. Eleanor 
Graham Walther, at the Spokane home, as well as two 
grandchildren. 

Having been a member of St. Andrews Episcopal 
church for many years, the funeral was conducted in 
the chapel of that edifice. Crowding the building were 
hundreds of friends, while banks of colorful flowers 





| lined the chapel front—the tributes of many represen- 
tative Spokane citizens. Burial was in the family plot 


at Riverside park, where Mrs. Graham rests.—CML 
»]- »]- »]. 
R. I. SHIPMAN 

Raynor I. Shipman, president of the Asa L. Shipman 
Company, stationery and printing firm at 100 Cham- 
bers street, New York City, died March 11 after a 
short illness. He was a resident of East Orange, N. J. 
The company he headed had been founded more than 
a century ago by his grandfather. 

A native of New York, Mr. Shipman was a veteran 
of both the Spanish-American and World Wars, having 
served overseas with the Twenty-Seventh Division in 
the latter. He was a member of a Brooklyn lodge 
of Masons. 

Surviving are his widow, Mrs. Ida Dealaman Ship- 
man; two brothers, Lester E. of Kew Gardens, L. I., 
and Clark Smyth Shipman of Ocean Grove, N. J., and 
a sister, Mrs. Elwood McEnany of New York.—BJ 


+t  & 
J. M. KEELING 
John Mason Keeling, for the past nine years dis- 
trict manager at Kansas City, Mo., for the Art Metal 
Construction Company, died March 12 at the family 
residence, 12 West Fifty-third terrace. He was in his 
fifty-first year and prior to going to Kansas City 
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VICTOR 
STEEL FILES 





INSULATED 


for protecting valuable records and papers 
from fire. FIRE MASTER (certified for | hour) 
and FIRE MASTER JR. (certified for ¥2 hour) 
in convenient sizes and styles for effective, 
CERTIFIED FIRE PROTECTION — plus effi- 
cient, economical filing. 


(Sold only through exclusive franchise 
dealers -- many territories still open.) 


NON-INSULATED 


engineered to meet the exacting needs of 
modern business for the utmost in service 
and efficiency. Four grades — sizes and 
styles for every space and price require- 
ment — and to fit every kind of record. 





DEALERS, Victor enables you to meet every 
need of your customers’ for protective or 
non-protective filing. Write today for details. 


THE VICTOR SAFE & EQUIPMENT CO., INC. 


NORTH TONAWANDA, NEW YORK 
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represented his company in Seattle, Wash., for four 
years. 

During the World War Mr. Keeling was a lieutenant 
in the quartermaster corps. He was a Mason and a 
member of St. Paul’s Episcopal church. He is survived 
by his widow, Mrs. Florence H. Keeling; a son, John 
Mason Keeling, Jr.; three sisters, Mrs. F. M. Lassiter, 
Washington; Mrs. C. R. Jeffries, Tularosa, N. M.; and 
Mrs. Irving McNeil, El Paso and two brothers, Edward 
A. Keeling, Jamestown, N. Y., and Martin Keeling, 
Dallas. 

Funeral services were followed by burial in Mount 
Moriah cemetery and the pallbearers were Charles 
McClellan, a close personal friend; John Henry and 
Otto Stelling, Art Metal Construction Company; 
Claude F. Myers, Myers Office Furniture Company, 
Kansas City; Harold Graves, Wilson-Jones Company, 
and Irving Shockley, Saml. Dodsworth Stationery 
Company, Kansas City. 

+ + - 
I. N. HEMINGER 


I. N. Heminger, president of the Findlay Printing 
& Supply Company, Findlay, Ohio, a job printing and 
stationery firm, died March 8, following a heart attack. 
He was in his seventy-third year. 

In addition to the above connection Mr. Heminger 
was president of the Findlay Publishing Company, 
publishers of the Findlay Republican-Courier, and was 
one of the organizers and the first secretary of the 
group known as the Ohio Select List of Daily News- 
papers. He was active in civic affairs, a former presi- 
dent of the Findlay Rotary Club and a former trustee 
of Findlay College. A few months ago he was the 
guest of honor at a testimonial dinner held by his 
associates upon the completion of half a century of 
business. 

Mr. Heminger is survived by his widow, two children 
and a sister —AK 

ok +b 


R. F. SEYMOUR 


Russell F. Seymour, forty-eight, for twelve years 
district auditor for L. C. Smith & Corona Typewriters, 
Inc., in the middle west, died suddenly February 20, 
of a heart attack. Services were at Ingleside, IIl., 
where he made his home. Survivors include his 
widow; five sons, as follows: Edward, Denver, Colo., 
with the Woodstock Typewriter Company; Jack, 
Toledo, Ohio, manager of the L. C. Smith & Corona 
branch opened last December; Russell F., Jr., Chicago, 
with Royal Typewriter Company; Jay and Bryant, 
both of Ingleside; and three daughters, Mrs. Immo- 
gene Tascher, Ingleside, Ill.; Laverne S., Ingleside, and 
Frances, Chicago.—AK 

+ & 
H. N. WADDINGTON 

H. Norman Waddington, for more than thirty years 
connected with Mittag & Volger, Inc., died March 14 
at St. Paul’s hospital in Dallas, Tex. Mr. Wadding- 
ton was ill only a short time, having been stricken on 
March 11. He was buried in his home town of Balti- 
more, Md. Mr. Waddington will be missed by his 
former employers and by those who came to have such 
a high regard for him in his territory throughout the 
South. He will also be remembered by World War 
veterans as one who distinguished himself in the 
service of the United States Navy. 


+ > 
J. P. MENDELEEFF 


John P. Mendeleeff, Leningrad, U.S.S.R., for many 
years a noted authority on writing machines and 
office management, died November 23, 1940, in his 
seventy-sixth year. 

In his later years Mr. Mendeleeff had been retired on 
a government pension but continued to serve in the 
capacity of counselor for different departments in 
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The Season’s Sensation in the Office Equipment Field 


CIRCULATORS 


THE SELLING SEASON IS HERE! 


Acquaint Yourself Now With the Sales Possibilities. Air-Flight Circulators do the 
perfect job of cooling in the office, home or store. Don't watch the Air-Flight parade 
go by .. . get in it! Be sure you get your share of this fast moving and profitable 





business. 
e@ Air-Flight Circulators are bought because e Styled to sell... by a nationally known 
they OUT-PERFORM .. . and they are designer! 
Priced Right! @ Dealer Policy which fully protects and ben- 
e 5-YEAR MOTOR GUARANTEE . . . Quality efits authorized dealers! 
Throughout! @ Complete Dealer-Help Program! 


Start increasing your sales and profits TODAY. Make a date with our representative, 
or write or wire us for complete details! 








For the 
Office 
ini i ractive ~ Model No. 20—Finished in Two- Model No. 30—Finished in Two-Tone 
Model Neo. IRE o aa Tone Opalescent Gray; wider air Statuary Bronze. Added table-shelf. 
Two-Tone Opalescent Gray. hree spread; three speed, quiet operating. Three speed, quiet operating. Sturdy 
speed, quiet operating. Sturdy ring Sturdy guard offers complete pro- ring guard offers com protec- 
guard offers complete protection. tection. Hen. 


W. W. WELCH COMPANY 


General Offices: Carew Tower 
CINCINNATI, OHIO 
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NEW!—CATALOG “G” 


Just Printed—Our new 44-page Cat- 
alog “G”—illustrating the complete 
CESCO line of Visible Binders, 
Forms, Indexes and Systems. Non- 
Shift and Shift styles of binder 
mechanisms as well as modern, up- 
to-the-minute stock forms are fully 
described.” SEND FOR YOUR 
COPY TODAY! 


DEALERS—Exclusive agencies still 


available. Full details on request. 












The C.E. SHEPPARD CO., 


44-Ol 21%! Street,- LONG ISLAND CITY, N.Y. 


Vinal 












OFFICE APPLIANCES 


which he could be of service in the rationalization of 
office work. 

In addition to acquiring a thorough knowledge of 
typewriters in his earlier years Mr. Mendeleeff was 
the author of several valuable text books on the 
subject of office management. 


- + + 


G. E. PECKHAM 


George Edwin Peckham, founder and president of 
Peckham, Little & Company, wholesalers of school 
supplies, of 243 West Seventeenth street, New York 
City, died March 8 of heart attack at the St. George 
hotel, Brooklyn, where he resided during the winter. 

Born in New England, Mr. Peckham founded the 
company in 1889 and had been a resident of Brooklyn 
since that time. He was said to be the last of the 
original owners of the old school supply house of 
New York. 

Surviving are his widow, Mrs. Ida M. Peckham, and 
two daughters, Mrs. James Smith of Greensboro, N. C., 
and Mrs. Burr Hawley of Baltimore.—BJ 

+ + 
F. R. SHAVER 

Frank R. Shaver, for several years factory superin- 
tendent for the U. S. Typewriter Ribbon Manufac- 
turing Company, Philadelphia, Pa., died February 23 
at the age of sixty-two years. He was vacationing in 
St. Petersburg, Fla., when the end came. 

Mr. Shaver was one of the first employees of his 
firm, joining the organization forty years ago. He 
was well-known in the industry and his passing came 
as a shock to his great number of friends and 
acquaintances. 

+ b& } 


R. A. WEST 

Roy Alvin West, sales representative of Thomas A. 
Edison, Inc., died last month in a Stamford, Conn., 
hospital from a heart ailment. Mr. West was in his 
forty-eighth year and had served with the army during 
the World War. He is survived by his widow, Mrs. 
Grace Lockwood West; two sons, Roy A. Jr., and John; 
a daughter, Miss Edna M. West; two brothers, Lester 
S. and Charles G. West, and a sister, Mrs. Charles L. 


Brown. 

+ k- - 

MRS. MAMIE OPPERT 
Mrs. Mamie Oppert, for the past twenty years an 

employee of the Paul Anderson Company, San Antonio, 
Tex., died at her home in that city on March 14 
following an extended illness. Immediate relatives 
survive —BCR 

+t - & 


P. A. DUNKLE 


Paul A. Dunkle, for the past twenty-four years an 
inspector with the Burroughs Adding Machine Com- 
pany at Seattle, Wash., died last month at his home 
in the Washington city. He was in his fifty-third 
year and is survived by his widow, a mother and 
two sisters —CML 

+ tk 


G. E. SHEDD 


George E. Shedd, founder of the Typewriter Rental 
& Sales Company, St. Louis, Mo., died late in February 
after a lingering illness. He was in his seventy-eighth 
year. Mr. Shedd is survived by his widow, Mrs. Sophia 
Barnes Shedd, and a grandson, George E. Shedd, II. 

y ob 
J. C. DREW 

John C. Drew, for many years connected with the 
H. & W. B. Drew Company, Jacksonville, Fla., died 
February 9 following an illness of about two weeks 
duration. A native of Jacksonville, Mr. Drew has spent 
most of his lifetime in the Florida city and had retired 
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COMPARE ‘‘TRI-GUARD’’ 
THREE ROD FILING PRINCIPLE 
WITH ANY KIND OF ONE ROD FILE! 


In an ordinary one rod file, it is “‘push and pull’ for the file clerk all day 
long, which means hard use and abuse of guides, folders and contents. 























The Tri-Guard principle speeds up filing and finding with less work. Folders 
or letters are dropped in instead of forced in. Less wear insures longer service. 





THIS HAPPENS WITH ORDINARY FILES 


l To keep contents of drawer in an orderly condition, 
compression is necessary when file is not in use. 
Before filing or finding the follower must be released. 


Without compression contents slump back and forth 
with movement of the drawer. 


It is difficult to locate guides and folders. Indexing 
and labels are often concealed. 


Next comes the task for forcing contents apart to 
create working space, which requires both hands. 
“Push and pull” filing is hard work. 


Letters are forced in or dropped out, which is hard 
on contents of the drawer. 


Before the drawer is closed the follower must be 
replaced to keep contents compressed. 


ow fh WD 








THIS HAPPENS WITH TRI-GUARD FILES 


] Contents of this file are always in an orderly condition 
without compression. Follower needs adjusting only for 
expansion . . . about three or four times as drawer is filled. 


2 The ‘“‘sway-check’’ principle keeps contents upright. 
Guides support, as well as index correspondence. 


Indexing and labels are always visible. 
a 
3 A self-adjusting ‘V’’ shaped filing pocket is formed 


by a touch of the fingers. Letters are simply dropped 
in or lifted out quickly and without difficulty. 























Sell the file that serves your customers best. The exclusive patented Tri-Guard feature also 
assures you of all the supply business. Write for details of our attractive proposition to dealers. 
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Service 






Globe=Wernicke 


Cincinnati, Ohio 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Stee! and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 
and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Iving. 
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Get Ready for the TEXCEL Buying Wave 
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It's name ts Texcel, and it's the new improved cello- 
phane tape...most remarkable mender, attacher and 
wonder-worker you ever saw. A touch of your finger 
and Texcel sticks 

Have the children torn your favorite book? Are 














you all thumbs when it comes to wrapping pack- 
ages? Are your closet-boxes bursting at the seams? 
Do your garment bags leak and invite the moths? 
Then leave it all to transparent Texcel and enjoy 
life again! 

Texcel's handy double-ended metal dispenser 


shces off the amount you need before or after apply- 


ing. Just unfurl a suitable length of Texcel and see, 


how firmly, how smoothly it does the job, without 
ripping, rippling or curling at the edges. You'll say, 
I've bought « eold-mine—for only 25¢!" 


Ask for it at S¢ & 10¢ stores 


| te your business. Manufecturers and retailers in every ] 


feld are reducing costs. speeding up operations, improv 
ing and packaging of then products with Tex 
for industrial needs 


ing the st 
cet. Available now in giant rolls 
Write on your business letterhead for further information 
innumereble uses of thes extraordinary. modern 
packaging ard Address Texcel, Industrial Tape Corpora 
tion, New Brunswick, N. J 
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TEXCEL CELLOPHANE TAPE 























TEXCEL CELLOPHANE TAPE 


































! That Will Clean Out Your Counters! 


It's starting in 20,000,000 American homes, and it'll come surging right 
into your store with BUY on its mind and CASH in its hand! Your stock of 
TEXCEL is going to do a daily disappearing act! 





Moving Under Its Own Momentum 


Without a word of advertising behind it, TEXCEL, the improved cellophane 
tape, has been sweeping ahead to new sales records in stores from coast 
to coast. People have discovered that TEXCEL is a new and better kind of 
cellophane tape because it won’t transfer, won't tear diagonally, won't lift 


at the edges. 


A High-Powered Campaign That Means PROFITS FOR YOU! 





But now we're telling millions more about TEXCEL. A dramatic campaign 
in LIFE magazine is going to make 20,000,000 readers so familiar with 


TEXCEL they'll ask for it by name, they'll remember its advantages, they'll 





buy packages at a time! TEXCEL’s “Handy Man” is going to be as well 
known as Pop-Eye, as recognizable as the cop on the corner. People 
aren't going to say “cellophane tape’.—They’'ll say TEXCEL—and take 


nothing else! 


Don't Wait for It to Hit You—Be Ready When It Comes! 





Now is the time to get ready for that TEXCEL buying wave. Now’s the 
the time to stock up—so you can clean up when it comes. If you want to 


ride on this profit-making tidal wave—order TEXCEL right now! 


cer, 2%, Get This Order Blank in the Mail Today! 


Ps 
ak? oe Py 
Very 


INDUSTRIAL TAPE CORP. 
New Brunswick, N. J. 








Gentlemen: 


Please ship the following items I have checked 


..Displays No. 25-—%" x 300” . . . List Price $3.00 per Display (12 rolls) 







...Displays No. 10-4" x 100” . . . List Price 2.40 per Display (24 rolls) 





sass Displays No. 15—'%"” x 180” . . . List Price 1.80 per Display (12 rolls) 






Displays No. 25A—'/2" x 360”. . . List Price 3.00 per Display (12 rolls) 
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fle Folders 











FILE FOLDERS of QUALITY 


You Can Feature...at a Price 


Here’s the answer to bigger profits and easier sales 
on file folders. These Lmperial folders have every- 
thing your customer wants in quality and everything 


you want in price and long profit margin. 


SUPERBRAND FOLDERS 


combine beauty and brawn to a remarkable degree 
Cylinder machine made of Mitcherlict pulp which imparts an 
unusual high Mullen Pop test. Its vitalic crispness and bank- 
note crackle will appeal to your most fastidious customers. Its 
superlative quality will surprise you. Its handsome ivory color 
will win business for you. SUPERBRAND will simplify your 
selling problem. 


PARK BRAND FOLDERS 
rugged as the Rockies 
Fourdrinier machine made of tough sulphate pulp. Excellent 
tear and pop tests make this stock suitable for every filing pur- 
pose. Bright buff color. Competitively priced. PARK BRAND 


will galvanize your folder sales. 


ALL IMPERIAL FOLDERS 


are round cornered, undertabbed and triple scored—single or 


double topped. 


If you are not satisfied with your folder sales—consult us. 


Send for your sample set and quotation today. 





OFFICE APPLIANCES 


* 


beg 


APRIL, 1941 


from active service with his firm about two years 
ago.—_JHR 
y ob 


MRS. H. H. E. UHL 
Mrs. Henry H. E. Uhl of Toledo, Ohio, died on Feb- 
ruary 28, 1941. Mrs. Uhl was the wife of the advertis- 
ing manager of The Toledo Metal Furniture Company. 

, — oe — 

COLUMBIA PROMOTES DIXON AND NICHOLS 

Two executive promotions of interest to the trade 
were announced last month by the Columbia Ribbon 
& Carbon Manufacturing Company, Glen Cove, N. Y. 
H. F. E. Dixon, for the past four years factory 
superintendent for the firm, was elected a member 





FRANK NICHOLS 


of the board of directors. He will fill the place vacated 
recently by his father, H. W. A. Dixon, one of the 
founders of Columbia, who retired from the board 
after thirty-five years of service. 

At the same time the board appointed F. R. Nichols 
vice-president of the company. Mr. Nichols has been 
sales manager for a number of years and in his new 
capacity will maintain his close contacts with the 
trade. 

—- © 
BRITISH STATIONERS GIVE HEARTFELT THANKS 
FOR MOBILE KITCHEN DONATED 

Through Launcelot D. Spicer, president of the Sta- 
tioners’ Association of Great Britain and Ireland, those 
of our industry in the British Isles have recently sent 
to this country a letter of grateful appreciation for 
the mobile kitchen unit which was donated by the 
office equipment industry in America by a subscription 
collected by The Modern Stationer of New York City. 

The letter was addressed to David Manley, editor of 
the trade journal, and because of its reflection of the 
traditional British “Carry On” spirit which defies death 
and destruction rained from the skies for days and 
nights on end, is presented here in its entirety: 

“As President of the Stationers’ Association of Great 
Britain and Ireland it gives me the greatest pleasure 
to welcome with grateful thanks your announcement 
of a Mobile Kitchen Unit which our friends in the 
Stationery Trade in the United States of America are 
sending to their colleagues in Great Britain. 

“What pleases us particularly is the fact that the 
contribution to the Fund has come from such a numer- 
ous and wide membership of your Association, and that 
we Shall be receiving the letters from your members 
at a later date. I know that I can speak for everyone 
of the members of the Stationers’ Association of Great 
Britain and Ireland when I ask you to Say to all those 
who have contributed to the Kitchen Unit the simple 
words ‘Thank You,’ which in their very simplicity 
express an emotion which requires no explanation. 

“We shall look forward to the arrival of this Kitchen 
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MADE IN THREE AND FOUR DRAWER UNITS 


DEALERS 


This modern, fast-moving line, with exclusive in-built 
features, enables you to offer your customers the maxi- 
mum filing efficiency plus * ONE-HOUR FIRE PRO.- 


TECTION AT POINT OF USE. 
% THE ONLY FILE carrying both the Under- 
writers’ Laboratories and Safe Manufactur- 


ers National Association ONE-HOUR FIRE 
LABELS with DROP or IMPACT TEST. 
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YOU OWE IT 
TO YOURSELF 
TO INVESTIGATE 


Write The Mosler 
Safe Co., Hamilton, 
Ohio, (Dept. D) for 
catalog, prices 
and complete 
information. 
Also ask about 
our line of Fire- 
Resistive Safes, 
Vault Doors and 
Burglary-Resistive 
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Four-Drawer Letter ~ 
File. Door closed and (Above) Ches:.s. 
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THE MOSLER SAFE CO. 


The Largest Builders of Safes and Vaults in the World 


320 FIFTH AVE., FACTORIES 
NEW YORK CITY HAMILTON, OHIO 


PIT TSBI 





BOS TON CHICAGO 
84 Sudbury St 114 W. Jackson I 


Cincinnati, Cleveland, Covingt 
Los Angele Port 


and Other Principal 


Colombia, S. A., Havana, Hawan 
Shanghai, Toky 


Mosler has meant Safes and Safety for more than 75 years 
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PRSE.iset 
TRIMMERS 


There is only one PRECISE Paper 
Trimmer and this is the one—manufactured 
under patent No. 2,185,985 to meet rigid 


specifications. 


Each trimmer is a perfect unit and 
tested before it leaves our factory—engi- 


neered to give complete user satisfaction. 


That is why you should prove to 
yourself the ease of selling this line—the all 
round satisfaction of demonstrating a proven 
product such as PRECISE!! 


Such patented features as adjust- 
able paper guide, two rulers (top & bottom) 
for perfect alignment, safety spring, finest 
grade steel blade, etc., helps you sell, and 


keeps them sold. 


NOW, while you think of it, send 
for full particulars, prices and dealers’ dis- 


counts. 


AMERICAN PHOTO LABORATORIES 


INCORPORATED 
28 N. LOOMIS ST., CHICAGO, ILL. 
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Unit with eager anticipation because we know that 
when it reaches this country it will be put into com- 
mission at once and will assist in alleviating the dis- 
tress in the area in which it is most needed, and we 
shall be glad to have news from you concerning its 
despatch. Later on we shall hope to give you the story 
of its use. 

“Your kind action brings home to us that fact that 
people in America do realize that we are not having an 
easy time in Great Britain, and to some of us the conse- 
quences have been disastrous but we are not in the 
least downhearted and we are certainly not unhappy. 
This war has brought out the underlying friendly 
feeling which ordinary folk have for each other and 
which is expressed by our readiness to help each other 
in every possible way. We are likewise heartened and 
encouraged by the knowledge that others outside this 
country have shown us their sympathy, their desire to 
help and their confidence in our ability to win. We 
find the greatest moral and material support in the 
attitude of the United States and the valued co-opera- 
tion which your country is extending to us, and it is 
the practical application of that sympathy and under- 
Standing, typified by your gift of a Mobile Kitchen 
which contributes towards the furtherance of Anglo- 
American friendship. 

“When this war is over it surely is not too much to 
hope that the bond of democratic freedom which unites 
us will bring to the world an era of peace and happi- 


ness in which all peoples may share.” 
2 —___— 








MADE TO SELL SPEED STAPLES.—"Staple Headquarters” is 
the name of a new merchandising unit designed to simplify 
the purchase and resale of staples and recently made available 
to the dealer by the Speed Products Company, Long Island 
City, N. Y. The unit, which goes to the dealer with a special 
offer, includes a “staple selector”, a catalogue which shows 
the correct staple to buy for various stapling machines, and 
a stock cabinet attractively designed in wood. It is shelved 
to hold a substantial stock of staples and the front is a display 
setting for staplers. There is a special slot for the staple selector. 


o— ee” 
1940 UNITED SOUTH AFRICAN ANNUAL 


Following a yearly custom of long standing Arthur 
Tunley, of Tunley’s, Johannesburg, has again favored 
us with a copy of the United South African Annual 
for 1940, a book which once every twelve months 
brings to the world the beauty, glamour and romance 
of South Africa. 

Preceded by a beautiful picture in colors entitled 
“Fisherman’s Cottage, Hermanus” by J. H. Amshewitz, 
the book opens with a report of the productive activi- 
ties of the continent in which such every-day items 
as wheat, maize, wool and citrus are discussed im- 
partially with gold and diamond mining. 

Following a number of large pictures of Johannes- 
burg the book promptly becomes African by presenting 
several highly intriguing and interesting pictures of 
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Youw’ll do better work at 
THE HEIGHT OF COMFORT! 
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Measure 
Your Desk 


SHA W-W ALKER’S 


New Low Desk 


The very first time you sit down at this desk you’ll be amazed at 





the difference this 29-inch height makes. It isn’t a slight difference. 
It’s an enormous difference! You will sail through your business 
day, alert and at ease... turning out more work than ever before. 
This new “Low Desk for Comfort” costs no more. Three different 
models and many sizes, priced from $50 to $300. 





This smash hit, advertised in the Saturday Evening Post, is only 
one of the 8,000 items available to the dealer who sells “Built Like a NEW LOW DESK, ISLAND BASE MODEL 
Skyscraper” products. The enormous Shaw-Walker franchise is 


available only on an exclusive basis. Write today. 


% GHAW-WALKER 


MUSKEGON, MICHIGAN 











NEW LOW DESK, LUXURY MODEL 





LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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The glow of “Edge Lite” 
tetters attracts the eye— 


tells the story. 


Note double compart- 
ment for complete assort- 
mer.t of all Sheaffer 


leads and erasers. 





























HOW 


TO MAKE 1 SQ. FOOT of COUNTER 


Now you can get the longest discount—by buying all 
leads and erasers from one source, SHEAFFER’S. And 
now you can get ALL the lead business, today and for 
all time, by turning one square foot of counter into “lead 
headquarters.’ Sheaffer's dramatic new ‘Edge Lite” 


case does just that! 


Remind ’Em and You Sell ’Em! 


Everybody writes. Therefore they will buy leads if you 
remind them. And this case is a master ‘‘Reminder.”’ 
The “Edge Lite’ lettering gets the message across to all 
eyes. Case holds complete assortment of leads and 
erasers. This case ($10 value) is easily obtained. Get 
the case; get the long discount; get all the lead busi- 
ness; get the profit! See your Sheaffer representative or 
write today to W. A. SHEAFFER PEN COMPANY, Fort 


Madison, lowa. 
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fod dot! 











NEW SHORT 
FINELINE LEADS 
BY SHEAFFER’S 


Now you can fill your customers’ re- 
quirements for a short thin lead. Of 
the same high quality as standard 
Fineline lead. Suit every pencil, writing 
job, and hand with Sheaffer's leads— 
regular, eight-pointed, and standard or 
short Fineline. 








SHEAFFER'S 
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rubber companies, hotels and perfumes. The sta- 


bbe compan Watcha Mean . . You Sell 
tionery industry is well represented by announcements 
of Eclipse writing pads, Swan pens, Eversharp pen and a 
pencil sets, Conway-Stewart pens, Remington type- Wo 00S$@- eq ar ets 
* 
aE 


wild animals in the Kruger National Park. Scenes 
such as are rarely seen outside of museums show lions, 
zebras, hippos, crocodiles and many other less majestic 
beasts of the veldt. Still more pictures show Cape 
Town, the Amanzimtoti river, Natal, Table mountain, 
the old Kimberly open mine, described as “the largest 
hole in the world dug by human hands,” Port Eliza- 
beth, East London, Durban. The book concludes with 
a series of pictures of native girls preparing mealies, 
the staple diet of the Shangaans. 

As in previous issues the reader is impressed by the 
wealth of advertising matter which appears to repre- 
sent every industry in the world. Of these are adver- 
tisements of banks, beauty preparations, razor manu- 
facturers, insurance companies, shipping concerns, 








writers, Brandauer’s pen points, Venus pencils, Walker 
loose leaf books, Croxley social stationery, Waterman 
pens, and others. 

The United South African Annual is printed by the 
Cape Times, Ltd., and published by the Central News 
Agency, Ltd., both of Cape Town. In addition to its 
printing business Cape Times, Ltd., conducts a retail 
establishment where typewriters, stationery and small 
office supplies are sold. 


><> 
GOULD BECOMES OFFICIAL OF METALSTAND 
COMPANY 





S. H. “Sol” Gould, who for the past six years traveled 
throughout the United States for the Pronto File Cor- 
poration, last month joined the Metalstand Company, Simple enough! First | sell the competitive 


Philadelphia, in the capacity of vice-president in 
charge of sales and promotion. market — the same as you and other dealers 


Mr. Gould is an authority on sales work by virtue do. Second, | sell the equally large market 
of many years of experience in the industry. He is for exclusive MASTER-CRAFT specialties! 


Gi a 


| make a second, better profit on MASTER- 
— CRAFT specialties, besides the usual profit 
SOL. GOULD on the staples—and I have the exclusive 


thoroughly acquainted with the manufacture of metal franchise on both lines! 
office furniture and has an equally extensive knowl- 
edge of dealer problems which he will place at the 
disposal of Metalstand’s representatives throughout 
the country. 


In his new connection Mr. Gould expects to continue Investigate MASTER-CRAFT 


traveling and will greet many old friends when he 
again takes the road. 
. e 
—- the 2-in-1 Line — staple 


“LIFE” ADVERTISEMENTS TO FEATURE 

The Industrial Tape Corporation, New Brunswick, 
N. J., is running a series of consumer advertisements 
in Life magazine as a means of introducing its line 
of Texcel cellophane tape. Its many uses are em- | “Beth Ukes 
phasized in the ads with such phrases as “A Handy- 
man in Your Home—twenty-four hours a day—salary, 


twenty-five cents” and “It seals at a touch, without GHAW-WALKER 


water.” The advertisements also illustrate counter dis- 
MASTER-CRAFT LOOSE LEAF DIVISION 


play cartons featuring the fifteen and twenty-five cent 
dispenser rolls of Texcel tape KALAMAZOO, MICHIGAN 











extra line of specialties 
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FILING INCHES SAVED 





DOLLARS SAVED IN SPACE 
AND VALUABLE EQUIPMENT 


BARKLEY 24“ TAB INDEXES 


THE THICKNESS OF 
THE INDEX TAB 

IS ENTIRELY ABOVE 
THE BODY OF 

THE GUIDE CARD 





Since there is no bulk extending below the 
level of the Guide Card there is a saving in 
space of from 20°, to 40°,. This is a real sales 
feature translated in terms of valuable space 
and equipment saved. Barkley Plastic Tab In- 
dexes have these additional features: Magnified 
Visibility . . . Smooth non-snag surfaces . 
Magnified Visibility. 

Be sure your customers see this newest inno- 
vation in filing equipment. Send for Your sam- 
ple now—no obligation. 


C.L.BARKLEY & CO. 


Established 1921 


517 S. JEFFERSON STREET CHICAGO, ILL. 
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LEAHY’S NEW ATLAS-HOTEL GUIDE IS OUT 


Leahy’s Hotel Guide & Travel Atlas, in its sixty- 
sixth edition, with up-to-the-minute information based 
on the 1940 census, is now off the press and ready 
for distribution. Published since 1896 by the American 
Hotel Register Company, Chicago, the guide is an 
authoritative source of information for hotel men, 
sales managers and travel agents. It gives accurately 
all hotel information desired by the traveling public: 
number of rooms, plan of operation and rates. For 
the towns it lists populations, railroads entering and 
position on the railroad map. It contains Rand 
McNally two-color auto road maps, the latest air line 
map and state railway distance maps. This year the 
guide comes out in a new typographical dress which 
facilitates reading. The book is 12 by 16 inches in 
size, contains 224 pages and sells for $5. 
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KANSAS CONVENTIONITES MEET THE SHEAFFER PEN.— 

This beautiful display of the W. A. Sheaffer Pen Company, Fort 

Madison, Iowa, was one of the attractions at the annual conven- 

tion of the Kansas Book Dealers Association, held in Topeka, 
February 16 to 18. 


—>- 


12:30 CLUB ANNOUNCES “DEALERS’ DAY” 

The Stationers 12:30 Club of New York City has 
announced that hereafter the meetings held on the 
first Monday of each month will be officially desig- 
nated as “Dealers’ Day.” According to Secretary 
Harold O. Atwood, each member will be expected to 
invite a dealer to the meeting and in that manner 
acquaint him with the aims and ambitions of the 
organization. The group meets in the Aldine Club, 
200 Fifth avenue. 

0 9 
DR. SCAT TAKES LARGER QUARTERS 


Because of a necessity for more office space brought 
about by an increasing demand for its products, the 
Dr. Scat Chemical Company, manufacturers of Dr. 
Scat refinisher and type cleaner, has moved to larger 
quarters at 180 North Wacker drive, Chicago. The 
firm was formerly located at 178 North Franklin 
street. After April 1 dealers are requested to address 
all mail to the new location so that orders may be 
filled and shipped with the minimum of delay. 











Rock hard maple used in Maploak 
chairs is also used for bowling pins 
and parts of alleys that get the most 
abuse. That's ample proof of its 
toughness, 

As MPLETE LINE OF 


/MAPLOAK CHAIRS 
The Wood of Which Bowling Pins Are Made 


Ehtwiocan cumes through again! This time with a line of chairs 
that even the toughest P. A. will want to buy. It’s Maploak— 
rock hard maple chairs with an oak finish. 

Maple is used because in addition to being one of the finest 
cabinet woods, it will stand use and abuse. The oak finish is 
used because it will match your present oak furniture. 

Executives will like Maploak because of its, warm, honey- 
colored beauty and its satin-smooth finish. 

Clerks and stenographers will greet it with open arms because 
it will not splinter and cause stocking runs. Purchasing Agents 
will like it because of its long life and true economy. 

Sixty-SEVEN different patterns of Gunlocke Chairs are now 


available in Maploak. Send in the coupon for further details. 







" H. GUNLOCKE CHAIR COMPANY 
WAYLAND, N. Y. 




























W. H. GUNLOCKE CHAIR CO. 

Wayland, N. Y. 

Please send me details on the Gunlocke Maploak 
Chairs. 

Name Title...... 
Company 


Address 












A Double - duty 


EXECUTIVE DESK FILE! 





The EXECUTIVE Desk File with 
Celluloid Tabs is ideal for use on 
top of your desk, also fits perfectly 


in the large lower drawer for personal 


papers, receipts, etc. 


Expands up to 18 inches. 








ee by Piaiiher Today! 


B3CT—Tabbed A to Z..B4CT—Tabbed 1 to 31 
also 


B3CT-C—Tabbed A to Z 
(Entire back cloth bound) 


SEND FOR NEW 1941 CATALOG— 


many new items listed!! 


QUALITY PARK ENVELOPE CO. 


General Office & Factory Chicago Office and 
Quality Park Warehouse 
St. Paul, Minnesota 11-116 Merchandise Mart 
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AIGNER SIGNATURE PART OF PACKAGING 
The G. J. Aigner Company, 503 South Jefferson 
street, Chicago, has announced that its boxes of Aico- 
Grip products are now being imprinted with a repro- 
duction of the signature of G. J. Aigner which has 





NEW PACKAGING BEARING AIGNER SIGNATURE 


been carried on the firm’s letterheads for some time. 

At the same time the company reported a new 
numbering and packaging plan for the Aico-Grip 
items. Applying to the tabular edge celluloid insertable 
tabbing in strip form for cut-to-fit index tabs, in 
shield tab form for ready-to-insert use, and in shield 
tab form with titles inserted, each color has an identi- 
fying number, each style has a series number and 
each size has a number. Thus the number affords 
immediate description for dealers familiar with the 
code. 

Strip tabs are being featured by the five-foot box 
or the twenty-five foot carton and shield tabs are 
being packed in twenty-five to a box quantity only. 
Tabs with titles inserted are packed six sets to a box. 
There is also a change in the twenty-five foot carton 
of strip tabs in that the cut-out, stand-up flap, which 
interfered with shelf piling, has been eliminated. 

°—-> © 

NATIONAL CASH TO CONSTRUCT NEW PLANT 

Because of expansion caused by government orders 
The National Cash Register Company, Dayton, Ohio, 
last month announced plans being completed for the 
construction of a new $500,000 plant. 





WEDDING § 


WILLIS-ANDERSEN 


Miss Dorothy Andersen, daughter of Mr. and Mrs. 
A. E. Andersen, and Merle R. Willis were married in 
Vancouver, Wash., March 8, and received their friends 
at a reception at the home of the bride’s parents in 
Portland, Ore., after the ceremony. Mrs. Willis is em- 
ployed by W. E. Finzer & Company of Portland, and 
Mr. Willis is with the Headquarters Battery, Field 
Artillery, Camp Murray, Wash.—_BBC 
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MASTER CONSTANTINE 

t is a little difficult to decide who is the most proud, 
Grandpa Jim or Papa George, over the arrival of 
James Milton Constantine, a seven-pound husky who 
was born on February 10. George Constantine is vice- 
president and assistant general manager of the Palace 
Office Supply Company, Tulsa, Okla. 

<= -¢ 
MASTER W. T. RICHARDSON, JR. 

Mr. and Mrs. W. T. Richardson of Jacksonville, Fla., 
are receiving congratulations upon the birth of a son, 
W. T. Richardson, Jr. The proud father is the well- 
known Florida sales representative of the Columbia 
Ribbon & Carbon Manufacturing Company, Glen 
Cove, N. Y. 
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will bring you complete 
information on one of the 
most profitable items in 
the business equipment 
field—the Indiana Cash 
Drawer Combination! 
Mounted on an Indiana 
Cash Drawer, any make 
of adding machine auto- 
matically becomes a cash 
register, giving the re- 
tailer a quick, accurate 
picture of the day's sales, 
cash on hand, cash paid 
out. That DOUBLES the 
usefulness of any adding 
machine ... and steps up 
your sales! 


REPRESENTS 
YOUR MARKET 
? 


Hardware 
Stores 
Beauty 
Parlors 
Florists 
| Keolere| 
Markets 
Service 
Stations 
Clothiers 
Retailers in 
Every 
Line! 


Mail Coupon 
for Complete 
Information! 
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NORTHWEST TRAVELERS NOTES 





By A. J. Nordstrom, Correspondent 





By the time this reaches the desk of the busy reader, 
the Seventh Regional convention will be in full swing 
at the Hotel Nicollet in Minneapolis. 

Governor Jim Parrott with the assistance of such 
able colonels as former Governors Ed Hansen, Herbert 
Fall, Sterley Jerue, Art Grayston and Art Walker, is 
putting on a convention that is expected to be tops. 

A very fine program is in store for those fortunate 
enough to be present. Governor Jim had up to 
March 20 received assurances from dealers and travel- 
ers alike, that a record attendance would greet him 
on April 4 and 5. 

* x * 

Golfers Al Sunberg, of Duluth, and Forrest Luff, of 
Virginia, are chafing at the bit these days and can 
hardly wait until the golf season is officially opened 
in their home towns. Forrest has been spending every 
spare evening at the driving nets and putting greens 
at the indoor golf school at Virginia. 

* * * 

Other impatient club wielders are Stanislaus Griebel 

and George Vinton, competitors both on and off the 


* * * 


Charley Regan, One-Putt Carlson, Dead Eye Roberts, 
Kay Chase, Eaton Ackert, Neva-Clog Stephens, Carter 
Kiesel, Oscar Bertelson and Floyd Kongsvik are all 


| polishing their clubs for the opening of the season. 
* oo * 


Cliff Talty, Mortimer Hansen and Bob Davies are all 
practicing on their putting games, and are open to 
challenges from any and all members of the stationery 
fraternity. 


* * * 


Art Fark, formerly with Fritz-Cross is now with the 
Miller-Davis Company in Minneapolis. 
a * * 


Al Linde is still tops as a billiardist in his home 
town of Milwaukee. 

Ken Chase of the Dennison Manufacturing Com- 
pany displayed his line of Christmas merchandise at 
the Hotel Holland in Duluth the middle of March. 


* * 


At this writing Bob Valleau was reported as being 


| well on the road to recovery at the St. John’s hos- 


| vention. 


pital in St. Paul. 
* * * 

Eddie Friedman, the Signet man, made his first trip 
to the Arrowhead country since his recent illness, 
early in March. Ed can now take his place along with 
George “One Man Gang” Ohland as a survivor of 
what usually spells “finis.”’ 

* * * 

Incidentally we have not seen the “One Man Gang” 
for some time, though his side-kick “Shorty” Bate 
has been in evidence, as has George Desmond, the 
B. M. steelman. 

+ * * 

Fred Schaefer, the inkman, has charge of the “House 
of Friendship” at the seventh district meeting and 
has promised a good time to all visitors at the Con- 
Nothing but the best says Fred, so come 
one and all. 

* * + 

The women’s committee has promised some fine 
entertainment for the visiting ladies, including a 
luncheon at the Nicollet. 

oa ~ oa 

The Northwest Travelers Club will hold their annual 
meeting and election of officers for the ensuing year. 
As usual the feature of this meeting will be the report 
of Auditor-in-Chief Williamace Eternally Smith. 

+ + * 
attraction 


feature the debate between 
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The above illustration shows a typical installation of 
Globe-Wernicke library equipment sold by a dealer. 


WASHINGTON BOOED aa® GLOBE-WERNICKE ALSO OFFERS 


Sectional... new features 


aeeeiom YOU A LINE OF ATTRACTIVE 


fe Colo) aM (-DaRPO bal: MB aat-Valole rt 


eee WOOD BUSINESS EQUIPMENT 


There are many opportunities to sell this attractive line of Globe-Wernicke 
wood business equipment. Many public institutions and business con- 
cerns, including those associated with the lumber industry, prefer the 
natural beauty and charm of wood. For these Globe-Wernicke provides 
stock and custom-built equipment . . . merchandise of distinction that 
combines efficiency, long life, useful service and attractive appearance. 
These products are sold by dealers who receive unusual cooperation 
from our sales organization and factory. Write for catalog, prices 


and details of our attractive proposition to dealers. 


WOOD FILING CABiNETS 
ae for home and office..... 


These distinctive wood filing cabinets are 
equipped with the patented Tri-Guard fea- 
- ture...for faster filing and finding. 
ARLINGTON BOOKCASE , Finishes: genuine oak, 
walnut or mahogany, 
elton a Cod at- 1 MEME aatols(- aac (-1-5 lo pal ‘ revealing all the charm 

Seba a-Vo)(- MB cc) a alo) aal-Mile) a and warmth of wood. 


F hes ° 7 s 
(oh oo Col- MED 3 4-Lol-To b bale Mh a'g o\- Es lol) a a 


. available in yaar vatelel babi : and four-drawer sizes. 
and walnut finishes. : Illustrated at the right 
is an attractive and 
modern two-drawer 
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Globe-Wernicke 
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MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions— Special! Stee! 
and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies 
Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelving 
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Zz Ts your we in rs 


with JASPER CHAIR CO. 
dthe Upholstered fhe Uhistie 








Solid American walnut is used for 
most of our leather upholstered 
line. (There is an interesting series 
in birch). These are also used in 
our all wood executive and general 
office chairs as well as quartered 
white oak and plain oak, and we 
make a full line of postur> chairs, 


school chairs, stools, etc. 





A study of your prospect's preference and a com- 
parison of the JASPER CHAIR CoO. line will provide 
you with a means of sales success. Here is a variety 
to follow cause with effect, to suit preference and 
to set a record of performance — in design, grade 
and color. JASPER CHAIR CO. chairs have made 
way to success for many office furniture dealers: 
If you do not sell them now, see our catalog — con- 


sider the possibilities. 


JASPER CHAIR CO. 


JASPER, INDIANA 





REPRES”NTATIVES 
Geo. A. Litchfield, Sales Mgr 


R. J. Freeman (Eastern E. W. Thomas, (Southwest W. H. Brown (Chicago-Midwest 
383 Madison Ave. Box 3493 Peninsula Station 6708 Glenwood Ave., Chicago 
New York, N. Y. Daytona Beach, Florida Phone ROGers Park 3644 


S. H. MacDonald (West James S. Fowls, (Southern 
40S Orpheum Bldg 3414 Euclid Heights Blvd 
Seattle, Wash. Cleveland, Ohio 
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Grandpappies Smith and Allen relative to the merits 
of their grandchildren. This, in itself should bring a 
record turnout for this meeting. 

‘Tis said that Ed B. Dawson has a penchant for 
polka-dot ties, and has a collection which almost 
equals that of his line of penci's. 


nail ca 
THREADLINE SETS OPEN NEW SALES 
OPPORTUNITIES 
A new merchandising plan for sales of more than 
one pen and pencil set to retail customers is announced 
by Dixon Rite-Rite, 1501 West Polk street, Chicago, 
Ill., with the introduction of the new line in the lower 





DIXON RITE-RITE SETS 


price ranges. Where the selling plan of retailers han- 
dling pens and pencils has been aimed at the sale 
of one unit as high as possible in price to a customer, 
the new plan appeals to those who have several gifts 
to purchase. It is designed to sell several medium or 
low priced sets, and thus afford the customer the 
convenience of solving his gift problem with one 
purchase. 

The new Dixon Rite-Rite sets are said to have an 
appearance of much greater quality than their price 
would indicate and are attractively packaged to retail 
at $1.75, $1.95, $2.95, and $3.25. 

Current sales material is built around the gradua- 
tion theme. With elementary schools, junior high 
schools, high schools, prep schools, military schools, 
and colleges, all featuring graduation in the spring, 
parents, relatives, and friends frequently find them- 
selves with several gifts to purchase, but without funds 
to buy anything elaborate in quantity. The Dixon 
Rite-Rite sets are offered to meet this need. 

— > 


UNIVERSAL PAPER PRODUCTS COMPANY MOVES 


Because of a need for additional office and stock 
space, the Universal Paper Products Company, Chi- 
cago, last month moved into larger quarters at 823 
South Wabash avenue. The firm manufactures a num- 
ber of paper cup lines of which two are well-known 
in stationery store stocks, the cone-shaped drinking 
cup and the Universal! flat bottom model. 

> 


ZEPHYR AMERICAN INCREASES REPRESENTATION 


The Zephyr American Corporation, New York City, 
makers of the Autodex and other office specialties, last 
month announced the appointment of three more 
representatives. Larry Damson will cover the southern 
States, M. Landay, Inc., 1248 Wholesale street, Los An- 
geles, takes over the southern California territory, and 
R. L. Smith, 605 Third street, San Francisco, will cover 
northern California, Oregon and Washington. 
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Why will a fireman, on holiday in a strange 
city, spend hours around the local fire-house? 
And why does a ballplayer with the afternoon 


off take in a basebal 


1 game? And what is the 


real low-down significance of workers gravitat- 
ing to their own familiar work and atmosphere 
even when not on duty? 

I am going to tell you . . . every human 
being who does not actually hate the work he 
or she is doing, honestly wants to be more 
proficient at that work. Sometimes the desire 
is so submerged that the person scarcely ad- 
mits or even recognizes it . . . but it’s there. 





You take this fascinating subject of type- 


writer supplies 
know all there is to 





SALESMEN 
GUIDE 


AND 


REFERENCE 


WITH SUGGESTED RESALE 
PRICES AND DISCOUNTS 
FOR CONSUMERS OMLY 








Parcas 


MITTAG G VOLGER 
Load . 


Prine pal Office ond bactory | 
PARK RIDGE NEW ensey | 











"~ 


a atu 





nobody could possibly 
know on the subject, but 
we find in our daily 
contacts that most 
clerks, unless they are 
absolute misfits, are 
keenly aware of the 
intricacy of Carbon 
Papers and Typewriter 
Ribbons . . . honestly 
desirous of learning 
more about them. It 
was for this very rea- 
son that M.&V. spent 
so much time and ef- 
fort compiling the ex- 
haustive Reference 
Guide which my Home 
Office is now distribut- 


ing far and wide. This Guide can unquestion- 
ably help you merchants to better business 


through education of 


the salesforce. I heartily 


recommend that every store have a copy 


where the clerks can 


refer to it. 


Well, what are we waiting for? 


Your copy of our 


SALESMEN’S GUIDE 


and REFERENCE sent on request 


A tu Thane 
MATCHED PRCHAGES 


MITTAG & VOLGER. Inc. 


PARK RIDGE 





NEW JERSEY 
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SELF FEEDING—AUTOMATIC 


Never has there been a post-card size 
stencil duplicator on the market to compare | 
in quality, price, or performance with the 
sensationally new PRINT-O-MATIC. It is 
Self-feeding and Automatic! 


Offices, stores, libraries, churches; every 
type of business and organization has an 
indispensable need for such a machine and 
can now afford one. At each turn of the 
handle, self-fed and automatically, PRINT- 
O-MATIC produces a perfectly duplicated 
impression. No duplicator at any price 
can do a better job. 


The demand for such a machine is obvious. 
Show your customers the PRINT-O-MATIC 
and assure yourself a sale. 


The most liberal of dealer discounts are 
allowed. If for no reason other than to 
see it, send for yours today. Every ma- 
chine carries a money-back guarantee of 
complete satifaction. Return postage will 
be paid if you are not pleased. 


Be one of the first to offer the new PRINT- 
O-MATIC at the lowest retail price on the 





market. 
4 75 Complete with supplies: 
stencils ink 
brush writing plate 
RETAIL co rection fluid 
PRICE and ink pod 
—- 


Churches 


SPECIFICATIONS 


PRINT-O-MATIC is 1812 inches long, 
7 inches wide, weight 4'/2 pounds, 
ideal for storing or carrying. The 
body is of one-piece 16 gauge steel 
construction, braced at many points 
finished in durable black crackled 
enamel. Only the finest rubber and 
metal parts are used. The PRINT 
O-MATIC has been adjusted at the 
factory for U. S. Government post- 
card size. For immediate delivery 
write to 





Libraries 


PRINT-O-MATIC CO. 


Chicago 


333 West Lake Street 
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IN OTHER LANDS 
(Continued from page 52) 

Eric John Mitchell, owner of the Book Arcade, 3245 
West Ninth avenue, Vancouver, B. C., has sold his 
stationery and book business to Edythe M. Calverley. 

~ * * 

Brown Bros., with head office at 100 Simcoe street, 
Toronto, Ont., is so busy filling orders for account 
books and loose leaf merchandise that they have con- 
siderably increased the staff of employees in their 
various plants. 

* x * 

Burton K. MacDougall has been appointed by De- 
fiance Sales Corporation, 72 Spring street, New York 
City, to cover Canada from Toronto to Halifax, N. S. 

* + * 

J. Lovell Phillips, president of the Canadian Staples 
Ltd., Montreal, Que., was recently appointed a trustee 
of the Protestant Board of School Commissioners of 
Westmount. 

* * * 

J. R. Soulis, of St. John, N. B., a dealer and dis- 
tributor of all classes of office equipment, was named 
secretary of the St. John Kiwanis Club recently. 


* * * 
A. R. Davey has sold out the retail department of 


his stationery business at 38 Wellington street E., 
Toronto, Ont., to two former employees. The firm will 


| be known as Todd & Dawkins. Mr. Davey is carrying 


on as a manufacturers’ agent.—SJL 
a 

LOTZ-ABBOTT’S RECORDS LOST IN BOMBING 

Lotz, Abbott & Company, Ltd., are among the many 
London organizations which have been forced to find 
temporary quarters and get along as best they can 
despite the complete loss of all records, papers and 
other documents. 

This firm, which is well-known in the stationery 
trade in Great Britain, can be contacted at the follow- 
ing address: Lotz, Abbott & Company, Ltd., C/o 
Messrs. Percival Marshall, Ltd., 13-16 Fisher street, 
Southampton Row, London, W. C. 1. 

an 


33RD DIV. FIGHTING MEN IN BRISK BOUT WITH 
OFFICE MACHINES 

“Fightin’ men of Llinois’ Fightin’ Thirty-third Divi- 
sion,” recently moved to Camp Forrest, Tenn., are 
slowly but surely emerging victorious in a snappy 
skirmish with a battery of typewriters and Mimeo- 
graphs, according to the latest report from the front. 

Enlisted men and officers alike have discovered that 
the transmission of orders is no child’s play in the 
army and calls for a lot of plain and fancy office work. 
Here, for instance, is one example of what happened 
when Major-General Samuel T. Lawton decided the 
troops needed overshoes to combat the mud of Camp 
Forrest: 

1. The major-general telephoned the order to a 
major who wrote the order and (2) sent it to the 
chief of staff who (3) showed it to the major-general 
for approval and (4) returned it to the major who 
(5) ordered a stencil cut and (6) 450 copies were run 
off on a Mimeograph and (7) 397 were given to clerks 
who (8) took them to the divisional message center 
where (9) they were redistributed to the various regi- 
mental and brigade headquarters. 

Of the remaining copies six went to the adjutant- 
general’s office in Washington, four to the second army 
headquarters in Memphis, Tenn., four to the fourth 
corps area office in Atlanta, Ga., four to the seventh 
army corps headquarters in Birmingham, Ala., and 
the rest were filed at the thirty-third division head- 
quarters. 

Then the order for the division was distributed 
through brigade and regimental headquarters down 
to company commanders. 
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Uncle Timothy’ Five Nephews ALL GRADUATE / | 


i Ciy ae Comma fore Ca Wire 
INEXPENSIVE QUALITY GIFTS 


y 














No. 2I1 


Iridium Point Foun 


toin e 





No. 350 


Dozens, like Uncle Timothy, must give to friends or relatives at graduation. The gift that 
looks like a_lot but costs little is what they want. -These fine Dixon Rite-Rite Pencil and 


Pen Sets are first in quality, bear an honored name, so insure pride in the giving without 


$2 injury to the purse. Order now for your many customers who must give at graduation 
95 


epee LM ry St 


C RITE-RITE MFG.CO. ) 


1501 W. POLK ST. + CHICAGO, ILL, = SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 
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BRAINARD TO AID U. S. DEFENSE PROGRAM 


George C. Brainard, president of The General Fire- 
proofing Company, Youngstown, Ohio, and chairman 
of the board of the Federal Reserve Bank at Cleveland, 
has been appointed one of the seven district co- 
ordinators in the United States defense contract serv- 
ices. He will be in charge of the Fourth Federal 
Reserve District, with offices in Cleveland. The ap- 
pointment, made by William S. Knudsen, chairman 
of the national defense commission, was announced 














GEORGE C. BRAINARD 


by Robert L. Mehornay, director of the service, and 
is one of the first appointments of field personne! 
under the recently organized unit of the office of 
production management. 

In announcing the appointment, Mr. Mehornay said: 
“The defense contract service will provide every de- 
fense contractor and potential contractor with a 
source of information and assistance reasonably close 
to his own plant. It is our hope that this service 
will greatly stimulate the subcontracting of defense 
orders, thus contributing to our expressed aim of 
utilizing every available manufacturing facility, 
spreading the defense load geographically, and mini- 
mizing housing and other social problems that would 
arise from excessive centralization of defense work.” 

It will be Mr. Brainard’s job to supervise an organ- 
ization being formed to see that the second phase of 
the national defense program, actual production of 
needed articles, is carried forward speedily. Prime 
objective of the defense program, to obtain acceptable 
production in the shortest time possible, will be part 
of the work. Subordinated to that is the objective of 
spreading the defense production, getting more bidders 
on direct government contracts, and more sub-con- 
tracting of such contracts, in order that the time for 
production may be reduced. All machinery, mana- 
gerial ability, and personnel that can be found and 
advantageously employed, wherever located, should 
be utilized. 

Mr. Brainard has had considerable experience in this 
type of work, having served during the World War 
as a staff expert for the production division of the 
ordnance department, in charge of producing artillery 
ammunition for the army. At present he is ass.stant 
chief of the Cleveland ordnance district and will con- 
tinue in that post. 

He studied engineering at Northwestern and Cornell 
Universities and studied engine manufacturing in 
Europe. He began his engineering career in Chicago 
in 1909. Recognized as one of the foremost pressed 
steel mechanical engineers in the country, Mr. Brain- 
ard represented Youngstown in 1932 at the fourth 
federal district meeting called to stimulate business. 
During the bank crisis of 1933, he was one of seven 
men appointed by Governor George White to serve 
on a State banking advisory committee and was named 
a director of the Federal Reserve bank three years 
later. He wili receive no compensation as co-ordinator 
of defense contract service 

His appointment to the post was praised recently 
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AY TONE 


ADDING & LISTING MACHINE 


VISIBLE ADDING DIALS «x CAPACITY $9,999,999.99 
DIRECT SUBTRACTION 


The new Graytone Model 821A is striking in its beautiful 
color design of gray and black. It retains its sparkling new 
appearance longer, is pleasing and attractive to the eye, 
yet moderate in price. It has gained the genuine approval 
of discriminating adding machine buyers. 

With ample capacity for big figure jobs and modern fea- 
tures suited to the present tempo of industry’s demands, 
this fast and accurate machine, with its easy and quiet 


operation, is ideal for all kinds of adding work. 
w“ tas 47. 
Precisioned by Monotype is your guarantee of the 


best in design and workmanship, and an assurance of fine 


quality and dependable service. 
Ask your Barrett dealer to show you a new Barrett 
Graytone or write to us direct for full information. 


SOME BARRETT MODELS AS LOW AS $49.85 


Barrett Adding Machine Division 
LANSTON MONOTYPE MACHINE COMPANY 


Monotype Building, 24th at Locust Street, Philadelphia, Pa. 
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Wie j is the most reliable source 
of supply for Duplicating Inks 
Co) every poet: ¥i¢-ME- bole MB elole (=) Mire) | 
STENCIL DUPLICATING 
MACHINE. 


Get your 
sample of 
ey.V. [e] 9) 3 
vy) 4 
inks now— 
and test it! 


Our 45 years’ experience in the 
pest-belbet-Voitbtd-Me) Meith el lor-totele whet .-) 
enables us to offer you the finest 


ye) cole |b loi <MRe) o) t-Bhet-Vo)(-ME-vebayael-) ¢-m 





Our PREMIUM INK is a high grade 
black ink that has the properties of 
Quick Drying and Minimum Penetra- 
tion into the paper. The finest ink made 


for first class stencil duplicating work. 


BULLETIN INK fills the need for a jet 
black ink where price is a factor. Ex- 
cellent results at a minimum of cost. 


D 
U 
Pp 
F 
I 
os 
A 
4 
Nt 
N 
G 
Nt 
N 
K 
S 


All inks manufactured under the personal 
supervision of Fred. B. Canode. 


WRITE TODAY FOR 
SAMPLES AND PRICES!! 


INK SPECIALTIES CO. INC. 
525 S. LAFLIN STREET . . . . CHICAGO, ILL. 
SATISFACTION GUARANTEED OR YOUR MONEY BACK” 
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in a column by E. L. Shaner, president of the Penton 
Publishing Company, in the Daily Metal Trade, a 
business paper. Mr. Shaner wrote, “The presence of 
men of this caliber in key positions in defense con- 
tract service is bound to inspire confidence among 
prime contractors, sub-contractors, and others who 
may participate in government work later on.”—AK 





STEIN BROS. PRODUCTS ON DISPLAY.—One of the featured 
showings of leather goods made at the recent Luggage 
& Leather Goods Exposition in the Palmer House, Chicago, was 
the above maintained by the Stein Bros. Manufacturing Com- 
pany, Chicago. Many who attended the Gift Show, held at the 


:same time as the Luggage & Leather Goods Exposition, also 


visited this Stein Bros. display. 
——— 


FINNISH FIRM PUBLISHES GOLDEN ANNIVERSARY 
BOOKLET 

In celebration of its record of fifty years in business, 
Th. Wulff, Oy/Ab., Helsingfors, Finland, issued a book- 
let entitled, “Wulffska Hornet,” or ‘“Wulff’s Corner.” 
It records the development of the organization from 
a part time stationery enterprise established by 
Thomas Wulff in 1890, to its present extensiveness as a 
purveyor of drawing materials, office equipment, visible 
record systems, etc. 

Opening with a picture of the harbor at Helsingfors 
in 1890, and concluding with the individual portraits 
of members of the present staff, the sixty page booklet 
presents an illustrated history of the Wulff business 
for the first half century of its existence. Family back- 
grounds as early as 1590 are revealed. Naturally, a 
large proportion of the booklet is devoted to the career 
of Thomas Frederick Wulff, founder of the business. 
Born in Abo in 1856, Mr. Wulff attended school until 
1874, worked a few years in his native city, and then 
went to Helsingfors to enter the employ of his uncle, 
who conducted a bookstore. In 1886 he married, and 
in 1890, with the help of his wife, he established his 
own business, while still in the employ of his uncle. 

The business flourished. Another location was taken 
in 1897. The stock was expanded, both in amount and 
diversity. In 1918, Thomas Wulff retired as active head 
of the business, his son Einar taking over. The father 
continued relations with the organization, however, 
until 1932, when he withdrew entirely. He died on 
September 24, 1936 

Under the guidance of Einar Wulff and his asso- 
ciates the business was expanded to include office sup- 
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THE LINE WITH 
SALES-PUNCH 


in Every Product 


FOR OFFICES...Higher Efficiency, 
Economy, Beauty 
FOR DEALERS...BIGGER PROFITS | gion sie 


are furnished in four 











ices are gaining new efficiency uality par with every sign 
Offices are gaining efficiency, q y p every other desig fd’ Wait vonadideas 
economy and beauty . . . with A-S-E feature and mechanical part. a sure-Gre etimulent 
Aurora Equipment. There are types, A-S-E Aurora Office Equipment can to sales 
sizes and arrangements of A-S-E Au- be supplied in several attractive fin- 
rora Files to suit any office need, at all ishes . . harmonizing with the color 
prices. Counter-high styles, for in- scheme of any office interior. AE DS Files 
stance, are winning preference with Your sales will be easier, faster 
, answer the need for practical, 
many buyers, as these units can serve and more profitable when you handle P 
a : F : 5 : economical and effective stor- 
as partitions as well as furnish addi- a line with outstanding consumer ap- se 
age of permanent and inactive 
tional working area. peal. Hundreds of dealers have dis- iaiaidi 
A-S-E Aurora  Balanced-Design covered the amazing profit possibili- 
Files have 58 features of consumer ties in A-S-E Aurora Equipment. You 
appeal. Every detail of construction, can, too. Write today for full infor- 
; : ; , 57 Storage 
no matter how inconspicuous, is on a mation on this fast-moving line. 


and Wardrobe 


Cabinets 





Send today for your copy of the 


AE CABINETS 
for higher quality— 
lower cost 
A-S-E Aurora Catalog. It gives a 


DS FILES 
AURORA 
ALL-STEEL-EQUIP COMPANY, INC. | sling tine-shows you why it i 


the line with Sales-Punch in every 


604 JOHN STREET AURORA, ILLINOIS product. 
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CIRCULAIF 


“SUCCESSOR TO THE FAN” 
The Original . . . Pioneer . . . And Patented Kisco Air 


Recirculators . . . The Time-Tested and Proven Profit Line 
. . » Designed, Built and Guaranteed by Kisco 





The “NU-PEP” Kisco CIRCULAIR units for 1941 are improved both in appearance and 
i elena A ieee abe Performance. They feature . . . Not three, but FOUR BLADE assemblies. 
Se a They move 4200 Cu. Ft. of air per minute . . . not 3620 as heretofore. The 
recirculator for desk or table. . ‘ ; . 
; : : smart, streamlined styling, and the year ‘round usefulness of the attractive 
Supplied with or without dis- 

: mp eenags tables and smoker stands are real assets to any office, store or home. Not 
ee only ONE, but TWELVE models .. . a complete line of Time-Tested, Proven 
escent bronze or ivory finish : 

and Patented units. 


We, 














The “NU-SMOKER” The “LO-AIR”’ The “UTILITY” 


A rugged low table model in black A handsome and useful table which 


A beautiful smoker stand that con- 
conceals a powerful 4-blade, 3-speed 


ceals a powerful air recirculator and chrome. Four blade assembly; 3 
speed control: moves up to 4200 cu. ft air recirculator. 4200 C. F. M. capacity. 


A unit anyone would be proud to 
Black and chrome finish. 


own. Finished in metalescent bronze of air per minute. 
and trimmed in chrome. 


The “MAJESTIC” 


Tall... Stately . A pedestal type 
air recirculator of utmost beauty and 
® efficiency. Rich satin-silver finish en- 
hances the appearance of any room 





The New Kisco 
Eddy “‘DEFLECTO” 
COOL-CIRCLE-ATOR 








The 
“SENATOR” Protected by Patents 


A beautiful unit, com U. S. Patent Numbers: 75,485— 
bining serving tray, 76,012—101,479—107,777—109,012 
smoker and air recircu- — 114,222 — 114,223 — 114,224— 
lator. Alcohol - proof 1 ,694,214—1, 712,698 — 2, 130,802— 
plastic top. Two-tone Other patents applied for 








tan and chrome finish 


$25,000.00 Valuable free gifts for Kisco CIRCULAIR 


salesmen and their families . . . In the 


IN PRIZES CIRCULAIR ''GOLD RUSH". Ask about it 


Siete eaeleaieinnit KISCO COMPANY, INC. 


tures that not only cool in a delightfully 
different manner, but dissipate smoke and 39th & CHOUTEAU AVE. De. LOUIS, MO. 
fumes . . . without blasts or drafts. Powerful, 
quiet, 4-blade assembly distributes cooling air 
currents outward and downward over a wide 
area. Four sizes, bone ivory finish with bright 




















copper plated trim. 
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plies and furniture, much of which was imported from 
the United States. A special development was the 
exclusive handling in Finland of the Viscard system of 
visible records. 

The booklet is interestingly written and well de- 
signed. We extend our compliments to Th. Wulff Oy/Ab 
because of its fifty years of progressive achievement. 





MY, MY, BEAUTIFUL, ISN'T IT?—And we don’t mean the bunch 
of flowers. When the now famous gold Royal typewriter was 
displayed recently in Cartier’s Palm Beach (Fla.) shop Miss 
Mitzi Strother, who is Miss Florida, typed a letter on the ma- 


chine under the careful direction of Charles Meyers of Royal's | 


Miami sales staff. 
. ie © 


MURPHY’S NEW SALESMEN’S HANDBOOK 

A new and considerably enlarged ‘“Salesmen’s Hand- 
book” has recently been published by the Murphy 
Chair Company, Owensboro, Ky., for distribution to 
its sales staff and personnel. 

The new book is similar in construction and contents 
to a previous issue but is much enlarged and contains 
a number of policy principles of considerable interest. 
Among these are (1) sales policies, (2) selling arrange- 
ments, and (3) insurance. Still another section is 
devoted to an interesting description of the various 


manufacturing operations. 
6 ie 8 





COVER OF THE NEW BENTSON CATALOGUE WHICH IS 
DESCRIBED ELSEWHERE IN THIS ISSUE. 
Ea - 
WASHINGTON FIRM TO HANDLE BROWN’S 
ESCORT BOND 
The Barton, Duer & Koch Paper Company, Inc., 
Washington, D. C., has been appointed distributor of 
Escort Bond a fifty-per-cent new rag bond recently 
introduced by the L. L. Brown Paper Company, Adams, 
Mass. 
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Consistent 
PROFIT-MAKERS! 


Insure repeat business 
by stocking the VAIL 
LINE of Paper Clips, 
Pins, Brass Fasteners, 
Staples, Thumb Tacks 
and other allied metal 


paper fasteners. 


Your customers will im- 
mediately recognize 
the quality, uniformity 
of merchandise and 
practical boxing of this 
outstanding Dealers 


line! 


When re-ordering 
metal paper fasten- 


ers, remember to— 





MANUFACTURING 
COMPANY 


900 E. 95th St. 


Chicago, IIl. 
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For Defense ‘ ; 


MILLIONS of * 
BLUEPRINTS e 
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ME ILLIONS of blocprints and large sheet rec- 


ords that are being created and used for the 





defense program require immediate filing and 


storage protection. 
Tell your customers about 


. re VERTICAL 
ACCOWAY biting EQUIPMENT 


for illustrated catalog and prices 


Write NOW 
and exclusive dealer proposition that will enable 


you to get this gratifying business immediately. 


No special servicing necessary. May be installed 


anywhere—along walls. or in filing cabinets. 


closets and safes. Standard cabinets available 


for most standard sizes of blueprints. Special 


cabinets quickly made up to order. 
SAFE — SPEEDY — COMPACT 


units provide maximum capacity in 


floor WRITE US TODAY. 


Accowa\ 
minimum space. 
ACCOWAY DIVISION 

ACCO PRODUCTS, 
39th Ave. & 24th St., Long Island City, N. Y. 


Inc. 
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McBRAYER BECOMES OFFICIAL OF FIRM 
Carl McBrayer, for the past twenty years connected 
with the Pacific Stationery & Printing Corporation, 
Portland, Ore., as a traveler, last month was elected 





CARL McBRAYER 


a vice-president of the firm to be in charge of the 
retail stationery and furniture departments. 

Mr. McBrayer has built up an outstanding record 
and has made a large number of friends as a traveler 
for his company. He covered a territory consisting of 
portions of Oregon, Washington and Idaho. 

In announcing the new duties for the former 
traveler, L. L. Hunter, president of the company, said: 
“Mr. McBrayer’s splendid record and wide experience 
have earned for him this well-deserved promotion.” 

Coincident with the promotion, President Hunter an- 
nounced that Carl T. McBrayer, son of the new vice- 
president, has been appointed to take over the territory 
formerly serviced by his father. 


—<—_-e___— 
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NOTHING STOPS A GOOD MAN!I—When Salesman John H. 
Hennan recently injured a leg he used his telephone with such 
telling effect that he sold enough Underwood Sundstrand add- 
ing-figuring machines to make quota and win a radio in a 
recent Underwood Elliott Fisher Company sales contest. Here 
he receives his award from Southern District Manager L. Y. 
Hagan while Columbus (Ohio) Branch Manager J. M. Jackson 
beams approval. 


=< 


RODERICK ENDS CENTRAL AMERICAN TRIP 

Frank J. Roderick, vice-president of the Lanston 
Monotype Machine Company in charge of the Barrett 
Adding Machine division, last month was back at his 
desk in Philadelphia after completing an extended trip 
through Central America. 
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FOR THE AIR-MIGHT OF AMERICA! 










AUTOMO, 
OLE, ay. 
"ATION, Mamineg ames 

© wousTms 

4 PRoo 

vCTs 


am! 
Weromcans. 


Columbia Ribbon 
17 
Glen Cove, L. f., fon ttt Co., Ine., 


Gentlemen; 
Then our national Preparedness has 


an uneistakes 
the ways of le fact, and Ame 

i 
cer pars Pees sin ari me seca 
ve done 






Mhatever 

is serth of oust ay builds £9 aleays wel 
and its pers, Deeat 16 croved by 7 built, 
. qual. 
In - 


all of 
of the mate 
ot ue spplics whicn erials which wy use, te at 
Jine with the came seat formance pd 
or our own > s value, ia 
Pleased to gm oiets. In this 
ty of York of — the outstanding went» we are 
8Pe serving ous Columbia Ribbons We" 80d quali 
Correspondence ominous and mst which 
working Fith us ioe Tecords, for ae uirenents 
12 owplying tal ‘reguinelutt Sat we eed 
us te oF our 
TY appreciates, “Pty with ouch matory grrise 
creat. 


e 


Cony truly yours 
MBPLE AVLATION conponsticg 





= production lines in 


Bendix factories, Stromberg car- 
buretors, Scintilla magnetos, Eclipse air- 


craft electrical components, Pioneer instruments, 
tion Corporation and other leading firms have selected 


Carbons for voluminous and 


Columbia Ribbons and 


Bendix aviation radio equipment and aviation landing 
exacting requirements, is of real sales interest. 


gears, are coming in a steady stream, to strengthen the 
air-arm of America. In its plants throughout the country, 
Bendix has streamlined office and factory procedure in 


the interests of speed and efficiency. 
To dealers everywhere. the fact that the Bendix Avia- 


You, too, can make substantial Columbia profits in 
this big up-swing of business. NOW is the time to start. 


Write us immediately and we'll tell you how. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 
Main Office and Factory: Glen Cove, L. IL, N. Y. 
Kansas City, Mo., Dwight Bldg. 


New York Sales and Export, 58-64 West 40th St. 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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642 QUALIFY AS UEF SALES ACES 

Results have been tabulated, excitement has cooled 
down and the Underwood Elliott Fisher Company has 
announced the results of its 1940 sales contest with 
the impressive report that 642 men have qualified for 
honors. Of these, 182 gained membership in the 1940 
UEF All Star Salesmen’s Club, 432 were reward of 
merit winners and 28 were leading branch salesmen. 

In addition to honors the winners were also the 
recipients of personally signed reward of merit checks 
from President P. D. Wagoner. 

Following the regulations of the UEF All Star Sales- 
men’s Club the highest producers of the contest be- 
come officers of the organization. These offices, of 
which there are ten, were filled by the following men 
in order of their star rating: 

President, C. W. Knox; vice-president, S. H. Farb; 
secretary, J. A. Sawyer; treasurer, T. J. Joyce; direc- 
tors, C. W. Renshawe, R. M. McCleary, L. E. Barton, 
A. G. Landrus, E. G. Kendall, and F. M. Clothier. 

Branch managers also played a prominent part in 
the contest and competition was extremely keen from 
beginning to end. In every section of the country 
they fought to keep their individual branch offices in 
the running with the major efforts turned toward 
keeping as far as possible from the cellar position or 
its vicinity. 

The twenty-eight branch managers who walked 
away with their honors in their division were: 

J. V. Brownell, W. A. Hazelton, J. L. Videau, W. H. 
Blaney, K. E. Sechler, O. H. Cook, W. E. Rouse, W. A. 
Meadows, J. L. Hoyt, L. A. Weitz, M. M. Shaver, 
Swain, F. A. Lyon, W. R. McDowell, G. Bayles, 
Sherry, H. Francis, Jr., I. C. Knowles, W. Crist, 
Fink, E. A. Bode, H. K. Ehrsam, G. W. Hunt, G. 
Frymire, D. D. Felter, B. Rawdon, L. S. Webster and 
J. N. Tyndall. 


E. W. 
W. J. 
F. G. 

L. 


*—-« 
1941 PACKAGING CATALOGUE OUT 

The Packaging Catalogue Corporation, 122 East 
Forty-second street, New York City, last month an- 
nounced the publication of the 1941 Packaging Cata- 
logue. This is the thirteenth annual edition, contains 
586 pages and has been completely revised and re- 
edited. 

Every phase of packaging is covered in non-techni- 
cal language and, as a means of helping the packager 
confronted with problems of design, merchandising, 
production, package law and shipping, the large book 
is divided into fifteen separate sectional classifications 
to cover the following broad subjects: 

Design principles, packaging law, paper containers, 
transparent containers, wrappings and ties, bags, metal 
containers, class and closures, labels, seals and tags, 
plastics, displays, machinery, adhesives, printing, and 
shipping. 

The sections which deal with package law and ad- 
hesives are completely new and while most of the 
other individual subjects were included in previous 
editions, a new treatment brings them up to date. 
Numerous individual articles cover subjects not pre- 
viously treated and particular recognition has been 
given to new developments in both materials and 
packaging techniques. 

More than 500 illustrations have been incorporated 
into the 1941 edition as well as many basic charts and 
diagrams. The volume, with its inserts and samples 
of fancy papers, ribbons, labels, wraps, ties, etc., weighs 
approximately seven pounds. It is bound in boards 
with an embossed, tooled leatherette cover and is 
priced at $2.50. 

*—-¢ 
“STRATEGY IN SELLING” 

“Strategy in Selling” is the title of a set of seven 
pocket-size books which has been published by The 
Dartnell Corvoration, 4660 Ravenswood avenue, Chi- 
cago, and priced at $6.00. 

The series is described as presenting the “experience 
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Designed to be Your 


MIDNIGHT CARBON 
PAPER 


Here’s why S 
eres why Secretaries 
+ o a 

insist on if 
® MIDNIGHT is unusually clean to handle 
® MIDNIGHT is economical to buy 
® MIDNIGHT makes clear, sharp carbon copies 


® MIDNIGHT is noted for extra-long wear 


® MIDNIGHT design assures you as well as your Cus- 
tomers of the same high quality on every order 


FREE SAMPLE FOLDERS are Available 
to Help You Get New Customers. 







Dept. M, 
Kendall Square, 
Boston, Mass. 


Carter’s 


MIDNIGHT CARBON © Carter 
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wrestling around you want. Canco waste- 
baskets are made-to-take-it. 

They’re made of fortified-metal. 

Canco wastebaskets are right in there when it 
comes to looks, too. Their finely lithographed 
colors.or natural wood-grains fit perfectly into 
any well-furnished office. 

Good looks and durability . . . those are what 
it takes to make wastebaskets sell. Canco waste- 
baskets have them both. 

Get yourself a supply of Canco wastebaskets, 
a big supply because they’ll go fast. We’ll give 
you all the details on prices, styles, and sizes. 
Write us now. 


oe CAN GIVE a Canco wastebasket all the 





* AMERICAN x 
CAN COMPANY 


CITY PARK AVENUE & HAMILTON. STREET 
TOLEDO, OHIO 
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of America’s most successful sales producers boiled 
down and arranged in seven handy pocket-size brevity 
books.” Written by J. C. Aspley, these books are de- 
signed to offer the most practical and helpful sales 
training material obtainable. 

The seven sub-heads, which give the reader a good 
idea what each book offers, are: Planning the Sale, 
Gettings Better Results, Making the Presentation, Dis- 
posing of Objections, Closing the Sale, Managing Your 
Time and The Way to Leadership. 





“OH BOY, PIPE THE SPEED-DEMON” chuckles Albert Tangora 
as New York City Comptroller Joseph McGoldrick is rash 
enough to try a speed contest with Greased-Lightning Tangora. 
Ex-Mayor Jimmy Walker and Frank E. Tupper, National Busi- 
ness Show Company, stand by to grin as the valiant hunt- 
and-peck system go down to defeat without Tangora even 
trying. 
; eh 
B. & P. MAKES PRICE ADJUSTMENT ON 
ALUMINUM PRODUCTS 

The Boorum & Pease Company, Brooklyn, N. Y., last 
month issued the following announcement to the trade 
concerning its lines of aluminum sheet holders, alumi- 
num clips and aluminum hospital charts: 

“Owing to the scarcity of sheet aluminum and the 
priority action taken by Office of Production Manage- 
ment to conserve sheet aluminum, we are obliged 
to withdraw all quantity prices on the above three 
lines, also the prices for special sizes. From this date 
on, the only price that is in effect is the unit price 
as shown in our general catalogue No. 41 and dealer’s 
buying price list ‘H’.” 

The catalogue and price list mentioned above are 
described elsewhere in this issue. 

——_— 
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HIGG6! 





HIGGINS’ REDESIGNED INK BOTTLE.—Chas. M. Higgins & 
Company, Inc., Brooklyn, N. Y., has recently redesigned the 
ten-cent-size bottle for its India ink to match in general con- 
tours the three-quarter ounce size. The new container, shown 
beside the larger number, has a concave neck and shoulder 
and is stoppered with a flat top cork containing no quill. The 
new bottle is individually cartoned and is shipped to the dealer 
one dozen in a corrugated box. 





ee ee 





41 


1¢ 


APRIL, 





in Brooklyn and St. Lou 
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Goverment Priorities have not affect- 
ed the industry Oxford Started just year, without e 
10 years ag0——you can continue as Increased. 

usual to fill your Customers’ orders for 


Oxford files, and make delivery with- Oxford files are popular because of 
their unusual value. The three lines 


e been sold. Every 
xception, sales have 


Since 1931—when Oxford pioneer. 
ed the original sliding drawer fiber- 


board file — 


more than a million 


who 
opular line — Oxford! 


FILING SUPPLY 340 Morgan Ave 
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COMPANY 125 South 8th § 
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REGAL TYPEWRITER COMPANY, INC. 


75 Varick Street, New York, N. Y. 
Cable: REGALTYPE 
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BOMBS CAN’T STOP STATIONERY TRADE’S 
EXPORT EDITION 
An impressive exemplification of Britain’s “carry on” 
spirit came to light last month when The Stationery 


Trade Review issued its special export number in spite 


of almost incessant bombing, fires and deaths in 
London. 

Characteristic of Great Britain’s natural instinct to 
take hardship and tragedy in her stride was an edi- 
torial page of the book on which appeared a photo- 
graph of a section of London with the skies reflecting 
the deep, red glow of fire, and captioned: “The Heart 
That Will Not Burn.” 

In addition to presenting all of the British news 
of the industry, the book also contains a section in 


which several foreign languages are used for the | 


benefit of readers outside of the British Isles and 
possessions. 
ig ila a 


FEATURING THE DUPLICARD.—In this retailer's window a 
generous amount of space is given to the Duplicard, a postcard 
duplicator manufactured by the Pac Manufacturing Corpora- 
tion, Terre Haute, Ind. 
—- 
PACIFIC NORTHWEST NOTES 

Black & King, 2930 Colby avenue, Everett, Wash., 
staged a magnificent display of stationery products 
of the Everett Pulp & Paper Company in honor of 
Washington Products Week recently as well as in com- 
memoration of the fiftieth anniversary of the paper 
company in Everett and their varied articles of sta- 
tionery, such as writing, copy and adding machine 
papers, stationery articles, office or school supplies 
and the books they manufacture. 

a a * 

Under sponsorship of the University Book Store, a 
leading outlet for typewriters, school supplies and other 
allied articles in the university district of Seattle, a 
camera-art salon for photographers was held in the 
Meany hotel in mid-March. Prizes were awarded by 
the large book store for the best entries in four 
divisions, into which a number of students entered. 

a * ~ 

With spacious window space fronting on two Streets 
the General Equipment Company was recently opened 
at 1300-2 First avenue, occupying the prominent 
corner at First and University streets, Seattle. Besides 
wide spreading windows on First avenue, the Uni- 
versity side of the store is also well supplied with 
batteries of windows which are filled with the many 








This new modern way of pinning is attracting 
thousands of new users to ACE. For by sliding 
the anvil, ACE delivers a temporary stitch, 
that can be removed as easily as a pin, with- 
out damage to papers, checks or finger nails. 


ACE Stapling Machines PIN—STAPLE and 
TACK perfectly. They are America’s best 
sellers— first in Precision—first in All-Steel 
Construction — first to guarantee Lifetime 
trouble-free performance. 


ACE GLIDER $1.50 
Loads 210 Staples 








ACE SCOUT $1.00 
Loads 105 Staples 





Demonstrate ACE Pinning Feature 
for More Sales—Write for Circular. 


ACE FASTENER CORPORATION 


3415 N. Ashland Ave., Chicago 


Makers of 
THE WORDR Sopa et STAPLING MACHINES 
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3 VERY RARE 
OPPORTUNITIES 


ALL IN ONE MONTH 
Plan Now! 


1 
JUNE 9 to 14 DISPLAY 
National STEBCO 
Luggage and Leather 
Goods Week in Your Store—in Your Window 

















2 
DISPLAY 


STEBCO JUNE 15 


Fathers Day 


PORTFOLIOS 


in Your Store—in Your Wincow 














3 
DISPLAY 
JUNE 
STEBCO 
Graduation ——— 
PORTFOLIOS 
in Your Store—Iin Your Window 











We have 3 Suggestions 
for these 3 Big Events 
May we write you about them? 
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diverse articles and general lines of equipment, office 
accessories, desks, safes and other articles carried by 
the new setup. 

* * * 

Lyle Goss, assistant manager of the University Book 
Store, of Seattle, has set April 12 as the date for the 
opening of the free typing school at his store. Miss 
Florence Barry, who successfully conducted the ses- 
sions last year, will again be in charge of the school 
which builds a tide of traffic into the store perform- 
ing a notable typing service for many of the ten 
thousand Eds and Co-eds of the university —CML 


—~— > —_$__—- 





CONGRATULATIONS TO THE WINNAHI—So says E. M. Jans- 
wick, Newark sales manager of the Dictaphone Corporation to 
Miss Estelle Sokobin of the Carroll Dunham Smith Pharmacal 
Company, Orange, N. J., as the young lady was named first 
prize winner of the Dictaphone speed and accuracy contest 
held during the National business show. Miss Sokobin tran- 
scribed at a speed of 450.58 net lines of typewritten matter per 
hour to snap up the prize of fifty dollars. 
a 


C. OF C. BIG STATIONERY USER 


Figures which give some indication of the impor- 
tance of chambers of commerce as users of stationery, 
have just been issued by the secretary of the chamber 
of commerce at Santa Fe, N. M. A review of the 
incoming mail received in 1940 by this representative 
city of about 15,000, will show the magnitude of the 
work handled through such bureaus, and the con- 
sequent use of stationery for the required replies. 

Total number of pieces of first class mail coming 
into the office of the secretary during 1940 was 7,925— 
an increase of fourteen per cent over 1939. Each 
month brought an increase over the same month in 
the previous year. This has been true for several 
years, showing the public awakening to the service 
offered by the business organizations of the various 
cities. During March of 1940, an average of thirty- 
one pieces of first-class mail per day, including Sun- 
days, was brought into the office. This was an all 
time high for any month of any year.—NPS 


ee ee 
SHAWNEE AND A-C FIRMS IN MERGER 

The Shawnee Typewriter Company, owned and oper- 

ated for the past thirteen years by C. E. Momand, and 

the A-C Typewriter Company, owned by C. H. Dens- 

ford since 1936, have been consolidated and incor- 

porated under the name of the Shawnee A-C Type- 
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Industry demands these today more than ever before now that Defense is uppermost. For 








twenty-eight years Monroe has been a dominant factor in cutting the cost of business figures. 
The same engineering skill that created the Monroe Calculator has brought you new and 
unique features in Monroe Listing and Bookkeeping Machines — features that have a real 
meaning where work must flow fast and sure, where strain and fatigue must be avoided, and 
where output must be coupled with economy ... Consult with a Monroe representative; he 
has the advantage of a wide range of high-speed machines for every type of business figuring; 
plus the accumulated experience of an organization that has concentrated on cutting figure 


costs for over a quarter century. Monroe Calculating Machine Company, Inc., Orange, N. J. 





This Monroe Duplex Grand Total Lister is unique in its ability to add or subtract in both 
registers direct from motorized bars, without extra stroke or other separate operations, 
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PRONTO 


STEEL 


X-HAY 
CABINET 


Designed for X-Ray 
films, this large 15 
drawer cabinet can 
also be used for Blue- 
prints, paper samples, 
insurance policies, 
law blanks and other 
large forms. Used by 
opticians for stock 
lenses. Made of heavy 
gauge furniture steel. 
Electrically welded 

Wide High Deep throughout. Drawers 
Outside Cabinet 175%” 52” 20!/,” operate smoothly and 
Inside Drawer ..15'/,” 2%” 18!/.” easily. Olive green 

Send for our catalog. finish. 


PRONTO FILE CORP. 


349 BROADWAY NEW YORK 
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$29° 


No. 1518 








PRONTO STEEL “CHECK” FILES 


Designed for cancelled checks, drafts and deposit tickets. Made 
of a heavy grade furniture steel yet costs only a few cents 
more than corrugated board paper files. Equipped with beautiful 
plated card holder and handle. Olive green baked enamel finish. 
Can be interlocked into solid units and built as high as the 
ceiling. 





INSIDE DIMENSIONS 
9” wide—412” high 
—24” deep 







Price 


$495 


PRONTO FILE 


CORP., 
NEW YORK CITY 











No. 458 
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Letter Size 
Green 








COLE 
_ PORTABLE DESK FILE | 


This new combination letter file and safety personal 
compartment keeps private papers really private. Swivel | 
casters insure utmost portability. Reversible follow 
block permits use on either side of a desk. Privacy 
assured by locks for both compartments. Brushed brass 


handles. 

ee No. 458 No. 459 
SPECIFICATIONS Letter Size Legal Size | 
Height 30 inches 30 inches 

Upper compartment 12x10%,x24 15xl0%ox24 

Lower compartment 12x11x24 15xIIx24 


In Olive Green (smooth or crinkle). 
Grained walnut and grained mahogany finishes, 
$2.50 additional. 
Write for Catalog. | 


COLE STEEL EQUIPMENT CORP. 


349 BROADWAY, NEW YORK, N. Y. 
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COLE STEEL TRANSFER CASE 
A high-grade steel Transfer Case. Can be 
interlocked and stacked to the ceiling. Olive 
green, baked enamel finish, brass plated 
ecard holder and solid steel 
handle. Electrically welded 
throughout. 







No. C112 
LETTER SIZE 
121%” x 10%” 

x 24” 


$300 


COLE 
STEEL 
EQUIPMENT 
CORP. 

349 BROADWAY 
NEW YORK, N. Y. 











PRONTO 
Corrugated Board 


STORAGE FILES 
Made in 35 


Popular Sizes 
Steel Reinforced 
Steel Front 
Write for Catalog 


PRONTO FILE CORP., 
NEW YORK CITY 





Letter Size 
$ 1 79 



















PRONTO 
STEEL 
SORTERS 


A newly designed sorter constructed en- 
tirely of heavy gauge steel, equipped No. 345 
with gliding compartments, name plates 3 compart 


attached. Can be labelled A to Z for 30” —. 13” 
filing purposes. A splendid work or- H. x 12%” D. 


ganizer or main distributor. Also used 
as a sample rack. Olive green baked 


$4 1°9 
enamel finish. Send for catalog. 


PRONTO FILE CORPORATION, NEW YORK CITY 
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writer Company, Inc., at Shawnee, Okla. Méessrs. 
Momand and Densford are president and secretary of 
the corporation respectively. 

The combined firms carry a complete stock of office 
machines but feature products of the Royal Type- 
writer Company in five counties. In announcing the 
combine Mr. Densford said the corporation starts its 
career with no debts outstanding and is incorporated 
for $10,000 with $5000 paid up. 

clita NN ic cin 
NEW ENGLAND TRAVELERS NOTES 


Golfers, take cheer! Only a few more weeks to go 
and the 1941 program will be in full swing. Even 
at this date a busy committee is working on a schedule 
which will be printed and issued to the divot diggers 
within a short time. 

x * * 

Meet six new members: John E. Atwood, Peerless 
Key-Imperial Manufacturing Company; James _ T. 
Hope, Jr., Cooke & Cobb Company; Burton K. Mac- 
Dougall, Defiance Sales Corporation; Russell E. Ragan, 
American Pad & Paper Company; William Ronaldson, 
Esterbrook Pen Company; George C. Wheeler, OFFICE 
APPLIANCES. 

* * x 

It is with deep regret that the club announced the 
death of Mrs. Marion Stevens, wife of F. Russell 
Stevens of The Carter’s Ink Company. 

Frank B. Chaffee, who recently completed forty-six 
years of service with the Springfield News Company, 
Springfield, Mass., is the proud owner of a handsome 
Gladstone bag and a beautiful desk which he acquired 
when he was the guest of honor at a testimonial 
dinner staged by the Springfield company. 

a * * 


Two well-known members of our industry are at 
present dodging March breezes and snows by being 
‘way off in the South where such breezes and snows 
are unknown. They are Mrs. Hazel Adams, R. H. 
Llewellyn Company, Manchester, N. H., who is in 
Florida, and Louis Narcus, Narcus Brothers, Worcester, 
Mass., visiting in the same state. 

* x * 

The club wishes to remind members of the work of 
creating an up-to-date cross-index of the member- 
ship. For this reason you are urged to fill out and 
send in the questionnaire which accompanied the 
March issue of the “News”. 

The above news items were gleaned from the pages 
of the N. E. T. Club News, official house organ of the 
New England Travelers Club. 

_ —- — - 
FINZER INSTALLS ADDRESSING SYSTEM FOR 
CLIENT 

Finzer & Company, Seattle, Wash., has installed in 
the advertising department of Frederick & Nelson an 
Elliott addressing system of direct mail mechanical 
customer control which is one of the finest systems 
in use any place in the United States. 

This equipment automatically analyzes and Selects 
any department or group of departments up to a total 
of ninety classifications, and is synchronized with the 
automatic feeding of envelopes in sizes from postcard 
up to nine by twelve inch envelope. 

The system was planned by E. M. Finzer and J. A. 
Eastman in cooperation with the Frederick & Nelson 
advertising department and was manufactured by the 
Elliott Addressing Machine Company, Cambridge, 
Mass. 

It is stated by the store that in time saved the sys- 
tem, which cost in excess of $4000, will pay for itself 
in one year. As an example of its speed in selection, 
if material is to be mailed to a group of customers 
numbering only a few thousand out of the many 
thousands on the mailing list it takes only as long as 
necessary to feed the cards through the machine to 
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THE BINDING 
EDGE 








Re THERE ISA 
NON-SKID EDGE 
ON EACH COVER 








BOOKS OPEN FLAT 


1 Patented special method of binding 
permits rapid turning of pages without 

SPRING tearing or interference. Books open flat 
BINDING . every page can be used from top to 








bottom. 





ALL BOOKS CONTAIN 80 PAGES 


Patented NON-SKID EDGES keep 

the book upright in any desired 2 
position. NON-SKID Easel Note- 
books don’t creep or collapse. 





NON-SKID 
EDGES 














EYE TINT or WHITE STOCK 


3 Whatever your preference, NON-SKID 
THREE Easel Notebooks provide choice of either 
STANDARD eye tint paper ruled in green—or white 
RULINGS paper ruled in red. Paper suitable for 





either pen or pencil notes. 








SAMPLES ¢ iiia'c interested stationers 


ROCKWELL-BARNES COMPANY 


1515 West 38th Street Chicago 
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Presenting— 
STENCILS 


ISAT YPE 


PATENTS PENDING 





An Exclusive Improve- 
ment in Stencil Duplicating 


SUPERLATIVE COPY 
UNEQUALLED CONVENIENCE 
DISTINCTIVE APPEARANCE 


THE LOWEST STENCIL PROCESSING COST KNOWN 


Completely new in design and entirely revolution- 
ary in principle, the exclusive VISATYPE System 
of stencil mounting establishes a new standard 


for duplicating. 


VISATYPE will effect savings in stencil processing 
that are far in excess of the cost of the stencil. 


VISATYPE has all the features listed below. No 
conventionally mounted blue stencil has even 
one of them: 


e STENCIL IS READY FOR USE just as taken from 
the box. 

e LAYOUT WORK can be done on VISATYPE to 
serve as typing guide. 

e NORMAL DARK ON WHITE TYPING VISIBILITY— 
same as typing letter. 

e ELIMINATES TYPE FILLING AND CHOPPED OUT 
LETTERS without introducing distracting surface 
glare. 

e NO SWOLLEN IMPRESSION ROLLERS OR PLAT- 
ENS. 

e BETTER CORRECTIONS—Almost impossible to 
distinguish from original copy. 

e PERFECT PROOF READING COPY—As easy to 
read as a letter. 

e MANIFOLD WHITE PROOF SHEET can be removed 
still leaving backing. Incorporates proof approval 
provisions. 

@ PROTECTIVE COVES for stencil prevents handling 
damage. 


With VISATYPE you can look to the future without 
apprehension. Its exclusive mounting works 
equally well with any type stencil sheet so that 
VISATYPE will have lasting sales leadership. 


No stencil mounting but VISATYPE can offer such 
ease and convenience, such unsurpassed quality, 
or savings in processing costs that are actually 
in excess of the cost of the stencil. 

. 

VISATYPE is truly the new standard of stencils—the 

stencil of today ... and tomorrow! 
e 


Write for details and samples 


DUPLICATOR PAPER & SUPPLY CO. 


224 N. Desplaines St. Chicago, U. S. A. 
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have their names selected and printed on the en- 
velopes, while all other names have been automatically 
rejected. Formerly this selection had to be done 
laboriously by hand, with the greater risk of mistakes 
and a need for frequent replacement of cards due to 
their wear through handling—BBC 
a ae 
VAN CLEEF TO HEAD COMPTROLLERS’ INSTITUTE 
Douglas Van Cleef, comptroller of L. C. Smith & 
Corona Typewriters, Inc., has been elected president 
of the Syracuse control of the Comptrollers’ Institute 








D. K. VAN CLEEF 


of America. Mr. Van Cleef has been a member of 
the institute since 1932. He is a C. P. A. of New York 
and New Jersey and has been identified with the 
Smith-Corona organization since 1931. 
ec 
NOISE ABATEMENT WEEK SET FOR JUNE 1 TO 7 
National Noise Abatement Week will be observed 
throughout the nation from June 1 to 7, according 
to a publicity release sent out last month by the Na- 
tional Noise Abatement Week Council. Practically 
every industry in the nation has fallen in line with 
the objectives of the council which include the pub- 
licizing of causes and costs of noise and its detri- 
mental effects on health and efficiency. Among those 
of the office equipment industry who are interested 
in the movement are S. H. Ensinger, advertising man- 
ager of Remington Rand Inc. who is advertising com- 
mittee chairman, S. L. Hooper, Remington Rand Inc., 
and C. H. W. Ruprecht, Underwood Elliott Fisher 


Company. 


—<—- 





OLD TOWN’S MIGHTY PROUD OF HER!—The Old Town Rib- 
bon & Carbon Company, Inc. is all-fired proud of Miss Kay 
Woodley, a young lady who took time out from her duties 
with the company to saunter over to the National Business 
Show and snap up a substantial cash prize for wowing the 
assembled visitors by rolling up a speed typing record of 
112 net words per minute in a contest staged by the Interna- 
tional Business Machines Corporation. Miss Woodley is shown 
here receiving her prize check from T. C. Campbell of IBM. 
and Frank E. Sholes, grandson of the inventor of the first 
practical typewriter. 
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Bassick 


OFFICE CHAIR CASTERS 
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AND HERE'S WHY... Bassick 


Diamond Arrow office chair casters are preferred 
because they add new life, new comfort to chairs 
—save wear and tear on floors. Simplified, pat- 
ented two-level ball race design balances strain 
and assures long, efficient, low-cost service which 


your customers want. 


It’s profitable to sell Bassick casters, chair glides 
and floor protection equipment. The Bassick 
line, because of its high quality products and 
great variety of sizes and types, offers the best 
possible opportunity to be of real service to your 
customers. You can build bigger, better business 
with Bassick. Write for catalog and information. 














NoMar Resilient Rubber Shoes 
Stop Desks from Skidding Out *Atlasite’’ Cups for Desk and 
of Place, Protect Floors. 





MADE BY THE WORLD'S LARGEST MANUFACTURER 


e wie 





NoMar Square and Round 


Table Legs. 


NoMar Furniture Rests. Drive- 
on and Socket Types Spread the 
Weight and Protect Floors. 


OF CASTERS AND FLOOR PROTECTION EQUIPMENT 





Rubber Cushion Slides for W ood 
or Metal Furniture. End Noise, 
Slide Easily, Protect Floors. 


THE BASSICK COMPANY - Bridgeport, Connecticut 


Division of the Stewart-Warner Corp., Chicago, Ill. 
Canadian Factory: Stewart-Warner-Alemite Corporation of Canada, Ltd., Belleville, Ontario 
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EXTRA PROFITS WITH 


LIFELONG STEEL CHAIRS 


All business workers like 
to sit in comfort. Make it 
your business to see that 
they sit in EASYREST 
Lifelong Steel. Chairs. 
That's good business! 




















New Features! 








METAL 


GRAND RAPIDS, 


STEELCASE EASYREST Executive Type 
Chairs are the last word—the best word 
in office comfort. They “fit the finest 
office equipment and they “‘fit’’ the most 
exacting requirements. No wonder their 
popularity grows everywhere — every 
day. 
And those STEELCASE EASYREST Pos- 
ture Chairs—they are just what you 
would want yourself if you had to "sit and 
pound a typewriter all day”. They are 








STEELCASE 


Susiness Equipment, 








= . found where business succeeds 





OFFICE FURNITURE 


scientifically designed and built for cor- 
rect sitting posture. There's no ‘afternoon 
drag’ and “four o'clock fatigue” when 
these spine-comfort chairs are used. 
The many exclusive STEELCASE features 
of smooth instant-while-seated-adjustment 
the large deep spring cushioned uphol- 
stered seats, tailored by the finest Grand 
Rapids craftsmen—the attractive appear- 
ance ... all contribute to the one thing 
you want—sales. 





NEW FREE CATALOG! 


Our new chair catalog is just 








off the press. It gives every 
detail of the complete EASY- 
cO.., REST Chair line. Write for a 
copy today ... now! 





MICHIGAN 
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Calendar of Industry 
Activities 
Chronological Arrangement of Major 
Events For Easy Reference 


April 4 and 5. N. S. A. seventh regional meeting, 
Nicollet hotel, Minneapolis, Minn. (Governor) J. S. 
Parrott, Matt Parrott & Sons Company, Waterloo, 
Iowa. 

« » 

April 7 and 8. N. S. A. fifth regional meeting, Neil 
House, Columbus, Ohio. (Governor) E. R. Kochheiser, 
The Charles Ritter Company, 67 North Main street, 
Mansfield, Ohio. 

« » 

April 28 to May 1. National Association of College 

Stores convention, New York City. 


« » 

May 8 and 9. Illinois Booksellers & Stationers Asso- 
ciation convention, Peoria, Ill. (President) Harry D. 
McFarland, McFarland Office Equipment Company, 
Rockford, Il. 

« » 

May 15 and 16. N. S. A. fourth regional meeting, 
Hotel Charlotte, Charlotte, N. C. (Governor) J. L. 
White, The White Company, 14 Twelfth street, Colum- 
bus, Ga. 

« » 

May 21, 22 and 23. Wholesale Stationers Association 
convention, Seneca hotel, Rochester, N. Y. (Secretary) 
H. C. Whittemore, 250 Fifth avenue, New York, N. Y. 


« > 

June 13 and 14. N.S. A. third regional meeting, 
Claridge hotel, Atlantic City, N. J. (Governor) A. W. 
Gill, A. W. Gill & Company, Trenton, N. J. 

« >» 

July 21, 22 and 23. National Typewriter & Office 
Machine Dealers Association convention, Palmer 
House, Chicago. (President) John Loser, Noiseless 
Writing Machine Service Company, 95 Chambers 
street, New York. 

October 5, 6, 7 and 8. National Stationers Associa- 
tion convention, Palmer House, Chicago. (General 
manager) Charles P. Garvin, 740 Investment building, 
Washington, D. C. 

October 6 N.S. A. sixth regional meeting, Palmer 
House, Chicago. (Governor) A. J. Markelz, The Book 
Shop, Joliet, Il. 


- © 
CANADIAN DESK WOOD IS IMPORTED 

Practically all of the wood used in manufacturing 
office desks and furniture in Canada is imported. 
Canadian oak is too tough and fibrous and walnut 
and mahogany are not grown there. These woods are 
now all imported under government license. The only 
Canadian wood used to any extent in office furniture 
is birch. Demand for wooden office furniture has been 
good since the beginning of the war due to new war 
industries being established and the increased money 
in circulation. Many of the older firms find that busi- 
ness has so improved that they can afford to com- 
pletely modernize their antiquated and worn furniture. 


Ge 


“OFFICE MANAGEMENT AS A CAREER” 
“Office Management as a Career” is the title of a 
vocational monograph recently published by the Insti- 
tute for Research, 537 South Dearborn street, Chicago, 
and priced at $1.00 per copy. 
The book is a thorough and painstaking explanation 
of the functions and objectives of an office of a modern 











FOR Puplicating PROFITS 


MASTER COPY-RITE 





Liquid Duplicator 





DESIGNED FOR SIMPLICITY 
BUILT FOR LONG SERVICE 


Copy-Rite’s roller moistening without wicks or pumps 
means simplicity of operation—produces more uniform 
copies, longer runs, and greater economy. A full year of 
field testing has proved that this is the duplicator that 
really satisfies customers. Priced to sell—made to stay 
sold, Copy-Rite can be a profit builder in your line. 


CHECK THESE POINTS OF SUPERIORITY! 


BD Cravity feed—airlock fluid controll. 
m 1 copies delivered FACE UP—one for each turn of 


handle. 

New special Roller Moistening mechanism guarantees 
longer runs of uniform copies. 

Accurate registration insured by time paper stop and 
simple master lock. 

Fool-proof—fluid supply always visible. 


yo fs : 
B® Full page printing—only ;'s" margin required. 


New type positive automatic paper feed handles sizes 
from postcard to 9” x 14” in various weights of stock. 


B® Paper platform accommodates full ream of copy paper. 


Finished in black stain-proof crackle and highly polished 
chromium. 


W LBER Duplicator & Supply Co. 
1203 Cortland St., Chicago 
Cli 
ip AND MAIL TODAY 


Send information on MASTER COPY-RITE and other 
WOLBER LIQUID DUPLICATORS AND SUPPLIES. 
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THE FIREFOE 


TRANOFILE 


TRADEMARK 


THE LOW COST WAY 
TO KEEP ALL RECORDS 
SAFE AND ACCESSIBLE 


Steel reinforced fibre board TRANSFILE FILES 
answer the need for a low cost way to file and 
store all semi-active and inactive records with 
safety and accessibility. 


In the four distinct models and thirteen sizes 
just the right answer for each filing and storing 
situation is found. There is a TRANSFILE FILE 
to suit the needs of your customer. You never 
have to suit your customer's needs to the files. 


TRANSFILE FILES are shipped flat—yet they fold 
together in a jiffy. No tools, screws, nuts or 
bolts are needed. 


In TRANSFILE FILES are most of the advantages 
of your regular office files—roller or ball bear- 
ings—steel front—automatic stop—2 Way In- 
terlock and many other time and labor saving 
features. 


Sell TRANSFILE FILES everyday. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK, N. Y. 


=> 









THE REGULAR 
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business establishment, and the activities of the pres- 
ent-day office manager. Every phase of the business 
office is analyzed, discussed and explained for the 
benefit of the reader in easy-to-understand language 
and in a manner calculated to hold the interest of 
everyone in the business world regardless of his or 
her position. 

Several sub-titles picked at random give a capital 
demonstration of the systematic method by which 
the book covers its subject. Among these are the 
following: 

Types of office organizations, duties of the office 
manager, standardization, office machines and ap- 
pliances, records and reports, a day with the office 
manager of a medium-sized company, attractive and 
unattractive features, personal qualifications, special- 


| ized knowledge, women as office managers, salaries, 


and, how to get started. 
aT eee 


BEEKMAN JOINS STEIN BROS. 

R. E. (Bob) Beekman has recently joined the sales 
staff of the Stein Bros. Manufacturing Company, 231 
South Green street, Chicago, and takes over a terri- 
tory formerly covered by C. A. Ricketts consisting of 














BOB BEEKMAN 


Indiana, Ohio, Michigan, Kentucky and West Virginia. 
Mr. Beekman is well-known in this territory part of 
which he covers for the G. J. Aigner Company, Chicago. 
Mr. Ricketts has returned to Stationers, Inc., in In- 
dianapolis, the firm he was connected with before he 
joined Stein Bros. 
ee eg 
WORRYBIRDS FOR MARKWELL DEALERS 


An unusual novelty in the shape of the well-known 
Lucky Worrybird has been made available to all 
authorized Markwell Manufacturing Company dealers 
merely for the asking. Made out of a pine cone the 
Worrybird sits upon a desk and is popularly supposed 
to absorb all of anyone’s worries wished upon it. 
Dealers desiring one should write to the company at 
200 Hudson street, New York, N. Y. 

_—- 
ROYAL’S “WESTERNERS” OUT FOR RECORD 


During the month of March the entire sales force 
of the Royal Typewriter Company’s western division 
made strenuous efforts to chalk up a sales record in 
celebration of the thirty years of service of District 
Manager C. E. Russ. The thirty years was completed 
last month, half of it being served with the San 
Francisco, Calif., office —SS 

- —>--___ 





BREVICK NOW WITH SANFORD 

Ernest Brevick, for six years connected with The 
Pierce Company, Fargo, N. D., joined the sales organi- 
zation of Sanford Ink Company the first of March. His 
headquarters are in Dallas. He will travel in Texas, 
Arkansas, Louisiana and Oklahoma. Mr. Brevick is not 
a stranger to the South, having had a brief connection 
with The Clegg Company, San Antonio. 




















Here’s The Latest Reason Why It Pays To 


“SELL THE LINE THAT'S BEST ACCEPTED” 


Remington Rand's 


NEW MODEL 
2163-3 


LISTS 5 COLUMNS Cages, 
—TOTALS 6 16, 





Seay 
~/ 
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7 REPLACES 
7 MODEL 7165-3 


With 
There’s Real Profit in Selling The 


2 Big i 
Added Features- wie 


the Coupon NOW! 


RMR so ccrsicssonocacnnsownen 


Remington Rand Inc. 
BUFFALO, NEW YORK 


AND 
SUB -TO TA LS Send me full details of your Dealership Agreement 
AT i a 


Dealers Name 





Street & No. 


‘NO ADDED COST! |. 























128 OFFICE APPLIANCES 













STORIES OF MODERN MERCHANDISING NO. 2 


Wy hy didnt J think 
of this myself ? 


Many a stationer has “saved” 
an off month by putting 4 
dozen Giant Automatics in 
ONE window. It seems unusual 


at first, BUT — 








| uromsne as 518 enue 








— give ita TRY. You can have 
a beautiful window, complete 
with showcards. You find the 
old principle of MASS DIS- 
PLAY is better than ever, be- 
cause — 





The 
GIANT Model 


Popular office and 
home model for pen- 
cils of various sizes, 











—things start to happen! 


> Write for More people come in. Sharpen- 
Catalog ers go up in volume — general 
No. 841 sales increase, too! An Auto- 


matic promotion is a “shot in 


GET THIS SALES GUIDE the arm” during dull months! ! 














1 1 tch 
oe ee > This lenge prin nase geese Automatic CUTTERS, deeply undercut for free flow of 


booklet tells the Automatic Pencil Sharpener shavings — ground to a razor edge —are the secret of 
pencil sharpener leadership thru 34 years! 
story. Shows complete line. Handy for reordering. 


DIVISION OF SPENGLER LOOMIS 
MFG. CO. + CHICAGO, ILLINOIS 


MEiLINK POSTING SAFE DRAWER 


. PROFIT BY 
Mr. Dealer: RECOMMENDING MEILINK’S 


POSTING SAFE DRAWER 











Every office doing mechanical 
bookkeeping needs this efficient 
combination of Posting Tray and 
Safe; not only for the filing of their 
ledger cards but also for protection 
from Fire. 


The Meilink Posting Safe Drawer 
gives constant SMNA Certified 
One Hour Fire Protection at a sub- 
stantial savings and convenience 
over separate trays and safes. 


Meilink Safe Drawers May Also Be 
Divided For Documents and 8x5 Cards 


MEILINK STEEL SAFE COMPANY—TOLEDO, OHIO uc 


NEW YORK 
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SAN ANTONIO NEWS NOTES 

F. C. Hall, San Antonio branch manager for Under- 
wood Elliott Fisher Company, is justly proud of the 
fact that his entire sales staff was awarded member- 
ship in the All-Star Club of the company in apprecia- 
tion of their good sales work during 1940. 

* * * 

A. F. Garza has joined the sales staff of L. C. Smith 
& Corona Typewriters, Inc., his territory being Laredo. 
He is under the supervision of E. P. Haye, branch 
manager of this city. 

* + Of 

Julius Henson, formerly of the service department 
of Remington Rand Inc., at Houston, has been trans- 
ferred to a similar position with the San Antonio 
branch. 

ca * * 

Southern Sales and Service have just been awarded 
what is reported to be the largest shipment of portable 
typewriters received here in some time. The order is 
for 120 Royal portable typewriters, many of which will 
be placed in military camps in or near this city. 

Earl Fetzer has joined this organization as a mem- 
ber of the service department.—BCR 

ee availa, 





COVER OF THE NEW MACEY CATALOGUE WHICH IS 


DESCRIBED ELSEWHERE IN THIS ISSUE. 
plrcmntase Se - eE 


WELTY TAKES NEW QUARTERS 

The William A. Welty Pen Company, located in 
rooms with entrance at No. 603 in the building at 36 
South State street, Chicago, for twenty-three years, 
has taken more advantageous space on the same floor. 
There will be no change in address except from room 
603 to room 620. 

In the new location attractive gray walls serve as 
effective backgrounds for display counters and cus- 
tomers’ space. Recessed panels, cove lighted, provide 
special means of emphasizing feature exhibits. The 
sales room, the office and the shop are in separate 
units. A side entrance gives access to the shop with- 
out going through the sales area. Additional shop 
space is available for anticipated further expansion. 

The Welty enterprise has been in existence since 
January, 1904. It was started in Waterloo, Ia., thirty- 
six years ago. In 1918 the business was moved to 
Chicago, to occupy the quarters just vacated. During 
the years the company has built a fine reputation 
as manufacturer of Welty’s fountain pens, pencils, 
desk sets and “Glastylo” pens. Another important 
activity has been the repair of all makes of fountain 
pens for over 7,000 dealers in every one of the United 
States. 

The Weltys, father and son, take pride in the com- 
pany’s record of repair service, which ranges from 
six to forty-eight hours, depending upon the exten- 
siveness of the repair and the distance of the dealer 
from Chicago. That such service meets with approval 
is evidenced by an increase in business in 1940 over 
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Ware 





Selective Service 


means Enlisting 


AMES SERVICE 


for your requirements on Typewriter and 
Adding Machine Platens—Parts—Tools— 
Equipment—Ribbons—Carbons—Refinish- Ff 

ing—Nickel Plating and Supplies 





NOTE: Have you taken advantage of the unusual 


sales help offered dealers in the February issue? 


Ames Supply Company 


564 W. Randolph St., Chicago 











37 Murray St., 583 Market St., 

New York — San Francisco 

206 Lane St., PRINCIPAL CITIES 11 Pryor St., 
Dallas Atlanta 














National Brief Cases 


Bring 
Dealer 
Profit 

and 


Customer 


Satisfaction 





Stationery dealers like the National Line be- 
cause it supplies every type of case their 
customers want at prices they like to pay. 
Build year-round traffic and increasing volume 
on the proved customer satisfaction of the 
established National Line. 


National Brief Case Mfg. Co. 
512 S. Peoria St., Chicago 
10 E. 34th St., New York 

1709 W. 8th St., Los Angeles 
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SEE 
STANDARD FIRST 


We take this opportunity to thank our dealer 
friends for their continued enthusiastic response 
to our items. Our aim is to co-operate by sell- 
ing Quality merchandise. 
NEW FEATURES OF SUPERIORITY 
“NEW MARVEL” Utlity Stand 





“STANDARD’ ZB 

Super Stand rr —y | 
| for | pts oO i 
Se arcaca 7 | 
3 Hi | || 
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FLUORESCENT 
Desk Lamp 


J nique and fm 
truction. It suggests Ne 
n Appearance and 


FLUORESCENT Goose Neck Lamp 
At the request of many dealers we ars 


anyvwt ‘ *mnat tad § the 
| I \ 


"WRITE TODAY FOR DETAILS AND PRICES! 
STANDARD OFFICE PRODUCTS CO. f 


330 S. Wells St., + Chicago, Illinois 











Like a FLASH! 
Ready to Print in 5 Seconts! 


REX-O-GRAPH 
Model SA 
Fluid Duplicator 


Only $89 


f.o.b. Milwaukee 
(Other models from 
$27.50 to $250.00) 





"5-SECOND & 

STARTING" is 

only ONE of many new features that help you SELL REX-O- 
GRAPH Duplicators. Here are others: 100% Roller Mois- 
tener—saves fluid, time, makes better copies. No Wicks 
to wait for or Pump parts to service . . . No Evaporation— 
fluid drains instantly by tilting bottle . . . New lightning 
self-centering device . . . Accurate FAST printing—to 75 
or more per minute. Only !/g” Stripping margin required. 
Modern design, durable finish. 


Write TODAY for bulletins and prices on the complete 
line of REX-O-GRAPH Fluid Duplicators and Gelatin Dupli- 
cating Equipment and supplies! 











REX-O-graph, Inc. 


3727 North Palmer Street, Milwaukee, Wisconsin 
Cable Address: REXO, Milwaukee 
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1933 of 368 per cent. And January and February of 
1941 show a fifty per cent higher figure than the 


corresponding months of 1940. 
<< 





STEPPING UP OLD TOWN’S NEW YORK DELIVERY.—Shown 
here is one of the new GMC two-ton trucks which the Old 
Town Ribbon & Carbon Company, Inc., Brooklyn, has recently 
added to its metropolitan New York delivery organization. The 
firm reports that growing acceptance of its products has neces- 


sitated an increase and speeding up of its facilities. 
—_>- 


FIRE WIPES OUT GEISER STOCK 

The entire stock and fixtures of the Geiser Office 
Furniture Company, 168 West Lake street, Chicago, 
were complete losses when a fire last month swept the 
five-story building in which the firm was housed. 

Described by firemen as the worst conflagration in 
the Loop area in ten years, the fire was discovered in 
the morning, shortly before the rush hour of down- 
town workers began. All available fire-fighting ap- 
paratus including Chicago’s fireboats was rushed to 
the scene but the firemen’s efforts were severely ham- 
pered by ice which formed as fast as the hose lines 
threw water into the building. 

Because the fire-fighters were obliged to use the 
Elevated lines track for their equipment current of 
the overhead structure was shut off, resulting in com- 
pletely tying up North side “L” traffic for several 
hours. 

At the time of going to press no report of the total 


damage to the Geiser organization was available. 
*—- — 


ARE YOU PROTECTED IN CASE OF 
FEATURING VICTOR SAFE PRODUCTS.—This window dis- 
play of the Washington, D. C., store of Charles G. Stott & 
Company, was the work of “Hap” Bosworth who conceived 
the arrangement and then translated his idea into flaming 
action. Victor Fire Master insulated files, a Victor certified 
safe and several Victor treasure chests were used to form 
the basis of the display. Cut-out pieces were flame red and 
simulated fire and even the price numbers were flaming 
brands while several small “sparks’’ decorated the floor. Mr. 
Bosworth also made excellent use of Victor illustrated litera- 
ture to put the finishing touches to his “fire” window. 
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IMPERIAL DEALERS—IN ALL PARTS OF THE UNITED STATES— ARE SUPPLYING 


DESKS FOR DEFENSE! 


ALL over America—in every state of the cash in on this new demand for low-priced Find out—now—how the Imperial line 
Union—industry is expanding rapidly to desks. Because Imperial dealers are able can help you get a bigger share of defense 
meet the needs of the National Defense to supply desks that are not only low- expenditures. Write today for your copy 
Program. priced—but also solidly constructed for of the Imperial catalog and complete in- 
This swift upturn in industrial production reliable service on the toughest jobs. formation about this fast-selling line. 
means more desk-work—and more desks! 
Imperial dealers have been among the 
first office furniture dealers to 









A FAVORITE WITH 
DEFENSE INDUSTRIES 


Imperial’s famous No. 100-M 
Series has been an outstand- 
ing favorite with companies 
that have enlarged their of- 
fice facilities for defense 
production. 

This serviceable, substan- 
tial series offers maximum 
value—at minimum cost. It 
is as soundly constructed as 
the finest office furniture 
with moulded tops and 
rounded corners. 

This low-priced series in- 
cludes 4 flat a desks, 5 
tables and typewriter 
desks. Available in Golden 
Oak, Walnut or Mahogany 
finishes. 


IMPERIAL DESK CO. EVANSVILLE, IND. 





No. 161-M Flat Top Desk 
60” x 32” x 30%” high 






































There is an Acme Visible System for every require- 
ment... that will help your customers keep and USE 
their records with less effort, in less time, at less cost. 


Ask for Booklet No. 54. The purpose of this Book- 
let is to give you a bird’s-eye-view of principal types 
of Acme Visible Card and Visible Listing equipment: 


1. Visible Card Books 

. Acme Tray Cabinets 

. Visibie Pocket Equipment 

Insite Offset Equipment 

. Super-Visible Card Files 

. Flexoline Visible Listing Equipment 


AubAWN 


Each line is fully described and illustrated in sep- 
arate catalogs which we will also be glad to send 
to you. 

Ask for Acme’s simplified dealer plan. 






ACME VISIBLE RECORDS Inc. 
122 S. Michigan Ave. Chicago. iil. 
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AUTOMOBILE 
COMFORT 


IN YOUR 


OFFICE CHAIR 


Unmatched comfort will be found in chairs equipped 
with rubber cushioned irons. These cushions are not 
merely substitutes for springs, but are shock ab- 
sorbers on which the weight of the occupant in any 
position is evenly distributed. The ball bearing 
swivel is a feature of this fixture and together they 
provide the utmost in comfort. 
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BALANCED ACTI 
CHAIR IRONS 
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A COMPLETE LINE OF OFFICE 

POSTURE AND STOOL IRONS 

EQUIPPED WITH EITHER RUB- 
BER OR STEEL SPRINGS. 








CATALOGUE ON REQUEST 


Og) , oe Keyworth Co. 


Gardner, Mass., U. S. A. 








THE Complete LINE IS THE 
STRAIGHT LINE TO Profits 


Study This List—It Means More Business—Repeat Business—To You 








CLEANGRIP 
CARBON PAPER 


Its distinctive appearance catches the eye. 

Its efficiency, cleanliness, long wear and RESISTANCE 
TO CURL make it the carbon paper preferred by busy 
users. 

Cleangrip combines all the desirable features of good 
carbon papers plus the highly important special features 
possessed by no others. 

It is profitable to the dealer as it brings new busines: 
and holds it against competition. 

DEALERS: Don’t overlook this business getter. Write 
for samples and prices. 








CARBON 

PAPERS 
Cleangrip 
Whitedge 
Clean Pull 
Cameo 
American 


Reliance 


Carbons in all 
weights and 
finishes 








CARBON 
ROLLS 
Tailor’s Marking 
Photo Offset 


Billing Rolls for Elliott- 


Fisher Machines 

Billing Rolls for 
Burroughs Posting 
Machines 

Register Rolls 

Tally Rolls 

Teletype Carbonized 

olls 

Rolls for Elliott- 
Addressing Machines 

Special Rolls 





INKED 
RIBBONS 


Stormtex Silk 
Stormtex Cotton 
Cameo 

American 

Reliance 

Ribbons for Address- 
ograph-Multigraph 
Speedaumat 


Dupligraph, etc., etc. 








H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
BROOKLYN, N. Y. 


561 GRAND AVE. 
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BATES LAUNCHES NATIONAL ADVERTISING PLAN 


The Bates Manufacturing Company, 30 Vesey street, 
New York, N. Y., on March 22 opened a national adver- 
tising campaign on Bétes staplers with The Saturday 
Evening Post as its medium. Of a semi-humorous 
nature, yet each carrying an important sales message 
to the consumer, the series of advertisements have 
been written and illustrated by Don Herold, the fa- 
mous cartoonist who tells a catchy, readable and 
powerful sales story with a smile. Both Bates stapler 
models—the B and D will be prominently displayed in 
each issue aS a means of aiding the dealer get the 
additional business made available by the campaign. 

<-> 
NIELSEN’S IN NEW LOCATION 

Nielsen’s Office Supply Company, Port Arthur, Tex., 
has moved into its newly constructed quarters at 530 
Fifth street. The former location was 425 Austin 
avenue. 

Nielsen’s has been in business in Port Arthur for 
thirty years. Their new location is closer to the city’s 


NIELSEN S 





FRONT OF THE NEWLY CONSTRUCTED NIELSEN STORE 


business center and the new Store gives added window 
display space, as well as more commodious quarters 
for their stock. The firm added several new lines, in- 
cluding metal filing cabinets, at the time of the move 
into new home. 

N. M. Nielsen is the proprietor. He is assisted by 
his daughter, Agnes, who serves as clerk and by his 
son, Elmer, who has charge of machine sales and 
manages the repair and service department.—ADR 


<i? 





PUTTING ON A BOLD FRONT!—That is exactly what the Klipto 
Company, Mason City, Iowa, did recently when it moved into 
this handsome two-story building in the downtown district. 
Large lettering in the front advertises the fact that the com- 
pany sells office supplies and does printing and binding while 
an extra-large sign on the top of the structure bearing the 
words “Office Supplies” can be seen for several blocks.—NPS 
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CHAIRS 
f 


For Comfort . . For Health . . For 
Efticiency 


EASY e@ QUICK e POSITIVE 
ADJUSTMENTS 


POSTURE 










“A Model for Every 
Need” 







No. 505 with 
VENTILATED SEAT 


EASY TO SELL "AND EASY TO DEMONSTRATE 


Sold Exclusively Through Dealers. 
Write today for complete catalog. 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 



































JACKSON 





For Better Grasp 
of Executive Detail 


Service of the office equipment dealer to American Busi- 
ness becomes more and more important as executive 
thought and action must become more dynamic—more 
responsive to national trends and essentials, 

JACKSON DESKS are built of quality materials, 
smartly designed and handsomely finished. Convenient, 
ample file space is provided for the facts the executive 
has to have to guide his decisions and push ahead his 
activities. And the cost is most moderate! 

The JACKSON Chippendale illustrated above is avail- 
able in walnut or mahogany in three sizes: 72 by 38, 
66 by 36 and 60 by 36—1ables. phone stand, cabinet, waste 
basket and costumer to match. For pictures and details 
of nine other effective JACKSON designs, see our catalog. 


Jasper Office Furniture Co. 


JASPER, INDIANA 
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| lucrws0 nt. Liahti 


For All OFFICE MACHINES / 





TRU-LITE offers dealers an opportunity to equip present cus- 
tomers office machines with efficient lighting. Scientifically di- 
rected light rays (away from the eyes) gives perfect light on 
any kind of office machine. 

Brackets available to properly fit all kinds of business machines. 
Many features such as Plastic Head--Scientifically Directed 
Light Rays-—Statuary Bronze Finish—_24” Arm Extension—Head 
Adjustable to any Position, etc. 


Write now for descriptive folder and dealers discount. 
List $18.50 Floor stand Model $25 


The Jrau-Lite Company 


542 S. Dearborn St., Chicago, III. 











/ IT COSTS 
NO MORE TO 
OWN AND ENJOY 
THE BEST IN 
SEATING 


Write for catalog 
of complete line. 


NORCOR MANUFACTURING CO. GREEN BAY . WISCONSIN 








OFFICE APPLIANCES 


LADEN BECOMES ASSISTANT TO REMINGTON 
GENERAL MANAGER 

T. J. Laden, for the past thirty-two years associated 
with Remington Rand Inc., Buffalo, N. Y., last month 
was appointed assistant to the general manager of the 
adding-bookkeeping machines division. He will be in 
charge of sales personnel and education. 

During his years with Remington, Mr. Laden gained 
a wealth of experience in the domestic and in the 
foreign field. He will continue to be responsible for 
field sales personnel and coordination of all sales 
training activities, a job for which he is particularly 


equipped. 
—><-—___- 
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ROYAL’S ROYAL SINGERS.—This choral club is composed 
entirely of employees of the Royal Typewriter Company and 
it is making musical history wherever it goes. Recently the 
group of 150 voices was heard over a broadcast, the seventh 
of a series sponsored by the Manufacturers’ Association of 
Hartford County, Conn. The club has won several trophies 
in competition. 
o— ee 
“FRISCO” GETS CHINESE TYPEWRITER STORE 

What is believed to be one of the few Chinese type- 
writer stores in the United States has been opened 
recently at 621 Kearney street, San Francisco, on 
the edge of the Bay City’s famous Chinatown. It is 
operated by Benny Lee and specializes in serving the 
merchandising and office establishments of the Chi- 
nese quarter. 

Benny Lee is an American citizen of Chinese ances- 
try and a native of Honolulu, but even with that useful 
background found himself in difficulties when he 
decided to go into business. Highly educated, he still 
did not know the Cantonese type of Chinese language 
which is the version preferred and used whenever 
possible by the San Francisco Chinese. 

So he promptly went to work and learned it with 
the result that his store is now thoroughly established 
and completely stocked with products and there is a 
complete absence of anything but American machines. 


SS 
ta 2 


VAN ALSTYNE MAIL GOES ASTRAY 

In the March issue “New Machines & Devices” sec- 
tion appeared a story concerning a new copyholder 
announced by Miss Bonnie E. Van Alstyne who reports 
that due to similarity in names with another resident 
of San Francisco some of her mail has gone astray. 
Miss Van Alstyne requests that readers of this journal 
interested in communicating with her regarding the 
copyholder address their correspondence as follows: 
Miss Bonnie E. Van Alstyne, 429 Federal Office Build- 
ing, San Francisco, Calif. 

8 
FIRE WARNINGS SELL INSULATED FILES 

The Swan Printing & Stationery Company, Inc., 45 
Swan street, Buffalo, N. Y., has recently completed 
a survey on the average businessman’s Knowledge of 
protection afforded his records in case of fire, and in 
so doing uncovered a new and profitable source of 
revenue and sales. 

First the firm, through a system of inquiries, ascer- 
tained that only a small percentage of business owners 
have adequate knowledge of what actually constitutes 
fire protection or what type of equipment can offer 
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Fruehauf Trailer Co. of Detroit employed Walter J. Duncan 
to design and plan their beautiful office layout using 
Leopold Furniture built by craftsmen at Burlington, lowa 














FOUNT-O-INK “iting 
Build Up Volume Profits 


FULL LINE e POPULAR PRICES 
DEPENDABLE MERCHANDISE 


ORIGINAL 


WRITING SET 


With the “‘Up-side-down” Bottle of Ink. Hydrostatic Ink 
Control Capillary Filling Pen. 











No. 22-AOBR 
Disappointing | mitations Jeopardize Your Trade 
POUNTOINE .... 
Pits Set) SEND THIS COUPON TODAY. 
Te, GREGORY FOUNT-O-INK CO., LOS ANGELES, CALIFORNIA 


Gentlemen: We are interested in selling Fount-O-Ink Writing Sets and 
supplies. Send us full information and tell us about your new display 


Fou Scent mire 
Mu, AQ 
rout “ na sk: : , and special deal. 
a a, 
. . re 
a . p ve Firm Name 
: pe tot ie , ANG . 
‘ a Title 


Street 


NEW DISPLAY »% SPECIAL DEAL Ciny State 
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TRADE MARK REG'D. 


“THE OFFICE MACHINE TABLES 


New demands for modern office furnishings and 
enlarged offices in many industries gives you the 
opportunity of a lifetime to sell this 
quality table for typewriters, add- 
ing machines, duplicators, calcula- 
tors and other office devices. : 





Look over the many 
exclusive features on this VENUS 
Table, outstanding of which is 
the “turret-top” which provides 
a protective cover over the ma- 
chine and when lowered forms a 
substantial and steady extension 
to the table. 


Here is your opportunity to sell 
real quality merchandise at a 
handsome profit—get in on the ground floor— 
send for complete details, prices and dealers’ 
@ discount TODAY'!! 






PAT APPLO FOR 


SA, ME RAS TSWEN 4680-095. srete'SeCrNCAbe 11. 








THE NEWEST “WOBBLE BLOCK’ 


Built to Help America “Speed Up” 


Faster, Neater and Easier Filing is 


made possible by this newest device. 


Contents of drawers are held loosely 


erect with perfect guide card visibility. 


No follower to release. No tugging at 


or tearing of papers or guides. 





PEGCREESS STEEL EQUIPMENT CO. 


Unruh and Hasbrook Sts. 
PHILADELPHIA, PA. 
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them the greatest security in case of a major con- 
flagration. 

With this knowledge the company then began an 
educational campaign by creating several store and 
window displays of the Victor “Fire Master” insulated 
file. Following this, the firm devoted one issue of its 
monthly house organ, “Swan-A-Gram,” to the insu- 
lated file, accompanied by illustrations and text to tell 
the story of the protection offered. 





TO REPRESENT OLD TOWN IN CHICAGO.—F. D. Woolverton, 
for a considerable time associated with Horder’s, Inc., has re- 
cently joined the Chicago sales staff of the Old Town Ribbon 
& Carbon Company, Inc., Brooklyn, N. Y. Mr. Woolverton, who 
will work out of the Chicago office which is under the man- 
agement of P. H. Braham, is well-known to the stationery and 
office supply industry throughout the Middle West, where 
many of his old friends will be glad to hear of his new con- 
nection. 
—-? 
FIELD COMPANY BOWLERS REACH LEAGUE TOP 
The bowling team of the Field Stationery Company, 
Tulsa, Okla., staged an amazing climb in local com- 
petition recently when it came up from the cellar to 
reach the top of the Mercantile league by winning 
twenty-one victories out of twenty-four games. The 
team’s latest triumph—registered last month—came 
when it trimmed the Sears-Roebuck bowlers. 
—-<-  — 


DILLARD TO HANDLE BROWN’S “FORWARD BOND” 
The Dillard Paper Company, Charlotte and Greens- 
boro, N. C., and Greenville, S. C., last month was 
appointed an agent for Forward Bond, a new, 100 
percent rag bond recently introduced by the L. L. 
Brown Paper Company, Adams, Mass. The Dillard 
organization will carry representative stocks with en- 
velopes to match in all three divisions. 
2 


DEMENT HOME FROM LATIN AMERICA TRIP 
John F. Dement, export manager of the Dictaphone 
Corporation, is back at his desk following a six-week 
trip to Latin-America where he visited Dictaphone 
distributors in Havana, Cuba, Panama, Colombia, 
Venezuela and Puerto Rico. He traveled by the Pan 
American Clipper plane. 
aa . 
CHARGE AGAINST INTERSTATE RIBBON 
DISMISSED 
The Federal Trade Commission last month dismissed 
without prejudice a complaint charging the Interstate 
Ribbon & Carbon Corporation, East Cleveland, Ohio. 
with the dissemination of misrepresentations in the 
sale of typewriter ribbons and carbon papers. 
—~<—- 


HORNE ORDERED TO MILITARY SERVICE 
W. A. Horne, Jr., treasurer of the Horne Desk & Fix- 
ture Company, Atlanta, Ga., last month was ordered 
to military service with his unit, the Anti-Tank bat- 
tery, second battalion, 179 Field Artillery. Mr. Horne, 


who carries the rank of captain, will do duty with his 
organization at Camp Blanding, Fla. 














' SGuientandanat 


Beautiful ''Princess'’ Postal Scale 
in Plastic. 
Reduced in Price! 


The "Princess" Postal Scale is 
produced in four attractive fin- 
ishes—VARIEGATED MARBLE— 
MOTHER OF PEARL—CIRCAS- 
SIAN WALNUT—EBONY 
ONYX. The illustration shows the 
Variegated Marble finish. The 
dial is etched on frosted brass. 
Very distinct and permanent. 





“PRINCESS” 


Simply place the letter on the plat- 
form, read the dial and affix the 
postage. The dial tells the cost in 

- cents on all 
mail matter, 
including 
rates by zones. 







“STANDARD” 


Two sizes—2 Ibs. Adjustable 
& 4 Ibs. Beam 








A Pelouze Postal Scale for Every Purpose 
AT LEADING DEALERS WRITE FOR CATALOGUE 


PELOUZE MFG. CO.  Ghicacd."? iil 

















larger market centers. Take full 
advantage of this ‘tide in the 
affairs of men” by displaying 
BRIGHT Leather Upholstered 
Chairs and settees in an attrac- 


tive setting. 


The BRIGHT catalog affords 
a selection to suit most of your 
trade. 
will gladly offer suggestions for 


Our custom designers 


the executive in search of an 
exclusive creation or a suite to 
especial 


harmonize in 


some 
architectural setting. 


Upholstered 
Office 

Furniture 
RIGHT NOW is the time to 
emphasize executive office 
furniture! Reports from recent 
trade exhibits indicate a great 
buying urge building up in the 


BRIGHT CHAIR CO. 


INCORPORATED 


127-133 Bleecker St. New York, N. Y. 
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THANKS TO YOU 
VAN DYKE moves to 


New Larger Quarters 
21st and ROCKWELL STS. 
CHICAGO, ILL. 


To Us—this move means ample breathing 
space, increased factory facilities, enlarged 
experimental laboratory—in short, everything 
with which to carry on the VAN DYKE tradition 
of leadership in the fluorescent field. 


To You—Van Dyke plant expansion means 
more fluorescent sales—bigger fluorescent prof- 
its. To those dealers who have shared in the 
growth of Van Dyke fluorescent and to those 
dealers who would reap the maximum benefits 
from fluorescent, we sincerely pledge increased 
sales cooperation in presenting your commu- 
nity with the ultimate in fluorescent value. 


IN OUR NEW HOME AFTER MAY 1 


America’s Outstanding Manufacturer of Fluorescent Lights. 
Wire or Write for Catalog. 








VAN DYKE INDUSTRIES 


2857 South Halsted St. Chicago, Illinois 
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STAINLESS STEEL FILE SIGNALS 


SB nc 
attra 


ai, THEY te 
"ENCOMPASS . 
EVERY FILING NEED! a 


Made of thin-gauge 
stainless spring _ steel, 
highly polished. Remain 
clean and bright under 
dampest conditions. In- 
genious, patent-protected 
features make them 
easy to attach or move 
about; yet they always 


YY 

p 

— stay put. In 12 non- 
\ chipping, enamel col- 

eceeaill 























ors. Cards of samples 
on request. 
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THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN 


“ONE HUNDRED PERCENT DEALER PROTECTION” 





OFFICE APPLIANCES 


GLOBE-WERNICKE TO FURNISH WRIGHT AERO. 
CORP. 

Practically all of the office equipment required by the 
mammoth new plant of the Wright Aeronautical Cor- 
poration in Cincinnati will be supplied by The Globe- 
Wernicke Co., according to an announcement by J. S. 
Sprott, president of the latter concern. 

It is understood this is one of the largest orders for 
office equipment that has been placed anywhere since 
the defense program was started. It covers approxi- 
mately forty carloads of the most improved types of 
steel desks, chairs, filing cabinets, bookcases, wardrobes, 
and miscellaneous office accessories. More than 1000 
modern steel desks and nearly 1500 steel office chairs 
are included in the order. 





CONTAINER HOLDS MORE AIRMAIL LABELS.—The Handy 

Roll Company, Oakland, Calif., has recently announced that 

its No. 130 metal container now contains 150 airmail labels 

instead of 100 as formerly. The device furnishes a useful and 

convenient method of keeping airmail labels immediately on 
hand and ready for use at an instant’s notice. 


——————— > —____ 


SCHOOL “INTRODUCES” MISS SHOLES 

A special edition of the Elizabethton, Tenn., news- 
paper, sponsored by the chamber of commerce and 
showing “firsts” in America, brought out many inter- 
esting advertisements. Foremost among them was the 
advertisement of the Elizabethton School of Business. 

This ad showed a photograph of the first typewriter 
and Miss Sholes, daughter of the inventor of the first 
practical machine. Part of the ad read: 

“The First Typist and Her Stream'ined Word Machine 

“Introducing Miss Sholes. 

“Before the typewriter was invented, few women 
were employed in the business office. Refined, edu- 
cated women had to earn a living by teaching school, 
clerking in a dry goods store or acting as librarian. 
Older women operated boarding houses. Now thou- 
sands of women work in office positions that were 
unknown. Then the typewriter appeared. It was the 
forerunner of many other office machines. 

“The daughter of Christopher Latham Sholes, the 
inventor of the first practical typewriter, was the 
first typist to be regularly employed in an office.” 

A description of the modern training offered by the 
Elizabethton School of Business completes the ad.— 
NPS 


—>-—__—— 


CHICAGO TAKES BOW AS FURNITURE LEADER 

That Chicago is a definite leader in the manufacture 
of certain types of furniture, including the kind known 
as commercial, was the statement which appeared in 
an article in “Commerce,” official organ of the Chicago 
Furniture Manufacturers Association, recently. 

Those who pictured the Windy City as solely a meat 
packing and railroad center will be surprised to learn 
that, according to the article, Chicago has for several 
years been first among the world’s furniture manu- 
facturing cities when judged by volume of employ- 
ment. Figures given by the association show that 
during 1940 there was a total of 20,000 persons em- 
ployed in the furniture industry in 150 factories 
engaged in interstate commerce and about 400 smaller 
establishments. 

In the same year, the article concludes, members of 
the local association in Chicago produced 62,772 desks 
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§ imple one hand operation. 
IE t has Automatic Expansion. 

Moroney making features. 

P iced right. 


Largest capacity—least amount of space taken 
up by construction. 


Irresistible sales appeal. 


ts ompression. 


IT + has Brushed Aluminum Bed prevents sheet slip- 
ping. 


T wo Lines—Single depth, Double depth. 
Y our sales opportunity. 


AUTOMATIC FILE & INDEX CO. 


629 W. WASHINGTON BLVD. DEPT. A-72 CHICAGO, ILL. 











ONL 


Its advantages are obvious to a customer instant- 
ly. . . . Easiest-to-get-at for split-second loading 

. or for flicking out a non-feeding staple... . 
Common-sense, foolproof mechanism throughout 
explains why SWINGLINE sales are easiest to 
make and why SWINGLINE reorders are the 
surest thing in the office supply business. 





FOUR PLIER and DESK models 


at $3.50 and $4.50 (all can be adjusted instantly for 
Tacking . . . all use standard, economically-priced 
staples). 





*Don’t overlook the wide market for TOT Desk 
Model at $1.50 and TOT Vest Pocket Hand 
Plier at $1.75 (loading 125 TOT staples). 


SPEED PRODUCTS COMPANY 


37-18 Northern Blvd. Long Island City, N. Y. 
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Your Customers 
are 


“POSTURE 
CONSCIOUS’ 


—_--- 


Here's A Sales 
Opportunity 





No. 8214 


High Point’s 8214 posture chair will fill the 
need for a popular priced and efficiently oper- 
ating posture chair. It’s durable construction 
comfort features will make 


ee il . oe 
and “built-in 


profitable sales for you. Write for prices. 


HIGH POINT BENDING & CHAIR CO. 
Siler City, North Carolina 





OFFICE APPLIANCES 





THE NEW 


RAND MSNALLY 
1941 WORLD ATLAS 





WITH NEW OFFICIAL CENSUS FIGURES 


The popular Premier Edition is first off the press of the new 1941 
Rand McNally World Atlases. It's up to date, complete with new 
official census figures. . . 112 new full-page maps in 4 colors... war 
maps! And here's a great sales feature: a certificate which entitles every 
owner, for only 25¢, to a Final Supplement with revised world maps 
after peace is restored. It's an exceptional value for those who want 
authoritative maps and statistical data. Popularly priced at only $4.50. 

New Editions of Other RAND McNALLY ATLASES 

will come from our presses in the following order: 

lL. Premier Epir1on—$4.50 

2. Reapy Rererence Epition—$1.00 3. Stranparp Epirion—$}3.00 
4. Reapers’ Epirron—$2.00 5. INTERNATIONAL EprTI0N 
(Crorn Binpinc }—$7.50; (Fasrixorw Binpinc )}—$8.50. 
Place your order now for all editions! Be assured of earliest 
bosstble delivery. Counter displays with each shipment. 


RAND MCNALLY & COMPANY 


536 S. Clark St., Chicago, Ilinois 111 Eighth Ave., New York 
125 E. Sixth St., Los Angeies 559 Mission St., San Francisco 











FOR PROFITS... 









e Dealers from coast to coast 
are making more profits sug- 


gesting FAIR COSTUMERS. 


Get in step with the FAIR line 
to get your share of the extra 


spring season profits. 


Write for catalogue and price 


list today. 





FAIR FURNITURE CO. 
215 CHESTNUT ST. @ NEWARK, N. J. 











50 Foot Candles of 
CONTROLLED DAYLIGHT! 


c 





No. 1005 Double swing, fully adjustable Clemp-on model Available in four 
quality finishes—Corduroy Brown Wrinkle Metaliescent Gray. Old English 
Bronze Plate and brushed Cadmium Silver List $14.50 to $17.75 


MIDCO the Perfectlite fluorescent lamp illustrated above brings 
50 foot candles of cool, soft, diffused daylight to the working 
area of the executive or his employee's desk! 


According to the Illuminating Engineering Society and other 
lighting authorities, we need and should have an average of 
50 foot candles of good quality light for ordinary office work. 


Are you selling ‘better light’’—-or just fixtures? Think this 
over and then write us for information that will explain why 
MIDCO the Perfectlite line of portable fluorescent lamps has 
been endorsed and adopted by the leading companies in the 
lighting world! 


MIDWEST NATURLITE CO. 


440 N. Wells St. Chicago, Ill. 
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and office chairs as well as a substantial number of 
bookcases and kindred numbers. 


— 


“ANCIENT” DISPLAY MOVES PHONE BOOK COVERS 


Telephone book covers, list finders, and many related 
office supplies showed a decided pick-up in sales when 
Smith Bros., stationers, 480 Thirteenth street, Oakland, 
Calif., in cooperation with the local telephone com- 
pany, arranged an old-time window displaying tele- 
phones, old telephone directories used thirty-five years 
ago, and other material. 

A tie-in was effected by Smith Bros. by opening the 
old directories to the page on which they were listed, 
running a narrow tape from the listing in the book to 
cards attached to the window glass. The cards iden- 
tified the years, showing the many years the company 
had served customers. To offset the old ‘phone num- 
bers, several modern dial instruments, each showing 
the present number used by the company, were cen- 
tered in the display. 

“The attractive leather covers for ‘phone books, dis- 
played without the instruments and the directories, 
would not have created any appreciable interest,” de- 
clared H. G. Best, manager of the store, “but the 
ancient metal phones of odd size and shape, and the 
yellowed pages of the directories provided stopping 
power, so essential to a successful window display.”’— 
BART 
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GOOD FACTORY—GOOD PRODUCTS.—Shown here is the 
Green Bay, Wis., plant of the Automatic File & Index Company, 
Chicago, with a large shipment of files completed and ready 
for delivery in Chicago. With an abundance of daylight and 
the best possible sanitary and modern facilities the factory 
is an institution which proves the point that good surroundings 
make for good workmanship in manufacturing and assembly. 


—-? 
OFFICE EQUIPMENT HOUSE CHASES GLOOM 


Providing a bit of inspiration for each new day, the 
Bank and Office Equipment Company of Seattle, Wash., 
with a street floor filled with all manner of new 
streamlined office furniture and accessories of modern 
business, chases gloom away from its sector on Third 
avenue. 

Following the line of that great evangelist, the late 
Billy Sunday, whose famous song was “Brighten The 
Corner Where You Are,” the office equipment setup 
provides a goal to shoot at with each new day. Folks 
are given cheer, and mental nourishment, as they 
pass the entrance to the office supply firm. 

There is a sense of uplift in every lilting line. Folks 
on the stony highway of life are given a lift which 
is like taking part of the burden off. And it costs the 
office supply firm nothing. Large cards on which the 
words of various epigrams are simply lettered wield a 
power with their impelling thoughts. They are pellets 
that penetrate pedestrians who pass by. 

“There is no use burying the hatchet,” one card re- 
cently observed for all who pass to read, “unless every- 
one concerned forgets where it was buried.” 

Leaping to life are little calendar lines or mottoes, 
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Now ‘Ready... 


SLOANE’S 
NEW MODERN 
SUITE 














OUR NEW MODERN EXECUTIVE suite has just been 


completed. It is all Sloane-made. It has Permo-Weld 
panels. It has the same authentic designing, efficient 
planning and excellent construction that have made 
our other executive suites so successful. 


PROMPT DELIVERY js possible on this new suite, as 
well as on all the other groups, including Sheraton, 


William and Mary, Chippendale, Georgian. 


OUR PRICES are comparable with the ordinary stock 
office furniture. Yet the fine quality and reputation 
synonymous with Sloane give you a priceless plus that 


.. ] 
will mean more sales. 


SEND FOR LITERATURE, prices and ful] details on our 
liberal discount and protected dealer policy today! 


Wholesale Office Furniture Division 


Wa J SLOANE 


579 FIFTH AVENUE - NEW YORK 
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A Low Fulcrum 
Compression Rubber Chair Iron 
that adds distinctive qualities to 
fine swivel chairs. 


—Adequate initial tension. 
—Uniform resilience thruout the tilt. 
—Noiseless, velvety rubber stops. 
—Oil impregnated bearings. 
—Precision ball thrust bearings. 
—Other superb features. 


We sell to chair manufacturers only. 


| BOLENS MFG. CO., Port Washington, Wis. 


Va po 4 Bary i 
be AOE A STENCIL - 


ancee> BUPLICATORS 














FOR ALL st 


A NEW IMPROVED QUALITY 
TO MAKE 
STENCIL SELLING 


Easier 


om-m ade! Every 


EASIER because Formula 217 is cust 
d 
desirable feature included. Practically made-to-order. 
That's why it suits so many more users. Combined with 
; Formula 217 is 


advantages, 


ot 
— EASIER TO SELL. 


YOUR MODEL STENCIL .. . 


MILO HARDING COMPANY 
436 West Pico Bivd., Los Angeles, Cal. 
Or, 617 Commonwealth Annex, Pittsburgh, Pa. 


needed. Send complete details at once. 


Attention of 


| 
t 
a 
g 
FORMULA 217 sounds like the stencil we've J : 
' 
8 
bee a a we e PIN THIS TO YOUR LETTERHEAD AND ET. 
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like those in almanacs of yore, save they are modern. 
These lines are capable of wide application. Great 
thoughts they are, too, with a world of philosophy 
contained therein, such as the following on a recent 
day when a great statesman was under fire: 

“It is simple enough to imagine we would do dif- 
ferently in the same situation.” 

Meaty little nuggets are the life lines that may be 
tossed unconsciously to a grouch: 

“No man is poor,” he reads on the sign, 
find cause for laughter in his day’s work.” 

Signs of the times are daily exhibited, boldly lettered, 
so that even those who slow down in passing motor 
cars may also get the gist of the new day’s text in the 
window near the entrance. They are little beacon 
lights that make a “buy path” on Third avenue— 
lamps along the highway. They give a full measure 
of right thinking to each daily office worker or busy 
business executive who passes—these encouraging 
thoughts placed on cards by the side of the road to 
lift the load of man.—CML 


ee 


“who can 


McCLELLAN JOINS GIMBEL BROS. 


William E. McClellan of Glen Gardner, N. J., has 
accepted a position with Gimbel Bros., Philadelphia, 
Pa.. in their contract division. His work will be to 
contact and sell to schools, colleges, and also to com- 
mercial firms. 

For seventeen years Mr. McClellan was connected 
with the D. M. Read Company, Bridgeport, Conn., in 
their furniture department, having started work there 
soon after leaving high school. He was assistant to 
the buyer at the time of leaving the company. 


Soon after the last world war he went with The 
Globe-Wernicke Co., as one of their traveling salesmen 
and was in their employ for thirteen years. For a 
period of time he was assistant manager for their 
Detroit branch and also for a time was temporary 
manager for their company in the Baker Office Furni- 
ture Company, in Pittsburgh, Pa. 

For the past six or eight years Mr. McClellan has 
operated independently, representing The Sight Light 


Company; National Desk Company; Meilink Safe Com- 
pany, and Peerless Steel Equipment Co. 

He was a charter member and the first secretary for 
the Penn-Mar-Va. Travelers Club, serving for two 
years. 

| —--e—____ 
FOUNT-OINK . 
J iiting Sols 


auroma “ 
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\ Nv’ 3 - | 
the bs 
a 


NEW FOUNT-O-INK DISPLAY.—Created by the Gregory Fount- 

O-Ink Company, Los Angeles, Calif., this window display may 

be used in a number of attractive and varied combinations. 

Each card carries a potent sales message to bring customers 

into the store and helps make sales over the counter. Cards 

are sturdy and have a hard, lustrous finish, easy to clean. 
A special deal is offered with the display. 


>) 
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TWO VICTOR SERVICE MANAGERS VISIT PLANT 


John Schafren and Jack Heimer, Victor Adding Ma- 
chine Company service managers at Chicago and New 
York respectively, recently completed a special course 
at the company headquarters following which they 
were scheduled to demonstrate service instructions at 
the various Victor outlets in their territories. 
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A BIG VALUE 






FOR YOUR CUSTOMERS 
INCREASED PROFITS FOR YOU. 


Original AICO-GRIP Tubular Edge 
INSERTABLE INDEX TABS by the 


hox—there’s a merchandising STAR 



















for you to hitch to! 
Don’t take our word for it. Try it. 
Ask us for a supply of the new 
colored circular, telling your cus- 
tomers all about AICO-GRIP_ IN- 
SERTABLE INDEX TABS BY THE 





Right now—rite for 


BOX. Just bring it to their attention, copy of the new AICO- 
and watch them BUY BY THE GRIP three-color cir- 
BOX. cular, and full details. 










ee INDEX 









Manufactured and Gutvesteed ae : 


G. J. AIGNER CO., 503 S. Jefferson Street, Chicago, Ill. 


“WORLD’S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING” 


UHLSTEEL 


Filing Stool Filing Table 


No. 5056 No. 5070 

















Nearly every one concedes that the 
filing of correspondence and valuable 
documents is one of the most essential 
duties in any office. 

Backache, stiff knees and cramped 
legs are the curse of the filing clerk. 

But, with ease and comfort she does 
her work using the UHL Steel Filing 
Stool and Table. 

Built entirely of a special cold-rolled 
steel, making them strong, rigid, dur- 
able. With a lasting enamel finish, 
oven-baked. 


Ask for 


No. 5070 Catalog 
Filing Table an 





The Toledo Metal 
Furniture Company 





1716 Hastings Street 
Toledo, Ohio 





No. 5056 
Filing Stool 























ST, All 


WHOM IT MAY CONCERN 


Notice is hereby given that the Spurgin Manufacturing 
Company, Inc., having clearly established extended priority 
of use of its improved so-called window coin wrapper long 
familiar to the public, has secured the official registration 
of a trade-mark thereon in the United States Patent Office 
at Washington. 

The registered trade-mark consists of six twice-repeated, 
open, decimal numbers and coin denominations, all in un- 
alterable positions on solid black bases. 

Under the trade-mark laws of the United States it is 
unlawful “without the consent of the owner thereof, to 
reproduce, counterfeit or colorably imitate any such 
trade-mark, and affix the same to merchandise of sub- 
stantially the same descriptive properties as that set forth 
in the registration.” 

The trade-mark registration above described being in 
full force and effect, recognizing in the said Spurgin Manu- 
facturing Company, Inc. the sole right to use such mark, 
the making or selling by others of window coin wrappers 
bearing such mark, whether exact or colorable, is pro- 
hibited under the Federal statutes. 

The usual legal registration notice will hereafter be af- 
fixed to all of our window coin wrappers; also to the 
cartons in which they are put up. 

The “6-in-1‘' device long used by us on our window 
coin wrappers will be continued. 


SPURGIN MANUFACTURING COMPANY, INC. 
7011-7019 Vincennes Avenue Chicago 


ROBERT SPURGIN, 
PRESIDENT 


CHICAGO, MARCH 18, 194! 











YOU CAN'T SPILL 


HIGGINS OFFICE PASTE 


---one reason why it is sucha profitable repeat seller - Higgins 
Office Paste is semi-liquid...it will not spill... yet it spreads 
easily, dries smoothly, holds firmly, is conveniently 
packaged, does not spoil while in use and has a pleasant, 
characteristic aroma. 

It sells and repeats. Order from your jobber or 

direct from 











“SUSTAINING MEMBER N.S. A." 


eS 
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SPEEDLINER FACTS 


NO INK, NO STENCIL, NO GELATIN 
and NO TYPE. Easy to operate, faster 
and more economical. Sells on quick 
demonstration. Price $55.00. 
Write for further information. 
KEEN MANUFACTURING CO., INC. 
800 N. Clark St.. Chicago, Hl. 

















TECHNYGRAPH RAINBOW STYLI 


@ A REMARKABLE 
NEW LINE of plastic 
handle styli in trans- 
parent containers. 


@ 29 =DIFFERENT 
STYLI, including ball 
points, loop, wheel, 
and shading. 


@eFEATHER.- 
WEIGHT, bright-hued, 
non-breakable, non- 
fading Lumarith. 


@ PLEASING TO THE 
EYES, smooth to the 
touch, easy to clean 


and keep clean. 


tow 


@ THE SOFT, NEU- 
TRAL TONE beige- 
mottled Lumarith at 
the leading end of the 
handle averts eye-fa- 
tigue. Knurling near 
the tip gives the index 
finger a firm grip. 


AO ail 


ae 
ae 


a 


@ MADE IN U. S. A. 


@ DEALERS: Write 
us today for the four 
page broadside show- 
STYLI TIPS ARE ‘ ing the styli in actual 
CADMIUM-PLATED size and color. 





THE TECHNYGRAPH, TECHNY, ILL. 
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The Modern Case For... 
QUICKER SALES! 
FASTER PROFITS! 


No. 624 





1941—and here is a case that puts across the impression of 
streamlined efficiency and quality that modern business 
demands. 


It is made of SHARK TOP GRAIN COWHIDE. A Talon zipper 
top and two sides permit it to open flat. Three large gusseted 
pockets on each side. An outside zipper pocket for private 
papers. Turned in edges and disappearing handles smoothly 
streamline this quality-crafted sales leader. 


Yes, this Doppelt No. 624 has the impressive eye appeal that 
makes sales leaders—that does your selling job for you. 
Stock it. Display it. And watch it SELL! 


CHARLES DOPPELT & Co. 


412 Orleans Street, Chicago Opposite Merchandise Mart 


Gone are the days of the old fashioned brief case. This is’ 








When You re Asked 
for FACTS 





elsewhere a 


Ask for your FREE copy of OFFICE APPLIANCES 


and subscription particulars. 


THE OFFICE APPLIANCE COMPANY 


20 North Wacker Drive Chicago, Illinois 
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Copy RIGHT COPYHOLDER 


The TILTING, TWO LEVER 
Ball Bearing, Lifetime 
Copyholder with Unrivaled 
EQUI-PRESSURE Paper Grip 
& 

FOR MODERN, FRONT-VISION 

Line for Line Copying 
A Necessary Adjunct to 
Every Typewriter 
2 
SIX MODEL WIDTHS 
to Meet All Transcribing 
and Copying Needs 
= 


ASSURES MAXIMUM SPEED 
and Precision; Saves Eyes, To “Grow” Profits — 
Backache, Time MONEY! 


“Plant” this 1941 Model 


CopyRIGHT Copy-Work 
Holder in any busy office. Under 
the severest tests by the most ex- 
acting Office Manager, Stenog- 
rapher or Typist, CopyRIGHT will 
prove its Time and Labor Saving 
indispensability and amazing con- 
venience. 

Today's trying conditions provide 
the Office Equipment Dealer with an 
outstanding opportunity for con- 
structive service and EXTRA Profits! 


Write for literature and Confi- 
dential Price List B. 


COPY RIGHT MFG. -CORPORATIO! 


PARK PLACE ® NEY R k 





Show your customer what you can offer for the 
money he wants to spend and the rest is easy— 
Erhlich upholstery has all the “Sales Value” built 
into every piece—lIt is your guar- 
antee for a satisfactory profit mak- 
ing sale—Sell Ehrlich Leather 
Furniture. 


Write for fully illustrated 
catalogue today. 


Ehrlich Upholstery Works 


520 West 43rd Street New York, N. Y. 
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COLORFUL! MODERN! ATTRACTIVE! 


The 
ELITE 
DISPLAY 


of 
MAPTACKS 


and 


NU-VISE 
SIGNALS 


by 
is artistically de- 
signed in blue, gold 
and red. Modest in 
size to save space for 
you (9%%4” wide by 


1%” deep). Contains 25 packets of 20 Map- 
tacks each and 20 Cellophane envelopes of 20 
Nu-Vise Signals each. An ideal combination of 
display and storage. A real sales aid, attractive 
on the counter or in the window. Sells the 


air 
te 





small-quantity buyer. 


isk your jobber, or write 


GEORGE B. GRAFF CO., 64 Washburn Ave., Cambridge, Mass. 














BETTER 





TWO 15” FLUORESCENT TUBES 14 WATT 


@ Unequalied Fluorescent Value @ Smart Styling e@ All Lamps 
Bronze Plated. @ Light or Dark Bronze. Height 16”—weight 
packed 17 Ibs. For A.C. or D.C. current. 
@ All Materials Are Underwriters Approved. 
Write for complete details. National is your key to more 
fluorescent sales. 


NATIONAL LIGHTING EQUIPMENT CO. 


CLEVELAND, OHIO 
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EIGHTH REGIONAL MEETING 
(Continued from page 44) 


two weeks long enough for contests, one week enough 
ior most. Some contests, he said, should be on com- 
monplace lines, some on specialty items for promo- 
tional work. Sales meetings should cover the rudi- 
ments for the older men as well as beginners. Money 
prizes he found most satisfactory. Quotas should vary 
with the product featured. The particular product 
should be kept confidential until the contest is opened. 
Closing, he stated that contests should stress sales, 
should be based on sound merchandising and should 
not be too long. 

The first afterncon opened with a talk on “Current 
Topics” by Mr. Garvin, telling something of the busi- 
ness picture and the probable effect on the commercial 
stationery business. 


“Office Furniture Sales” was discussed by John Mar- 
Shall of John A. Marshall Company, Kansas City. The 
present period, he told the convention, was a good one 
to get our house in order. Too often we have considered 
our competitor our chief problem and let that thought 
handicap our results. Take the adjustable chair for 
an example. How many office workers, he asked, use 





BEAVERS!—Intriguing, no less, was the birdsnest beard and 
cow-punchin’ clothes of Lee B. Hausam, Hutchinson, Kans., 
stationer who attended eighth regional meeting as shown 
above to the amusement of Charlie Garvin, Owen Bayless and 
Miss Blanche Ross, secretary to Walter Guy, seventh district 
governor. Mr. Hausam, who represented the Hutchinson Office 
Supply & Printing Co., said the celebration back home com- 
memorates the seventieth anniversary of the city and of his 
company. 


proper seating? Think how much better seating will 
increase the work capacity. We have a sales oppor- 
tunity. Filing and visible equipment were treated 
similarly to show creating sales possibilities. He re- 
ferred to National Office Furniture Week as a distinct 
help to office furniture merchandising and expressed 
the hope that it would be put on again this year. His 
hope will be fulfilled. 


The Dealers’ Forum 


Next came a dealers’ forum in which many partici- 
pated. Mr. Guy told of Mr. Bayless having his office 
furnished in thoroughly modern manner with a $125 
posture chair and other appropriate equipment. A 
salesman showed it to a customer and sold it. He said 
his own office had been sold out four or five times. 


Owen Teague of Schooley Printing & Stationery 
Company, Kansas City, told of an expected lag in 
production which will endure for some time. We will 
get merchandise when we can and accept the situation. 
Larger accounts, he stated, have the same problem and 
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Blue Print Cabinets have the call 
—sell the BENTSON 1800! 


Check 
these 
features! 












VY Smooth 
drawer opera- 
tion on four 
rollers. 












Vv Weight 
flaps and hood 
protectors in 
every drawer. 







Vv Nine stand- 
dard sizes. 






V Choice of 
drawer com- 
binations and 
compartments. 







V Special sizes 
and combina- 
tions to meet 
any require- 
ment. 








DEALERS: On your regular calls, notice the opportunities 
you have to sell Blue Print Cabinets. The BENTSON 1800 
LINE offers a size and combination of drawers for every 
one of your customers and prospects. 


Write for the BENTSON Catalog, 


Price List and Dealer Discounts. 


THE BENTSON MFG. COMPANY 


AURORA, ILLINOIS 
























Make SIW Your 


BUYING 


GUIDE 
for 


OFFICE MACHINES: Typewriters, Add- 
ing. Calculating, Billing, Bookkeeping, 
Addressing and Dictating Machines, 
SELECT ROUGH and REBUILT. 


PARTS AND SUPPLIES: For Typewriters 
and various office machines. 


RIBBONS and CARBONS. 


SHIPMAN-WARD MF6. CO. 


“The Dealers’ Quality House.” 
325 North Wells Street, Chicago, linois. 
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BIG PROFITABLE SALES 
COUNT Y-CITY-—STATE 





Ask any dealer serving municipalities with loose 
leaf equipment and you'll find it’s big, profitable 
business. Now the use of Photostats opens an 


even greater volume. 
facts. No obligation. 


Let us send you all the 


Prhetsipors 
GRAND RAPIDS LOOSE LEAF BINDER CO. 


GRAND RAPIDS 


Manufacturers MICHIGAN 




















Announcing 
the New 
Martin 
Auxiliary 
Table 


for calculating machines, 
typewriters, reference 
books, etc. 


—hooks to pedestal draw- 
er front of any desk, giving 
a sturdy, convenient sup- 
port—set up or removed 
in a moment. 


Saves time and space— 
correct height adjustment 
conserves strength and 
promotes accuracy. 


Made of heavy gauge 
steel, finished in mahog- 
any color or olive green. 
Prices for special colors on 


request. Top measures 13 by 15 inches, height adjustable 


from 17 to 29 inches. 


562° list. Dealers and Specialty Salesmen write for de- 


tails and prices, or order demonstrator. 


R. M. Kidwell 


111 East 3d St. 


Amarillo, Texas 
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ii THE HILCO STREAMLINER 


More Duplicator For A Lot Less Money! 





Compare It With Anything Else on the Market 
. . » Has Features Absent From ALL Duplica- 
tors Selling at Twice the Price 


RETAILS AT $79.50 


Nowhere else can you get a duplicator with 
these 5 features .. . regardless of price. 


1. Automatic Feed Without Drag Return. 

2. Automatic Closed Cylinder Inking Prin- 
ciple. 

. Front Paper Stop. 

. Automatic Poller Brake. 


5. Automatic Counter That Counts Only 
Printed Pages. 





aw 


Write for details and a catalog 


THE HILCO CORPORATION 


1157 Merchandise Mart, Chicago 











“°F ORRICK VALRT 


Ends Wardrobe and Locker Room 

















Problems Sanitary Space Saving 
{ttractive 
Every office can afford this ‘valet it is 


the newest and most satisfactory answet 
to the office manager’s headache—the 
locker recom and wardrobe problem 
This medera all steel “Office Valet” has 
complete accommodations (hats, coats, 
overshoes and umbrellas) for 6 or 12 
people. Occupies no more space than an 
ordinary costumer 





7 


3U Valet 
Hacks in wall 
or 2-sided 
1ypes, accom- 
modate 3 or 
6 persons per 
toot. Fit in 
anywhere 





OGEL-PETERSON CO., INC. 


“The Checkroom People” 
1823 N. Wolcott Ave.., Chicago, U. S. A. 








AGAINST FIRE 
AND THEFT! 


Dealers can depend on 
SCHWAB SAFES coming 
through every test of fire 
and theft with flying col- 
ors. When Schwab Safes 
are installed in accord- 
ance with Schwab specifi- 
cations, the ultimate’ in 
protection is offered your 
customer. This thoroughly 
reliable equipment is of- 
fered at so low cost that 
no business man ean af- 
ford to be without it. We 
offer a wide range of ca- 
pacities for all business 
records and _ for _ postof- 
fices, banks, furriers, jew- 
elers, etc., and fireproofed 
for all emergencies. Send 
for the Schwab catalog— 
investigate our dealer sales 
plan. 


OFFICE 


THE SCHWAB SAFE COMPANY 


LAFAYETTE, INDIANA 
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(U. S. Patent 1,782,622. Canadia: Patent 324,059. 


| 1728-17236 Burnet Avenue 





“WKELTAR® 


Unground Ball Bearings for the 
Metal Office Furniture Industry 








Other patents pending.) 


outer races are one piece and can be made in any desired 

shape. (No soft stampings used whatsoever.) For cradle 

slides our ball bearings and rivets are in one unit for 

quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corp. 


| All parts machined from bar stock and heat-treated, 


Syracuse, New York 





| 
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will not be unreasonable. The present he called a 
sellers’ market, almost an inventory market. 

William Hoge of The General Fireproofing Company 
found the picture in metal furniture optimistic. He 
did not expect difficulty in metal supply other than 
aluminum. This was the time to make some money 
while the making is good. He cautioned against going 
into a stampede on buying. The manufacturers want 
to supply you and will do so as fast as they can. He 
recommended that dealers rely on the manufacturers 
who have been supplying them and have patience. 

Mr. Garvin said defense stimulates all business. And 
the very fact that furniture, systems, etc., are hard to 
get gives some the urge to buy. He called attention to 
the danger of being caught with an over supply of 
goods needed especially for defense purposes. 

Mr. Gannett was optimistic. Where, he asked, would 
business be without our profession? Take back a de- 
cided spirit of optimism. 

Mr. Bayless said we must forecast the needs of our 
customers and be prepared, but not buy in unusually 
large quantities. New materials he thought might hold 
prices down, but he did expect an advancing market. 

Walter Ruedy of S. G. Adams Company, St. Louis, 
said he planned to carry his usual inventory except 
for fast stepping lines which are being increased sub- 
stantially. 

Frank Peck of Peterson Lithographing Company, 
Omaha, spoke on “Posture Seating.” Posture, he re- 
marked, offered greatest sales opportunities. To Sell 
posture you must be chair conscious. When you make a 
sale or trial be on hand when delivery is made. Do a 
selling job while making the adjustments. Once 
posture gets in it becomes contagious and spreads all 
over the office. 

The annual banquet was a most enjoyable affair 


Music was furnished by a chorus of some forty or fifty | 


voices. 

Lew Wenzel of Wenzel Office Equipment Company, 
Kansas City, spoke on “Selling Visible Equipment,” 
which he called a gold mine if properly handled. 
Creating the demand takes much work and training 
by the salesman. The salesman can see what present 
installations are accomplishing. By careful observa- 
tion he soon will be well grounded in applications. 
Users, he said, are good prospects for more visible 
and replacements. Visible can be sold in good times 
and bad. 

Bob Latsch of Latsch Brothers, Lincoln, spoke on the 
need for “Stock Control.” He told of one dealer who 
by stock control eliminated more than 1000 items with 
no loss of sales but greater turnover and profit. The 
firm that makes the greatest turnover makes the 
greatest profit. Stock control helps you to buy wisely. 
No system, he said, will work itself. Stock control to 
be effective must have continual attention. 

Henry Stanley, of the Hot Springs Chamber of Com- 
merce, gave an excellent talk on the “Influence of the 
Stationer on American Business Life.” His advice 
quoted from Socrates, Marcus Aurelius and Jesus was 
know thyself, contro’ thyself, deny thyself. 

“Operating Costs” was covered by Owen Teague. He 
referred to costs as the most important factor in busi- 
ness. Following is a breakdown of costs which he dis- 
tributed among his readers. 

Supplementing 
“OPERATING COSTS” 
By Owen A. Teague, 
Schooley Printing & Stationery Co. 
Total Amount PerCent 


Total Sales $20,000.00 100 
Total Cost of Sales 12,706.00 63.53 
Gross Profit 7,294.00 36.47 
ADMINISTRATIVE EXP. 
Salaries—Adm. 694.00 3.47 
Salaries—Office 510.00 2.55 
Salaries—Dept. 802.00 4.01 
Dept. Expense 308.00 1.54 
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MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 














Token your 


cus fomers 


cnller 


pane cleat 





No. 8271 


they expect something practical, 
comfortable and “fool proof.” 
The backs and seats should be 
designed to permit the occupant 
to work at ease. The casting 
must be noiseless and easily ad- 
justed. The chairs should be 
equipped with easy rolling, self 
lubricated casters. 


Murphy swivel chairs have all 
these qualifications. 
No. 4415 See catalog No. 68 for other types. 
MURPHY CHAIR COMPANY 
INCORPORATED 


OWENSBORO, KENTUCKY 


























MULTIPOST LETTER OPENERS 


2 Hand Operated—2 Electric. 


MULTIPOST ENVELOPE SEALERS 


2 Hand Operated—! Electric. 


ENVELOPE SEALERS WITH COUNTER 


Something NEW—counts your mail as it is sealed. 


COMBINATION Letter Opener & Sealer 


The only machine of its kind ever offered. 


MULTIPOST STAMP AFFIXERS 
4 Models—with & without counter. 
There are over 200,000 in use giving good service. 


30 YEARS EXPERIENCE ARE BACK OF THESE MACHINES. 
ALL ARE SENT ON FREE TRIAL—NO OBLIGATION. 
WRITE FOR FOLDERS GIVING DETAILS & PRICES. 


MULTIPOST CO. 100 center Px., Rochester, N. Y. 








10 years in the field 
and leading all! 


ROBERTS 


MODEL 95 


Five Movements 

Dial Set 

Made of Steel 

Figures Deeply Engraved 
Lighter Operating Touch 
Unconditionally Guaranteed 
Priced As Low As $13.00 List. 


LARGEST VARIETY—LONGER DISCOUNTS--LARGER PROFITS 





Send For Prices And Discounts 


MODEL 49 


A popular low-priced automatic 
numbering machine with Consecu- 
tive, Duplicate and Repeat actions. 
Triplicate or Quadruplicate may be 
substituted for Duplicate. At $7.50 
list, it cannot be duplicated for 
value, performance or profit. : 


ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue, Brooklyn, N. Y. 
Western Distributor LOUIS MELIND CO. 

















OFFICE APPLIANCES 











Power 30.00 15 
Light and Heat 92.00 46 
Rent 328.00 1.64 
House Bills 92.00 46 
Insurance 82.00 41 
Postage—P. P. 20.00 | 
Postage—Other 84.00 42 
Taxes . 316.00 1.58 
Telephone and Teleg. 90.00 45 
General Expense 284.00 1.42 
Total 3,732.00 18.66 
SELLING EXPENSE . 
Sales Commission 1,642.00 8.21 
Sales Expense 180.00 9 
Advertising 224.00 1.12 
Deliveries 520.00 2.6 
Dues and Subscriptions 66.00 33 
Total 2,632.00 13.16 
FINANCIAL EXP. 
Discounts —154.00 —.77 
Interest . 78.00 39 
Life Insurance 62.00 31 
Total —14.00 —.07 
Total Expense 6,350.00 31.75 
Loss or Gain 944.00 4.72 


Tribute to John Keeling 


The convention stood while Mr. Teague read the 
following resolution in honor of John Keeling of Art 
Metal Construction Company, who passed away the 
day preceding the meeting: 

“Whereas it has pleased the Most High God to call 
from labor to Eternal Rest our staunch friend and 
business associate, John Mason Keeling, long a member 
and supporter of this organization and 

“Whereas the great loss caused by his death will be 
long felt by the members of the organization and the 
community as a whole, and 

“Whereas it is the desire of this convention to ex- 
press its high regard for Mr. Keeling and its apprecia- 
tion of the services rendered by him to this industry: 

“Therefore, be it resolved by the Eighth District of 
the National Stationers Association in convention as- 
sembled, to make this formal record of its feeling 
toward him, and 

“Be it further resolved that a copy of this resolution 
be forwarded to the family of Mr. Keeling and that 
it be made a part of the permanent record of this 
convention.” 

Ernest Brickey of Joplin Printing Company and 
Cecil Jones of Western Lithograph Company col- 
laborated on “Problems of a Retail Salesman.” One 
of the greatest problems according to Mr. Brickey is 
learning all about the merchandise he sells. He should 
know about all factors. Manufacturers’ salesmen should 
spend as much time as possible with the dealers’ men. 
Manufacturers’ catalogues should give complete in- 
formation. The problems are many and never will be 
solved because something new is coming every day. 

Management problems to the salesman, according 
to Mr. Jones, were lack of clarity on policy, lack of 
positive planning, lack of inspirational leadership, 
lack of sincere interest in each sale. The salesman’s 
shortcomings he listed as lack of initiative, lack of 
fairness toward management viewpoint, lack of real 
desire to learn, lack of will to get ahead. 

Miss Blanche Ross, Governor Guy’s secretary, spoke 
on “The Office Force.” Force, she said, means the 
power of effective action. That is what the office force 
must have. She went into detail showing how the 
office force could and should be an effective help to 
the sales force. Her message was matched by the 
charm with which she presented it. 

Following Miss Ross was a closed session for dealers, 
the election recorded at the beginning of this report 
and adjournment. 
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SPEED-O-PRINT HAS RISEN TO NATION-WIDE FAME 


MODEL Pt’ 
AUTOMATIC 36% 


HAND reen 26% 








SPEED-0-CABINET 
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Unknown only four years ago, 
SPEED-O-PRINT is today one 
of the best known and most 
widely used duplicators in the 
country. On merit alone... 
by fulfilling its promise to sim- 
ply and efficiently give truly 
unexcelled performance on all 
types of rotary stencil repro- 
duction . . . SPEED-O-PRINT 
has won the full confidence of 
dealers and consumers every- 
where. Its remarkable ability 
to save time and save money 
has made it over all ''the dup- 


licator in demand.” 





ED-0-PRINT CORPORATION 


MICHIGAN AVENUE, CHICAGO, ILLINOTS 
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TENTH REGIONAL MEETING 
(Continued from page 48) 
good business will continue. We know it will change. 
We should prepare a cushion now for the recession 
which is sure to come. We should see that our men 
call upon all concerns that are financially and eth- 
ically sound, concerns that buy in quiet times as well 
as active. 
Selling Visible 


Relatively few dealers, Mr. Wells said, are selling 
visible. He showed how the stationer doing a good job 
in loose leaf is well qualified to sell visible. The prin- 
cipal difference is in the housing. Visible is just as 
good in times of stress. It will give better control, re- 
duce costs. He told of visible used in submarines for 
important records in compact space. He referred to 
the talk of Bob Latsch of Lincoln, Nebr., on “Stock 
Control,” reported elsewhere in this issue in the story 
of the Kansas City meeting. In closing, he said, “Work 
through your association; through group prosperity 
comes individual prosperity.” 


Speaking this time on “Retail Selling,” Mr. Bayless | 


said it was important to build up as much store busi- 
ness as possible. Too frequently, he said, good men are 
taken out of the store and put on the street. Without 
high class men in the store the outside men are handi- 
capped. It pays to have some one in the store to whom 
the outside man can send customers for consultation. 
See that all your men are sold on the house. Make 
the business so attractive that good men will not leave 
the industry. 

Using the topic “The Stationer Speaks,” Mr. Ken- 
drick conducted an interesting and instructive ques- 


tion bee with Jeff D. Byrd of Albuquerque Stationery | 
Company, Mr. Thompson and H. S. Riley, Out West | 


Printing & Stationery Company, answering the ques- 
tions. Helpful facts were brought out on costs, sources 
of salesmen, training, services of N.S.A., stock control, 
inventory, advertising and National Office Furniture 
Week. 

At the conclusion of the quiz period Mr. Kendrick 
read the following poem, one of his compositions: 


The Round-Up in Old Albuquerque 


Say, why did we come to this roundup? 

Now think, Pardner, isn’t it strange 

We'd ride the long trail as we found it, 

To the Home Ranch, on Jack Harper’s range? 


We left all our dogies a grazin’ 

At home on their own hills at dawn, 
Our cowpokes are awatchin’ an ‘hazin’ 
So they’ll not stampede while we're gone. 


We traveled from sun-up till moonrise 
Through mountains, arroyos and plains, 

To the land of the Zunis and Aztecs 

Where Spaniards first staked out their claims. 


We've come tne long trail to say “Howdy” 
To old hands we’re proud just to know, 
To smile, roll a pill, swap a story, 

In the soft light of our camp fire’s glow. 


There’s lots of new “Reps” in this outfit, 
They’re with us to round up their strays. 
May they brand new ideas! Go home happy, 
Come again, every year, find it pays! 


We like to ride trail with our Big Boss. 
Our Foreman is quite a Guy, too. 

Come ridin’ or cuttin’ or brandin’ 
They know every job that we do. 


At night, when our spurs are ajinglin’, 
We spend some time flirtin’ with sin, 
When the fire of desire is aflamin’ 
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Ribbon Dealers 
Feature 


Usd: 


Products 


. and there are reasons! The highest 
quality carbon papers and inked ribbons 
are offered by U. S. at surprisingly at- 
tractive prices. In addition, the U. S. Line 
is complete, and the name itself a bond 
of reliability. 

Why not get the complete picture of 
our profitable proposition by writing to- 
day for prices and free samples. There's 
no obligation, of course. 





U. S. Typewriter gr 1 Ribbon Mfg. Co 


Filbert at Tenth St 
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OUR WVew CATALOG 


Illustrating a complete line of METAL 
PARTS FOR LOOSE LEAF BINDERS 





* Copies on request * 


LOOSE LEAF METALS CO. 


6816 Arsenal Street, St. Louis, Mo. 

















| Special 
ii No. 300 


ih FINE 











: TRINER 


Airmail 


; EXTRA 


CONSTRUCTION 


Capacity 1 lb. x Y% vs. 


for automatically indicating with highly improved 
legibility of figures: 

Airmail 

First-class Mail (local & out-of-town) 
: ef Foreign First-class 
4 Merchandise & Printed Matter 

Catalogs, Books, Newspapers 

Publications, ete. 
Built throughout of steel, highly sensitive and accur- 
ate, handsomely finished in chrome and satin black. 
{ This special model offers a new range of opportuni- 
ties for selling scales for Airmail as well as general 
mail. 

Write for Circular X. 
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lis TRINE SCALE & MFG. CO. 
Hi 2714 W. 21st St. Chicago, Ill. 
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| SUPREME 


Lines of Typewriter Ribbons 





NATIONAL 


Lines of Carbon Papers 
Use the “Bucki”’ Route to 


increased carbon and ribbon sales 
Write for Complete Details 


The Buckeye Ribbon & Carbon Co. 


Manufacturers 


1458-68 East 55th St., Cleveland, Ohio 
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OFFICE APPLIANCES 


We quench it with whiskey an’ gin! 


So, we'll round up the cavvy this morning 
And saddle our top hoss to ride! 

Hats’ off to our Trail Boss, Jack Harper, 
Where he leads us, we’ll follow, with pride. 


The last convention address was “What Is Common 
Sense in the Stationery Business,” by Mr. Garvin. He 
told of new companies with new aggressive policies 
that have made excellent records. The necessity of 
knowing the rapidly changing figures on the costs of 
operation were brought out. Each individual mer- 
chant, he said, should know the industry’s averages. 


The Banquet 


The entertainment included movies by Mountain 
States Telegraph & Telephone Company and New 
Mexico Paper Company, a dinner dance presented by 
the travelers, and a banquet which was a New Mexico 
ranch dinner brought indoors. It was delightfully 
startling from beginning to end. The guests were 
seated at long, plain tables with newspapers for table- 
cloths. Plates and cups were tin. Bowls were fur- 
nished for soup served from a kettle large enough to 
feed a regiment. It rested on a bale of hay for a 
bench. Beans were served from large tin cans. Meat 
and potatoes were served on large platters, rolls from 
baking trays, salad from bowls or crocks. Waiters were 
dressed like handy men at a ranch, cigars in their 
mouths. The food consumed, the waiters gathered the 
crocks and pans when a well planned accident re- 
duced the contents of their trays to broken crockery 
and bent tin. For entertainment a Mexican orchestra 
played and Indians performed difficult native dances 
with ease. The dinner was a huge success. 

The Rocky Travelers held their annual election on 
the seventeenth. George Seaver of Columbia Ribbon 
& Carbon Manufacturing Company was elected presi- 
dent; Bill Demchuck, Eversharp, Inc., vice-president; 
H. V. Kirby, Kendrick-Bellamy Company, secretary- 
treasurer, and Herbert Johnson of the same company, 
editor. 

An unusual side light of the convention was the 
window of the General Supply Company store, ar- 
ranged especially for the occasion. It was a realistic 
bit of the desert. The floor was sand, the back wall 
adobe. Included were cactus, an immense rattlesnake, 
a prairie dog, a skunk and other appropriate objects. 
In the middle of the adobe wall was an attractive wel- 
come to the stationers. 

Healy Entertains N.S.A. Troupers 

One of the most delightful experiences of the N.S.A. 
troupe was a reception at the home of Dick Healy, 
proprietor of the Santa Fe Book & Stationery Com- 
pany. He met the party as they left the train at Lamy 
and drove them to his home in Santa Fe. The guests 
were entertained royally throughout the afternoon and 
evening. After visiting with the family and other 
guests they were shown through the city, the second 
oldest in the United States, and motored to a nearby 
ski slide in the mountains. Returning, an elaborate 
buffet dinner was served. Late in the evening the 
visitors were taken by auto to Albuquerque for the 
tenth district convention. 

The Healy home is most beautiful and complete. 
Every window offers a different and inviting view of 
the mountains. The home, the views and the hos- 
pitality will long be remembered. 


sillliaataatheeamen 
REAM’S IN NEW LOCATION 

Ream’s, stationery and office equipment house of 
Lancaster, Pa., has recently moved to new quarters at 
16 East King street, where much additional space and 
greater facilities are available. The company will 
occupy two floors, one containing departments for 
commercial stationery, gifts, books and a lending 
library and the other assigned to office furniture, 
typewriters and other office machines, 
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STAR BLOTTER 
SALESMAN 


READY TO WORK FOR YOU 


Make desk blotter sales and desk blotter 
profits climb with Showblott, Jr. . . . 
Wrenn’s “automatic salesman.” Showblott, 
Jr. brings blotters out into the open where 
they can be seen ... and sold. Stocked 
with a colorful assortment of Wrenn’s 
EMBOSSED Desk Blotters, this attractive 
streamlined cabinet captures the attention 
of prospective purchasers and initiates the 
desire to buy. Learn how easy it is to put 
Showblott, Jr. to work for you .. . by 
writing us today. 









THE WRENN PAPER COMPANY 
MIDDLETOWN, OHIO 








Stimulate Furniture Sales with the |m- 
proved Bank of 
England Chair 
No. 551 









also our 
No. 400 series 


for the con- 


See 


ventional Bank 
of England de- 
sign ... both 


furnished in 






Genuine 
154g by %” tread casters. Wainut 
Rubber bumper on contact Birch 
edge. 
Outstanding for solid comfort and long life Quartered 
Full details of complete line in our No. 5 Ook 


catalog. 


New Indiana Chair Co., Jasper, Indiana 
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SAVE SPACE SAFELY 
WITH IDEAL STANDS 


ideal Stands provide compact, correct and safe support 
for calculators, adding machines and typewriters, with 
safe portability instantly available. Naturally leading 
dealers profitably push and stock Ideal Stands. They sell 
on sight and repeat exceptionally well. Ideal users 
always come back for more. 





Ideal Stands improve 
machine performance. 
They do the job right 
and save space safely. 
23-A (illustrated) is 
best-selling Ideal 
Stand. Once used, it 
becomes standard. 
Note the distinctive 
ideal raising and low- 
ering device. 

Many other types 
available. Write to- 


















We sell 






through day for Price List 6, 
dealers catalog 840 and deal- 
only er discounts. 





SHERMAN-MANSON MFG. CO. 


625 South Kolmar Ave., Chicago 


Pacific Coast Representative: C. J. Schubert, Jr., 339 E. Third St., Los Angeles 

















WHEN IT’S A 
MATTER 
OF POINT... 





‘7, . OR PRICE... TURN TO 


bstertrvuh 


The Esterbrook Renew-Point Fountain Pen will save the 
sale when your customer can’t find a reliable pen with a 
point that fits his writing requirements—at the price he 
can afford to pay. 

And—remember too—with the Esterbrook Renew-Point 
pen you can offer a complete range of point styles with 
the smallest inventory investment in the fountain pen field. 
If you don’t have Esterbrook Fountain Pens in your store, 
write us for details. 

THE ESTERBROOK PEN COMPANY 


86 Cooper Street, Camden, N. J. 
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WAR SHAW ssrrties 


Every time you sell WARSHAW 





folders you are giving your custom- e 

ers a PLUS value for their money. rot LABELS 

They soon discover it for them- GUIDES 

selves. Naturally they come back !NDEX CARDS 
REINFORCED 

for more. FOLDERS 


Repeat orders! They are what = <fiexons 


makes your business hum. Repeat MENDING TAPE 


orders make your profits, too. Buen . 
Sell WARSHAW Folders to insure " 


real customer satisfaction. 


THE WARSHAW MFG. CO., INC. 


1 MAIN STREET BROOKLYN, N. Y. 





STYLEOTYPE 
STENCILS 


(A Red Feather 
Product) 





Styleotype Stencils produce perfect copy on both 
Noiseless or Standard Typewriters, and Stylus 
with perfect ease. 

Our Dealers are building a sound, permanent 
stencil business because Styleotype creates its 
own repeat demand. 


Packed in new easy-to-use slip-sleeve, process 
coated box which preserves contents in all climates. 


Please use business letterhead in asking for 
free sample, illustrated catalog and dealer 
discount sheet 
“RED FEATHER PRODUCTS MAKE A 
GOOD IMPRESSION.” 


Red Feather Products Ltd. 


Makers of Stencils, Inks, Correction and Cleaning Fluids. 


431 Bush St. San Francisco 














Why Not Feature Our Leatherette 
Line of Office Chairs? 


We offer: 

GOOD MATERIALS 

STURDY CONSTRUC- 
TION 


EXCELLENT CABINET 
WORK AND FINISH 










Price attractive 
——generous 
profits 


We invite 
your 
inquiry. 


Write for 
catalog. 


JASPER SEATING COMPANY 


JASPER, INDIANA 
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e ( TYPEWRITER 
RIBBONS 


build a reputation for quality typing 


High rated business men want clean typing, sharp, black 
impressions from start to finish, dependability always, 
with consistent economy. That Codo quality measures up 
is testified to by the steadily growing volume we enjoy 
in the localities in which we are represented. Remember 
every merchant is just as dependable as his merchandise 
and it's profitable to carry a line you can always depend 


upon. 


Codo makes carbon paper for every copying purpose and 
guarantees it against deterioration for five years. Full 
details are yours for the asking. 


THE Cail~ MANUFACTURING CORP. 


509 S. Franklin St. 270 Lafayette St. 
CHICAGO NEW YORK 


Factory, Coraopolis, Penna. 
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Des Moines, lowa...The Gaar Brothers Typewriter Company has _ re- 
cently moved to 905 Locust street where much additional space is avail- 
able. The firm, headed by Keith W. Gaar, is distributor for the Woodstock 
typewriter in lowa, parts of Illinois, Wisconsin and Minnesota. It was 
formerly located at 813 Walnut street 





’ 


Lansing, Mich.—A continued growth of business has recently forced the 
formation of two divisions by the Wolverine Typewriter Company. An 
oliice supply department will be operated at 228 South Capitol avenue, 
under the name of the Hilding Office Supply, and a typewriter division, 
under the name of the Wolverine Typewriter Company, w.li be main 
tained at 221 West Washtenaw street The business was established 
twenty-five years ago by A. G. Hilding, the present owner 


Missoula, Mont.—The B. and B. Typewriter & Supply Company has 
been opened here at 242 North Higgins avenue with a complete stock 
of typewriters and office machines. The new firm is owned and operated 
by Wally Burch and Buster Brown, formerly of Helena, Mont., and the 
two partners announce that they will be the local agents for the Royal 
lypewriter Company. 








ADDING MACHINES 


Orange, N. J.—T. S. Ellsman, assistant cost supervisor of the Monroe 
Calculating Machine Company, Orange, N. J., has been named director of 
program for Newark Chapter, National Association of Cost Accountants.—BJ 








OTHER MACHINES 


San Francisco, Calif... Morgan & Barclay, 404 Market street, last month 
announced that the staff has been enlarged by the addition of Ben Smith, 
Jr. Mrs. Ray Morgan and Miss I. Sidero. Mr. Smith will handle outside 
accounts and Mrs. Morgan will be in charge of the Mimeograph depart 
ment SS 











PENS AND PENCILS 


Brooklyn, N. Y.-C. P. Fink, general manager, Eberhard Faber Pencil 
Company, is serving as a member of the industrial and manufacturers 
committee in the 1941 Safety Appeal for Northern New Jersey, through 
which funds are being raised to finance a three-year expansion program 
of the Newark Safety Council.—BJ 





San Francisco, Calif...“larshall A. Wiley, westera division manager for 
the General Pencil Company, Jersey City, N. J., has established head 
quarters at 200 Davis street, and will supervise sales in the eleven western 


states SS 








eTATIONERY¥ 


Columbus, Ohio. teturning to the site on which the company was 
founded in 1s&s1, Nitschke Brothers, stationery and office supply house, 
has recently moved te 50 East Gay street. The firm was formerly located 
at 37 West Gay street. 





Decatur, 1.—The Citizens Office Supply is now being operated under 
the sole ownership and management of Mrs. Jettie Krueger, formerly one 
of three stockholders of the company. Until recently the firm was 
operated by T. R. Krueger, Lyle Gilmore and Mrs. Krueger, and was 
incorporated in 19388 by Roy D. Scheske, Hugh Kinkade and Earl E. 
Richardson 


Denver, Colo._.The Bourk Office Supplies Company, formerly located at 
1316 Sixteenth street, is completely at home in their new location, 1110 
Seventeenth street. The change of address was caused by a desire to be 
nearer the uptown office buildings and stores. In the previous location, a 
large part of their retail business was with operators of wholesale houses 
in that section which was almost completely evacuated by the building of 
the Union Pacific’s new Denargo market.—BART 


Detroit, Mich..-A. ©. Repke & Company, office outfitters and business 


systems specialists, 2129 Grand River avenue, has enlarged its premises 
by adding 3600 square feet of floor space 


Halifax, N. §., Canada.._P. B. Cross, president of Seaman-Cross Company, 
office equipment dealers, has been promoted in the British naval service 
to duty aboard one of the warships. Since the outbreak of the war he has 
been on shore duty at St. John, N.B., first as staff officer and later in 
command of the Royal Canadian Naval Volunteers Reserve for New 
Brunswick with advancement in rank from lieutenant to lieutenant-com 
mander and thence to commander WIM 


Hartford, Conn...Abraham Beirponch, well-known stationer of this city 
during the past seven years, last month held the formal opening of his 
new store at 222 Asylum street. He is the owner and operator of the 
Central Stationery Company rhe new establishment affords ample oppor 
tunity to display the nationally-known products the firm handles, among 
which are Sheaffer, Parker and Waterman pens and pencils, Robinson 
reminders and a general stock of the lines of Wilson-Jones Company and 
the Boorum & Pease Company 


is caused to the stock 
It Company, 331 South 
é it when a veneered 
d Ralph I Webster is owner of 


Marshfield, Wis... Damage in excess of 86000 w 
and premises of the Marshfield Book & Stationery 
Central avenue, last month by a fire which rok 
box fell upon a smoke pipe and ignite 
the business 





COOPERATION 


that profits both of us! 


...We advertise Berkshire Typewriter Papers 
nationally —in ‘'TIME" (the magazine which 
reaches the business men and women who are 
your best commercial stationery customers). 





Capture Berkshire sales in your community by 
advertising Berkshire Typewriter Papers in your 
local newspaper. 


THIS 


MAT : : 
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very sheet of Berkshire Typewriter 
Paper makes a good impression... 
emphasizes your business standing. 


DEALER’S NAME 


FOR EVERY BUSINESS NEED 








| column, 2!/” @ Order Mat 4112-B from 
Eaton’s Berkshire Typewriter Papers, Pittsfield, Mass. 
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Wherever there’s a typewriter, 
there’s need for a Dixon ‘Thin 
Edge” typewriter eraser, No, 899. 
Every one of your customers is a po- 
tential customer for this eraser — en- 
abling you to pick up extra profits. 

Dixon “Thin Edge” takes out 
the smallest error without touch- 
ing the remainder. It’s the stenog- 
rapher’s favorite eraser. Dixon 
“Thin Edge” imitations prove 
that, for the best is always 
imitated. Stock up and @ 
display Dixon 899. ~ 
Pencil Sales Dept. 98-]4 if 

JOSEPH DIXON 

CRUCIBLE Co. 
Jersey City, N. J. 
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CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 





Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS *” STATIONERS 


Complete details on request 


ALLEN & COMPANY 
DEPT. w 
11-13-15 Vandewater St., 
New York, N. Y. 





















mace 
JR. U.S.A 


Erases a single letter or 
line. Typists approve of 
this Klenzo eraser, in 
paper pencil form, the 
handy junior size with 
brush attached. 

“THE STRING'S THE THING" 
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534-B KLENZO JR. 
k/ais0e/ PENCIL co. 


rHIttAODelPHIA, VU. S. 
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NEW TRADE LITERATURE 
(Continued from page 10) 


1401-4459 Ogden avenue, Chicago, Ill The book is well-illustrated and in 
the section devoted to office equipment describes and pictures settees, 
nai tables, stools, waste baskets itility tables, utility cabinets and 


ther numbers 


The Macey Company.— Describing and illustrating in color the firm’s 
nplete lines of desks, tables, chairs, filing equipment, storage cabinets, 
irdrobes, library and commercial shelving, safes and accessories, a new, 
6s-page catalogue has fecently been issued to the trade by The Macey 
Company, Grand Rapids, Mich. It is listed as the No. M141. In addition 
to showing the individual pieces in unusually large pictures, the book also 
presents a number of complete suites installed in various business hous 
throughout the country and includes two pages devoted to showing the 
various finishes available in actual colors. Dealers interested in obtaining 
opy of the M141 should communicate with the company’s home offices 


Midiand Paper & Stationery Company.As a means of keeping its cus 


tomers “‘stationery-minded” the Midland Paper & Stationery Company, 
Minneapolis, Minn., has hit upon a scheme of issuing advertising pieces 
which are of general interest to everyone Two of these, which found 
instant interest among the company’s customers were headed °'1940 
Income Taxes" and “Taxes Due in 1941 


f 


Norcor Manufacturing Company.__A twenty-four page catalogue describ 
ing and illustrating all of the lines made by the firm has been issued to 
the trade by the Norcor Manufacturing Company, Green Bay, Wis. The 
wok is printed on high-grade glossy paper and is attractively decorated 
n color. Upon its pages are shown the Norcor lines of folding chair and 
thle sets, individual folding chairs, Roll Away trucks, utility stools, 
erving tables, tablet arm chairs, steel movable desks, grill bottom desks, 
ture and all-purpose chairs, kitchen stools, camp chairs, glider trays 
ind bridge sets. A new price list is included with the catalogue 





Nucraft Furniture Products...A three-page folder illustrating and describ 
ing the firm’s lines of letter trays, bookcases and wastebaskets has been 
made available to the trade by Nucraft Furniture Products, 18 Goodrich 
street, S.W., Grand Rapids, Mich The folder carries unusually large 
pictures and is of an ideal size to make a mailing piece 
omiee Lay sr vee Company.—The current issue of “Tips and Topics’ 
\ o. 3-—issued by the Office Equipment Company, Louisville, Ky.., 
ha proved to the firm what a house organ, properly conducted and kept 
interesting, can do, Since its inception last September the booklet, which 

mailed out as part of a regular campaign, has succeeded in securing 

r the company approximately 200 new or revived accounts monthly 
In addition to advertisements the booklet contains a number of timely 


ind brief items of general interest to its readers. 


Peterson Lithograph & Printing Company. Featuring products of some 
f the industry's leading manufacturers, a new catalogue, listed as the 
No. 600, has been prepared for distribution by the Peterson Lithographing 
& Printing Company, Omaha, Neb. The 286 pages are installed upon a 
plastic binding and each one is well-illustrated with unusually large 
pictures with descriptive text and prices accompanying each item. 


Remington Rand tInc..Designed to explain and demonstrate how the 
firm's business systems and machines can materially aid business organ 
izations eliminate industrial “‘bottlenecks’’ which threaten to retard naticnal 
defense activities, a large colored folder has recently been issued for distri- 
bution by Remington Rand Inc., Buffalo, N. ¥ 4 patriotic motif is sup- 
plied by the cover which depicts Uncle Sam speeding up war production 
ind is done in the red, white and blue combination. Inside are large pictures 
of twelve products of the company—many shown in actual operation 
topped by text in large type which explains that all of the equipment shown 


is “geared to the tempo of national defense needs.” 


Royal Metal Manufacturing Company. A) combination catalogue and 
reception room booklet which features an attractive and unusual treat 
ment is a new offering to the trade of the Royal Metal Manufacturing 
Company, 175 North Michigan avenue, Chicago Instead of illustrating 
the various individual items the firm has grouped them in handsome ar 
rangements and photographed them that way In addition each group 





COVER OF THE NEW ROYAL METAL CATALOGUE 


is ed complete to eliminate figuring anc ike a comprehensive totaling 


easier for both the salesman and the prospect The group prices start low 
ind gradually work up towards the end of the booklet. Special sets and 


ippointments were provided for each photograph, the arrangements being 
planned by Irving Grombacher and Stephen L Tedor, sales manager and 
wivertising manager respectively of the company 


Victor Adding Machine Company. Although published only recently 
t inual have already been 


re than 100 copies of its product and price 
eased by the Victor Adding Machine Company, 3900 North Rockwell 
street, Chicago, to Victor sales and service representatives Containing 
xty pages, the book presents facts, phot new coding, features, prices 
pecifications, policy, trade-in prices, national accounts and many addi 
i important items of information. The book is issued in three types, 
tl le luxe edition, the standard and the special and all particulars will 
be furnished relative to obtaining copies on request to the company. 
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AUTOMATIC TOIN WRAPPERS 


Stationers! It’s your Line. Euctusively! 


Steel-Strong” Products are sol Id through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 


Write for liberal discounts and sales help on: 
Lead Seals 


Seal Presses 
Teller’'s Moisteners 
Manual Coin Counters 


Coin Wrappers 
Bill Straps 
Coin Bags 
Currency Bags 
Draw String Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 
Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 








941 CLARK ST. 
CINCINNATI O 


THE CL DOWNEY CO. 





The STAR “Studded” 
UTILITY STAND 





To Retail 
for as little as 


€ | $n 


MANY SALES FEATURES 





Compact—requires space 26°%x14"x25 
Working — ~e, 364 sq. in. a. ec Hid 
ict will hold up to 500 Ibs. of ight. Safe 
ok rs prevent lipp Z Qui tet Rem able noisele ss rub ber 
"a ova Ni gh res--Finished smooth 


‘ age 
screws raqaired Colors Brown, green “and 


s Kk. D just = de Together 
6 o Tools 
Needed > 





STAR PRODUCTS CORPORATION 


111 W. MONROE ST. CHICAGO 








INho 


apecial 
FUL 








“nice work 
if you can get it... 
and you can get it 


if you try!” 








We'll help you sell more Kwik-lac and Property-marking and 
Opaque and other Special Inks . with this clever cabinet, fully 
equipped to do a masterly job in minimum counter-space. Write 
at once for this NEW and different merchandising plan! 


Fulton SPECIALTY CO. 


200 Fifth Ave., New York City Factory at Elizabeth, N. J. 


Improved ! 


Watch for the new 
monogram, the en- 
circled DE, if you 
vrant to be sure of 
the latest model 

the mo st 


sion made cylinder 
for super-effi- 
ciency in dictation. 





Vlow D E STANDARD CYLINDERS FOR 
DICTATING MACHINES 


Satisfied users of the regular “Standard Cylinders” 
will be surprised that these already fine products of 
the world’s largest and oldest independent cylinder 
makers have been refined to a point where they are 
now scientifically more accurate and uniform than 
before. Installation of the latest modern, precision 
controlled equipment has made this possible. Write 
for samples of the new DE cylinder. 


STANDARD 
RECORD COMPANY 


104 SOUTH FOURTH ST., BROOKLYN, N. Y. 
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SUBSTANTIAL PROFITS! 


In its business of manufacturing office tables, the St 
Johns Table Co. has always been cognizant of the fact 
that the dealers’ interests must be served. That is why 
St. Johns has concentrated its efforts on producing tables 
which are of high quality, durable construction, simple 
design, and excellent finish at a price that will enable 
the dealer to realize a substantial profit. And because 
St. Johns has never compromised with these standards 
it has built up a good will which reflects dealer and con 
sumer approval of its policy 

The No. 28 table pictured below is a typical example of 
St. Johns superlative value. It is made of specially se- 
lected Plain Oak, in Office Golden and School Brown 
finish. Its companion table No. 29 is made of Solid 
Northern Michigan Maple in Walnut or Mahogany finish 


Write now for the new St. Johns catalog showing this and 
the many other distinctive tables in the St. Johns line. 






Description 





Plank edge top, 1'/, inches thick 
with extra frame underneath to 
prevent warping. Legs are 2% 
inches. 6 foot length tables has 3!/, 
inch legs. Drawers are dovetailed 
front and back with framed in 3 ply 
bottoms. 3 foot and 4 foot lengths 






nave one jrawer ony 

Sizes 
4 x 36 inches 32 x 60 inches 
30 x 48 inches 34 x 72 inches 











ST. JOHNS TABLE COMPANY 


CADILLAC, MICHIGAN 
Office Furniture Warehouse Company, 573 Broadway, N. Y. C. 










OFFICE APPLIANCES 


Airfoam 
CUSHIONS 


: ake latest mond in 
y viiate onthe comport! 
CHAMPION STYLE 





by 
“SUNRUCO” 





IN| ”"*® f0" C2tet09 ond Price Lis 
THE SUN RUBBER COMPANY 


BARBERTON, OHIO U.S.A 








Profit with the 
Tce AGL 


“MONITOR” 








No. 1000—DESK-HIGH "MONITOR" CABINET 
Provides additional working space alongside of 
desks, switchboard, etc. Shielded directory 
ompartment, locked storage compartments with 


ri 8 + welded shelf. 


OLIVE GREEN List Price $12.00 


F.O.B. NEW YORK 


ART STEEL CO., Inc., NEW YORK, U.S.A. 








For MORE 
and BETTER Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 


The journal contains thoughts 
that many identified with office 
equipment can use to advan- 
tage. It is a common meeting 
place for the exchange of 
worth-while information. 


If you want more and better 
business, you can profit by a 
subscription to Office Appli- 
ances. Domestic rates are $2.00 
a year, two years for $3.00; 
Canada, $2.50 and $4.00; For- 
eign, $3.00 and $5.00. 


THE OFFICE APPLIANCE CO. 


20 North Wacker Drive Chicago, U.S.A. 
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 piggenar by New England ingenu- 
ity, Hotchkiss Staplers and Staples 
were produced in Norwalk, Connecticut 
nearly fifty years ago. The uncompromis- 
ing desire for mechanical perfection which 
has made Yankee machinists and manu- 
facturers the finest in the world, has char- 
acterized all Hotchkiss products. Hotchkiss 
insistence on quality and customer satis- 
faction is the reason for Hotchkiss leader- 
ship throughout the world. 


HOTCHKIS 





The Hotchkiss main office and plant at Norwalk, Connecticut, which 
grew from a little one room building on the same location. 


NORWALK, 


CONNECTICUT 


“Pioneers in all that's best in Stapling” 








The NEW. 
“Z LIF 


SECRETARIAL DESK 
ATTACHMENT 





POCKET SEALS oF QUALITY 














The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 


THE NOTARIES | FAVORITE 

















The 
FEATURE 
that 


SECRETARIAL 
DESKS 


The new E-Z LIFT Secretarial Desk attachment with patented 
fold-down carriage operates on easy fingertip control without 
typist leaving seat. Saves e . . Saves time . increases 
efficiency. Gives smaller si sed * esks, big-desk drawer space. 
Permits wider carriage typewriters. Minimum vibration. Safe 
action. Patented safety catch positively prevents damage to 
typewriter by making it impossible to lift or return type- 
writer until in correct position. Can be installed in wood or 
metal desks. 
Manufacturers and Dealers write for literature. 





ST. LOUIS HARDWARE MFG. CO. 


1500 North 18th St. ST. LOUIS, MO. 


Established 1902 





The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 


FURNISHED IN 3 SIZES 











FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 
MEYER & WENTHE, Inc. 


Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 











“L:E: B” 
BINDER 
CLIP 


Small, Medium and Large 


THE CLIP WITH A VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 
CUSHMAN & DENISON Mfg. Co., 133-137 W. 23rd St., N.Y 
CADO CARD HOLDER e@ NIAGARA PAPER CLIPS 
DELUXE THUMB TACKS e@ KONTROL BOARD CLIPS 

















PLACE YOUR ORDER WITH YOUR LOCAL 
MARKING DEVICE DEALER 


pread Grippit with your fingers 
and see how it rubs off, leaving 
them cleaner than before. See how 
it brings actual pleasure to the 
pasting of charts, reports, stamp 
albums—erstwhile pesky jobs . . . 
Look for this display on stationery 
. Write 


larger tube Free 


as 
r 
; “PPh 


counters . us for newly 


designed, 
Boston 


Harriman-Welts Products Co., 200 Summer St., 
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List price 


$5.50 


Table only. Top 14x171/2 small additional cost. 


Aliso made in 16x20 and 


1615-1625 Melon Street 





A New set-up TYPESTAND i 


We now offer a type-stand fully 
riveted together. Shipped set-up. 
eliminating the trouble of setting 
up stand and possibility of nuts 
and bolts loosening, thereby mak- 
ing the stand wobbly. Set-up stand 
insures permanent rigidity. Made 
in four colors, walnut, green, ma- 
hogany, oak—all at the same price. 
Leaves can be had for stands at 


METALSTAND COMPANY tad oe apenas 


Philadelphia, Penna. to his many friends. 


STOOLS 
SELLING 


The Defense program calls 
for expansion-—-get your share 
of this business by offering 
your customer this high 
grade, sturdily built line of 
industrial stools. Legs are 
made of heavy metal in two 
colors, green or walnut. 
Seats are of hardwood, wal- 
nut finish or natural, made in 
seven sizes from 18” to 30”. 
ORDER TODAY. 


Mr. Sol Gould 














A KOLOR KIT 
IN EVERY BOX 


\aatal 


CRYSTAL CLEAR 


©" INDEX TABS 


@ COLORS can be 
changed without re- 
moving tab...a most 
essential feature. 
There is a greater 
variety of ready- 
printed inserts. 


BE RIGHT-BUY JUSTRITE 





wits Sassy SEevIEE at Fee masiee CoLoeee 


Sw 
“<—""" INDEX TABS 


Ceeenre welnts Can Bt mand OF FETE 
Cet O8e HAPOEL ART CRETE OT 
oveusees _—— 





MADE BY THE LOUIS MELIND CO.- MANUFACTURERS OF THE 
MOST COMPLETE LINE OF MARKING DEVICES IN AMERICA 


CRAMER 


The Complete Line of 
Pos ture seating. 


A Price for Every Purse in Our 3 Price Ranges 


CRAMER POSTURE CHAIR CO. 
1210-18 Campbell St. Kansas City, Mo. 






















This model has generous 3” brus 
properly moistens larger envelopes as well as 






regular office size Nickel plated, enameled 
Hot-dipped galvanized, rust proof tank. Low ret 
price Dealers write for generous discount on this a 
*} . ee 
Sole Distr. A. W. KELLOGG SALES co., Waitham, Mass 
Manufactured by BETTER PACKAGES, Ine Shelton, Conn 
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samples on request. a 
Let’s Get Together 
DURA-FLEX CO., 525 W. 76th, Chicago 


: Dealers and Distributors { 

5 YOU have 

: the OUTLET 

WE have 

3 the STENCIL ‘ 

: Supplied either un- : 
mounted or mounted : 
on plain backs or . 
with your or our im- ° 
print. Prices and . 
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BANK PASSBOOKS 


And Pocket Check Covers 





New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 


Salesmen. 


Write for samples and prices. 
Full particulars on request. 


AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 








Have You 


a Friend -or business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 
the name, address and business and 
we will send a sample copy with our 

compliments. 


THE OFFICE APPLIANCE COMPANY 
20 NORTH WACKER DRIVE, CHICAGO, U.S.A. 
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A Memo Recording Device 
Indispensable to Office 


and Home. 

Panels also designed for 
advertising message. 
250 Feet of standard size 
adding machine roll paper 

Sturdy Metal Construc- 
tion 
Mechanically Perfect 
Mechanism 
Modern-Streamiine 
Design 
Crackle Finish—in 
black and green 


Bakelite Knobs 






Individually 
in Carton 
Liberal Dealer 
Discount 


Order samples 
today. 


— PREVUE-RADSELL CO. 


440 S. Dearborn St., Chicago, tl! 


CDACO > 
er 


INDEX AND FILING SUPPLIES 


created to meet dealer needs 
and satisfy customer demands 


A wide range of stock forms for record keeping in banks, insurance 
companies and commercial institutions. A complete line at attractive 
prices. 





CARD 


Send for samples and prices on your SPECIALS 
Write for our NEW CATALOG. 


THE DACO CARD AND INDEX CO. 


No. 9 Federa! Court Boston, Mass. 
ESTABLISHED 1919 














MAKERS OF NATIONAL 
STEEL HINGE | 
RING BOOKS | 









| 
| 


NATIONAL BLANK BOOK Co. 
Holyoke, Mass. 
CHICAGO BOSTON 














MARKILO 
AIM LLM A ES 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders: bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent cel- 
; lulose. We build to fit your particular need. Write 
fj’ £ us for details. 


Markileo Company, Mfrs. 


3633 S. Racine Ave. Chicago, U. S. A 
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THE HOME OF 
THE FAMOUS 
YELLOW BOX LINE 






» © 









oy 
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OAKVILLE 


COMPANY 


Division of Scovill Manufacturing Company 
WATERBURY, CONNECTICUT 





NEW YORK CHICAGO SAN PRANCISCC 
In Canada: BROWN BROS., LTD TORONTO DS” 

















NON - WRINKLE 


NEV-RR-KURL 3 
Rave will not curl, 


A CLEAR-PRINT PRO! 
oe tree, or wrinkle. 


PRODUCTS 
WOOD STAMP 
PADS 
TYPEWRITER 
RIBBONS 
HECTOGRAPH 
oy V1: 10). 


Write For 7) myahe A 
= 


PHILLIPS PROCESS CO_Inc. 


194 Mill Street Rochester, N.Y. 


Will not smudge. 


THE ALL PURPOSE 
CARBON PAPER 


LASTS LONGER 
Tests show 35 to 


50° more copies. 


UNIVERSAL 
Same sheet works 
on standard or noiseless typewriters, 


billing or bookkeeping machines. 


J L.A-PHILLIPS President 


More Sales .. . More Profits 


There's a big gap between the number of type- 
writer users and type cleaner sales. That's 
why it is so easy to double your 
sales and profits with Clarotype. 
This product works fast and the 
dauber lasts. It makes repeat sales. 
Write for “New Customer” selling 
aids. The Clarotype Company, Inc., 
16-1) Hudson Street, New York City. 


2p / 


CLAR-O-TYPE 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 





The 
“Modern American” 
Steel File 
For the Executive Office 


Made in 2 $ and 4 
drawer heights in 


Letter and Cap Sizes 


Browne-Morse Ce. 


Muskegon Michigan 
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9:00 O'CLOCK and the 3 


mail's all out—thanks to q 


ee eee HI-SPEED & 
HANSON posta scate 3 
@Faster than a beam type scale—no time 
lost jiggling weights. Here is a Postal 
Scale that gives foreign and domestic 


postage at a glance without figuring. 
Hair line accuracy. Built to last a lifetime. 


Your customers will like this 
modern, business like scale. 


Ask your jobber for Bulletin No. 5 
Hanson Scale Co., 525 N. Ada St., Chicago 


RANSON SCALES 
SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 











No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised! Write 
for details nowl 







Simply tip 
the card 
and copy 


3468 N. Clark St. 


Meilicke. Aystems, tog Chicago, Ill. 











Dealers Wanted 


(One in a territory) 


For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER 
SPEED KEYS 


(No rubber to wear out) 


Write for our interesting 
proposition. 


Speed Key Mfg. Co. *zxssumte.'s 











DARNELL PROFIT MAKERS 












| "FOR “CONSISTENT 
SALES VOLUME 


The Darnell line of floor protectior 
products offer maximum profits 
Their high quality and durable 
service guarantee customer satis 
faction. Write today for special 
Darnell dealer proposition 





Noiseless 


GLIDES. 
DARNELL CORP. LTD,, conc seacn, cauir. 


36 N. CLINTON, CHICAGO © 24 E. 22nd, NEW YORK 


GY ee 


Of fice Chair 


CASTERS 
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WRITE FOR Enni-No DETAILS 
THE DAWN MFG. CORP. 


12 CHAMPENEY TER., ROCHESTER, N. Y. 


STEEL FILES 


Typewriter Tables . Map Cases... 
Storage Cabinets . . . Wardrobe Cabinets 
and allied steel products. 


YOUR INQUIRIES ARE INVITED 
ON SPECIAL STEEL ITEMS. 


ANDERSON-HICKEY COMPANY, INC. 
GENEVA, ILLINOIS 


PROF TABLE because it SELLS 


BESSaaEST 


PAPER CEMENT 
and ACCESSORIES 


Nationally used for every 
paper pasting and 
Rgaoe | mounting purpose—Clean 
sen = —Speedy—will not curl, 
D) SPRCEMEN | emcee’ | wrinkle or shrink paper. 
| Stocked by leading job- 


a bers everywhere. 


Write for Dealers List 
—— No. 11-0. 


UNION RUBBER € ASBESTOS Co. 


TRENTON, NEW JERSEY 


“WRITO". . A New Discovery! 


In Hectograph Duplicating Compounds 


GIVES BETTER RESULTS . . . The ink 
goes onto the paper, not into the com- 
pound. Means twice as many clear 









BESE=TEST 

















copies immediate re-use without 
waiting! 
HAS LONGER SHELF LIFE... Guar- 


anteed indefinitely against deteriora- 
tion. Will not crack, dry or spoil. 

IS PLEASANT TO USE. . . Odorless 
and non-sticky. Won't tear ordinary 
paper. Takes any kind of paper. 





SAVES YOU MONEY .. . WRITO 
1 : weighs less, so you get more per 
Pans and Refills . . . pound. So pure it can be melted 
- and re-used, too. 
Sizes Write for prices and samples! 
or all 
j ROSS LABORATORIES, Inc. 
needs. 4021 N. Hermitage Ave., Chicago, III. 
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Models for Every Office and 
Industrial Need 


SPEED-MO 
STAMP PADS 


Efficient under the most dif- 
ficult conditions. They keep 
clean even without covers. 
Specified by leading organ- 
izations because long lived, 
silent, sweat and sag proof. 





RIVET-O MFG. CO. 


97 Jason St., ORANGE, MASS. 
or Louis Melind Co., Western Rep.: 


362 W. Chicago Ave., Chicago, Ill. Write for dealer offers. 











MAGIC FLOW 
AN EXCELLENT 
DUPLICATING INK 


Also other 
Duplicating Supplies 


Samples and Prices 
upon request. 





CONTINENTAL INK CO. 


544 W. LAKE ST. CHICAGO, ILLINOIS 






















Efficient and economical. 
Will keep correspondence 
and papers alwayson hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 





Stanley R. Bristow 
24 Centra! Ave.West Orange.N.J. 








| Your QUESTIONS 
ANSWERED free | 


Subscribers to Ofce Appliances have free access to | 


a competent service bureau which is prepared to 
answer almost any question relative to office equip- 
ment. 


A considerable number of our readers have found 
that this service in itself is worth many times the 
subscription price. 


The Office Appliance Company: 20 North 








ware sass Chicago, t SS As ss s-2o8a 








165 





Attractive 
TYPEWRITER RIBBON 
counter display FREE 

with one gross order of 
assorted ribbons. Each rib- 
bon removed is gravity re- 


placed. 
54 


different ribbons always in 
full view. “In full view" 
power of suggestion pro- 
motes counter sales. 


| aca : Bi 
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CARBON & RIGBON MFG CORR 
| FREE! WRITE TODAY! 








165 DUANE ST. 
NEW YORK, N. Y. 


INKO'GRAPHE 


PENCIL POINTED PEN 


14 Kt. Solid Gold Point 


The only successful STYLO 
Ink Pencil 


Writes on any quality paper, tag or label 
with the ease of smoothness of a soft lead 
pencil. 
Unequalled for making clear carbon cop- 
ies with original in ink. 

Catalog and discounts on request. 


INKOGRAPH CO., INC. 


World’s Largest Manufacturers 
of Pencil Pointed Pens 
206 HUDSON STREET 
NEW YOR. Nuts 




















ROLLING STORE LADDERS 


For use on Filing Cab- 
inets and Shelving, in 
Offices, Vaults and Store- 
rooms. 


LIBRARY 
LADDERS 


Equipped with rubber 
tired wheels and Auto- 
matic Safety Brakes. Made 
in s variety of heights 
and forms. 
DEALERS—Don't overlook 
sales opportunities in Roll- ; 
ing and Library Ladders. “> 
Write for literature and 
prices. 


Manufactured by 


I. D. COTTERMAN. 


155 N. Union Ave., Chicago 











—L.L. BROWN — 


LEDGER LINEN AND BOND 


Super Since 
Quality 1849 


L. L. BROWN PAPER COMPANY, ADAMS, MASS. 
DISTRIBUTORS IN ALL PRINCIPAL CITIES 
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STATIONERS 


Do You Sell 
BRITISH 
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MAKE FRIENDS—BUILD SALES 
with VARAT MADE 
ZIPPER CASES, RING 
BINDERS, PORTFOLIOS 


No. 477 EXTRA ROOMY 
ZIPPER BRIEF CASE 
Genuine top grain cowhide, 16” 
x12'/2"x5” or 18’x13"x6”. Rein- 
forced frame, with Talon Slide 
Fasteners and locks at end 

Three roomy pockets. 
WRITE FOR CATALOG! 








The A _ Year MURRAY YVARAT company ri 9 v7 
Around setter! 114-124 S. Clinton St. pA P 





New York CHICAGO San Francisco 








AMERICAN 
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if so— 


PERFECT ‘ . 
you will find our new 


| Vee) STAPLES 


eee crterly publication the 


Pap: JUSTRITE 
BRITISH STATIONERY 
EXPORTER 


IRLIT 3x 
DRILL of the utmost assistance and value as it con- 





MADE BY THE LOUIS MELIND CO.-MANUFACTURERS OF THE 
MOST COMPLETE LINE OF MARKING DEVICES IN AMERICA 





Quick and easy . . . this is a service tains a comprehensive display of the most at- 
Drills 150 sheets (a half every office needs and appreciates 
inch thickness) of paper Choice of one, two or three driliheads, ; ds , 

four hole sizes (from /4 to 13/32 inch). tractive and saleable British Made lines of sta- 







100 series 


$2.50 


list 


Appreciation and permanent, profitable 

contacts have resulted from the introduc- : 
tion of TWIRLIT in busy offices by live tioners merchandise. 
office equipment dealers. TWIRLIT is 

described in detail in our catalog. 


q MITCHELL We shall be pleased to mail you a copy post 
: BINDER 

COMPANY free each quarter if you will complete the form 
104 Bower Ave. 

: Hagerstown, Md. below: 





Put A SENT RY -- SEND US THIS COUPON ------=5 


4 = 

F: #2 = j : ti 

, ee Se } } To F. W. BRIDGES LTD.., 

¢ ae } t COW »,) Proprietors THE BRITISH STATIONERY EXPORTER, 
i mes 4 } : 
4 ; ait 34, Bridge Street, 


and you'll be providing dependable, HEREFORD, ENGLAND. 








i = new-sate protection at « used safe price Please send to the address below Free copy each quarter of 
F Ci: I BRR Simeee:) ‘'NSIDE DIMENSIONS: 15° x 12” x 12% the BRITISH STATIONERY EXPORTER. 
# eS } i WEIGHT: 245 Lbs. 1-Hour Protection 
: $ 
E only x Fo) Liat Name . “ , 
| SY (Please attach your business card or letter-head) 
| DEALERS: You can make quick profits on this lower 
: priced safe. Many exclusive territories open. Write * Address 
| BRUS  PUNNETT 
Date 








545 WEST AVE. > ROCHESTER, N. Y. 



































APRIL, 1941 


THE AMERICAN 
“5 IN i 


MODEL 110 
5 MOVEMENTS IN 1 MACHINE 


PRICE $9.00 RETAIL 
WRITE FOR DISCOUNTS 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 


66 
\ \ hat you don’t know won’t hurt 


you” is obsolete as the letter press! 


For if you don’t know what profit 
lies in business cards, it surely will hurt 
you. For these can be ordered easily 
as office supplies; and if you insist that 
your printer or engraver uses Wiggins 
Book Form card stock, you will have a 











Any of these paper mer- 
chants will give you sam- 
ples and prices of Wiggins 


Book Form Cards and 
Compact Binders: 

New York City 
Richard C. Loesch Co 
Pittsburgh 

Chatfield & Woods 
Cincinnati 
The Chatfleld Paper Co 


Detroi 
Seaman-Patrick Paper Co 






Grand Rapids reputation for a “better buy” than 
Carpenter Paper Co others. 
Houston 
L. 8. Bosworth Co., Inc 


Ask us for the stationer’s 
St. Louis 
Tobey Fine Papers, Inc 


The John B. Wi qs <s | N 


1162 Fullerton Avenue, Chicago 


proposition at once. 


Book Form Cards Compact Binders 


DR. SCAT 


For the Typewriter! 














The largest seller in the Sta- 
tionery, Office Supply and 
Typewriter field. 





Cleans and refinishes 
type and rubber platen. < 
SOLD THRU DEALERS ONLY. \, re 





Manufactured By 


DR. SCAT CHEMICAL CO. 


“REFINISHER” 
180 N. Wacker Drive, Chicago, Illinois Beg: U.S. Pat. Of 








od 


ALLEN @ WALES 


MACHINE 
CORPORATION 


ADDING 


444 Madison Avenue NEW YORK CITY 
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MULT-O 


The RINGBOOK 
of TOMORROW 














Strong as 
permanent 
binding. Flat rings 
spaced two to the 
inch. Feather-touch open- 
ing and closing levers. Posi- 
tive lock when closed. Sturdy. 
handsome covers. All standard 
sizes and fillers. 


TRUSSELL MFG. CO. 


Dept. O Poughkeepsie, N. Y. 


WRITE 
For Details 
of Complete 
Profit-Building 
Trussell Line 





FOR custo SALES -- 


REPE STOCK 


You can fill EVERY 
demand for maptacks 
with the Moore line. 


They come in all col- 


ors, shapes and sizes— M A PTA C K y 


are adaptable to every possible use. 
Precision made to deliver an extra 
measure of satisfaction to buyers, 
resulting in repeat business and 
extra profits for you. Call or 
write your jobber—~TODAY. 

@ Display cabinet FREE with 
order for 5000 assorted maptacks. 


MOORE PUSH-PIN COMPANY © 113-25 BERKLEY STREET « PHILADELPHIA 
MAKERS OF FAMOUS MOORE PUSH-PINS. PUSH-LESS HANGERS 


Y 


rceccece || 
ecrecere | 
| 
PeRtceece 


? 
intl 


i 
gpececeocs | 


r) 
Cereceeree 


prcereecese 
Crereeerre 


i 








THE MANAGERIAL FILE! 


For the busy EXECUTIVE spent 
efficiency one privacy. 





4 desk-side unit; fall 
top 

**Elevating uppe 

Ball-bearing rollers 

Welded steel constructior 

Satin finish bronze hardw 

Lock; and rubber-wheeled 
ters 

Efficient Dependabk S« 
iceable—Attractive 

Priced low—a splendid value! 

Write for full details. NOW 


Try Our 4 Ball-bearing Roller 
Transfer Files! 


Northwest Metal 
Products Co. 


1337 E. Mason St. 
Dept. AA, 
Green Bay, Wis. 














The 


ADAMS 


Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 
ways right side up. No need to hunt 
ine ck sees and fumble to find the place where 
Ves the ring opens, if it’s an Adame ring. 

Eight Sizes Here is the simplest, quickest-operat- 
inside Diameters: ing and most satisfactory ring ever 
invented for perforated sheets or 
binders of all sorts. Allows binder or 
sheets to lie flat when open at any 





PATENTED 
VEB.17,1920 JAN. 11, 128 









No. 00, % In No. 2, 1% In. 


. 0 Win No. 3,2 In ; ‘ 
es of. 1 i No. 4, 2% In point. The enlarged joint. nicely 
er : ee <f rounded and smoothed, keeps ring 
Ne. 1, i%ie. Ne 6,3 in right side up in position to be in- 


stantly unlocked 
Order through your wholesaler. We also 
manufacture Inexpensive loose leaf metals. 


| 
| Henry T. Adams — € o. ~ Eras, Chicage Ave., 


Oe — 


Come also boxed assorted 
im seven si7es 
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Royal’s wide line of superb chairs, tables, 
desks, settees, couches and stools sell on sight. 


Dealers find it a delight to handle Royalchrome, as it You will be interested in the special booklet just issued, 
with prices, showing model reception room groups, 
like the one illustrated above. Also ladies' lounges and 
recreation rooms. Ask for details of our free planning 


keeps their salesmen profitably occupied—there's al- 
ways a prospect available for a presentation. Salesmen 
appreciate the line because it is visually so attractive, 
with its glittering chrome finish and colorful guaran- and layout service to assist you in closing sales. 

teed Tuf-Tex leatherette upholsteries. 

Liberal proposition will be offered alert dealers. Some 
DON'T OVERLOOK THESE fine, rich territories are still open. Write for details. 


DESIRABLE 
ROYALCHROME 


miners imtewsos 1 AOYAL METAL MFG. COMPANY 








Restaurants Hotels s2.2 
iaiiee, aa 187 N. Michigan Avenue, Dept. A, 
Schools — Cc H ICAGO 

; . "METAL FURNITURE SINCE '97” 
Hospitals Athletic Clubs NEW YORK LOS ANGELES TORONTO TEE 
Manufactur- Drug Stores, 





ing Plants etc. 














FAMOUS FOR QUALITY 


SINCE 1903 


Thirty-eight years ago the first Heyer ae 
Quality Gelatin Duplicator was introduced. 
Each year since that time there has been an 
ever increasing demand for them — proof 
that consistent quality counts! 

Heyer Gelatin Duplicators are intended for 
runs of 50 to 100 copies, and for this quan- 
tity are unquestionably the cheapest of all 
duplicators to operate. All are furnished 
complete with supplies. All feature modern, 
attractive designs. 

The Heyer Quality Line of Supplies for All 
Gelatin Duplicators gives the dealer a com- 
plete source for ell supplies necessary to the 
successful operation of a Heyer, Ditto, Vivid, 
Graphic or any other gelatin duplicator. The 
continuous and growing demand for these 
supplies offers a profitable addition to any 
dealer’s business. Feature the Heyer Quality 
Line — It’s Good Business! 





HEKTOGRAPH INK 
REMOVER 


' 

This effective new hand ciean- é 
ser quickly banishes unsightly 
ink stains caused by Hekto- 
graph copying materials. It is 

a mixture of harmless chemi- 
cals in a thick. creamy base, 
and dissolves the ink stains, 
leaving the skin soft and 
smooth. Supplied in 2 oz. and 

8 oz. tubes 











... are also in this 


UNDERWOO 












These Same Heatures... 


that make my 

Business Underwood 

a Great Typewriter... 
a at > 







LOOK FOR THESE FEATURES: 





1 Champion Keyboard 
84 Characters 


10 Right and Left 
Shift Keys 
2Left Side Back-Spacer 11 Sealed Action Frame The Underwood Champion 
Portable will help you to 
SELL UP. Good mark up 
and quick turnover assure 

real profits. 


3 Left and Right Carriage 12 Touch Tuning 


Release 


Se 


13 Paper Centering Scale 


, 4 4 Sto 
4 Right Margin Stop with $6 Margin Relesee 





Warning Beli 












5 Paper Release Lever 
6 Black and Red Ribbon 


7 Single, Double and 
Triple Line Spacer 


8 Paper Bail 
9 Variable Line Spacer 


D Portable 


7; E UNDERWOOD CHAMPION Portable 


was produced on the theory that 
your customers want a complete Port- 
able, not a partially complete machine. 
This is why, in producing this famous 
Portable, we borrowed and put into it 
many of the features that make the 
famous Underwood of business a great 
typew riter. 

Note how we capitalize on the pres- 
tige of the Underwood Typewriter of 
business. With the Underwood Cham- 
pion, you can offer the famous Cham- 
ee Keyboard secretaries enthuse about 

. Touch Tuning with its assurance of 
easy touch .. . fifteen of the same fea- 
tures that contribute to the performance 


15 Keyboard Tabulator 


of the Underwood Master Typewriter. 
Underwood Portable Typewriters are 
widely advertised—and that helps you 
to sell! This year, Underwood National 
Advertising is destined to smash with 
tremendous force and favorable effect on 
the entire Portable Typewriter market. 
If you are not already selling 
Underwood Portables, write— today — 
for our Profit-Making Dealership Plan 
For it’s going to be another 
Underwood Year! 
e 7 4 er 


UNDERWOOD ELLIOTT FISHER COMPANY 
One Park Avenue, New York, VN. ¥ 


Sales aa Service Everywhere 


Underwood Portable Lypewriters 


Made by the Typewriter Leader of 


H ‘orld 














